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IN THIS ISSUE: 


Complete Account of the Great Triple 
Convention, Held Aboard the S. S. 
Noronic From June 13th to 17th, 
Which Was Featured by the Creation 
of the Mill Supply Council. 

The Story of the Voyage, With Full Re- 
ports of All Meetings, Enlivened by 
the Reproduction of Many Snapshots, 
Sidelights and Interviews. 


EDITORIALS—A 1 Resultful Triple Convention—A 
Limit to Competition—On the Subject of Credit 
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Valve Demand Irregular, but Trend is Upward 
Joseph H. Barber 
New Home Is Another Forward Step 
What of Your Letters to the Trade? 
Fred Counterman 
“The Mill Supply Salesman” Section 
Backbone an Essential in Salesmanship 
Frank Farrington 
Stay with Gruff Buyers 
Do You Pitch Your Work Day Properly? 
Ruel McDaniel 
’ ae Salesmen Turn “Aviators” 
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THIS OILER HAS TWELVE 
DISTINCT FEATURES 


The Detroit Force Feed Oiler, Model “JTS,” designed 
for service on steam engines, pumps, gas engines, air 
compressors, etc., embodies twelve distinct features. 


These features, including the stroke for stroke principle, 
exact oil delivery, uniform rate of feed, easy installation 
and eight other equally prominent characteristics insure 
economical, efficient and dependable lubrication for 
every “JTS” user. 


The model is a product of the world’s largest manufac- 
turers of lubricating devices and its design is the result 
of over forty years’ study and experience in problems 
of lubrication. 





Our No. 100 Bulletin explains these twelve distinct fea- 
tures in detail. Write for a copy. 


DETROIT LUBRICATOR (OMPANY. 
DETROIT, U. S. A. 
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“Y"HE Columbian line of vises which in- Columbian line are able to meet every vise 
f cludes a vise for every purpose not demand from the trade. The many exclu- 
only gives you these three qualities which sive patented features found in Columbian 
every mechanic looks for but gives you a_ Vises have made them popular with mse- 
full range of sizes. Distributors of the chanics everywhere. 


THE COLUMBIAN VISE & MFG. CO. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHLO 


COMMBIAN VISES | 


Trade Mark Reg. U. S. Pat. 
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More CAPITAL Red Cap Industrial Brooms and Brushes are sold 
and used than any other make. This proves two things: 


(1) That the industrial world recognizes the supe- 
riority of CAPITAL Red Cap Brooms and 
Brushes and gives the bulk of its business to 
the dealers who sell our line; 


on SeeeE (2) That dealers handling the CAPITAL Red Cap 
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line are in position to make greater sales and 
larger profits than with any other industrial 
cleaning equipment. 


If you are not handling CAPITAL Red Cap Brooms and Brushes, 
you probably are not getting the volume of business nor the profit 
that you have a right to expect. Write us for details of our sales 


co-operation plan. Start now to get your rightful share of the 
profits from this business. 


The Indianapolis Brush & Broom Mfg. Company 


126 N. Brush Street Indianapolis, Indiana 
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“SUPERIOR” 
|} Cap Screws and Bolts 
for 


= Quality and Service 
Machine Bolts ‘ Stove Bolts 
Carriage Bolts Specials St Rod 
Plow Bolts “ a we ‘ 
Step Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 





New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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WALWORTH 
Re-New-Disc 





150 Lb. Valve 


Ventilated Malleable Handwheel 
Brass Stem 


Malleable Iron Stuffing Box Ring 


Brass Bonnet 


Malleable Bonnet Ring 
(Union Principle) 


Slip-On Disc Holder 


Renewable Composition Disc 
Heavy Brass Body 














A Handy Valve for All Services 


Here is a valve that’s good for all types permits the stem to be instantly sepa- 
of service—up to 150 pounds WSP—on rated, and yet insures the disc being 
steam, water, gas, oil or air lines. accurately guided by means of lugs 

; : which fit securely against the inside 
A renewable disc of relatively soft com- walls of the bonnet opening. These lugs 
position material takes up the wear of also serve as a lock to prevent the disc 
opening and closing, and gives a perfect holder from slipping from the stem 
contact. To renew the disc, you simply when removing it from the body or in- 
unscrew the bonnet ring, remove the serting a new disc. 


disc holder from the stem, unscrew the 


disc and insert a new disc. You'll find this Walworth valve is about 


the handiest all-around performer you 
The convenient Slip-On Disc Holder can put to work on a low pressure line. 


WALWORTH 


Walworth Company. General Sales Offices: 51 East 42nd St.. New York 
Plants at Boston, Mass.: Kewanee. Il!.: Greensburg. Pa.. and Attalla. Ala. 
Distributors in Principal Cities of the World 


Walworth Limited, 10 Catheart St... Montreal. P. Q. 
Walworth International Co.. New York. Foreign Representative 
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The “Toledo” No. 1000M Pipe Machine 
Sells at $325.00 


(Weest of Rockies 8341.25) F.O.B.. Toledo, O. 






Due to improved manufacturing facilities and increased production, we have 
been able to produce new costs which enable us to make a very material reduction 
in the selling price of this machine. 

The “TOLEDO” No. 1000M has already been recognized by owners as “the Vie 2 Sy 
finest production 14” to 2” pipe machine on the market”, and at this new price, EF. J rags 
it now more than ever, dominates the field. ] 









Drop us a line and let us show you how we will help to cash in on the busi- 
ness that awaits you. 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 
NEW YORK OFFICE, 72 LAFAYETTE ST. I 


a 








JUST TIP THE ARMS 

TO INSTANTLY CHANGE 
FROM CUTTING OR 
THREADING. EASY, 
SIMPLE, POSITIVE. 
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Here is the Bond Ajax Steel Caster, a 
new type offering radical improvements 
in strength and efficiency. This Caster 
has a real story for the Mill Supply 
Dealer. Ask us fer the facts. 

















BOND FOUNDRY & MACHINE COMPANY 
Manheim, Lancaster County, Pa. 


Philadelphia Office, GIT Arch street _ New York Office, 256 Broadway ad 
Chicago Office, 39 South Clinton Street : 
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>» - BICALLIIS 
N this peaceful vista in a Swedish forest, inviting been easily rolled along in SSG equipped cars, with 
enough for the rod and reel enthusiast, such unprosaic a few manipulations of levers the EXLSLY equipped 
work as starting iron ore on its way to GJLC|P steel crane quickly transfers the loaded buckets to waiting 
mills goes on daily. And this is but another step in the barges. A two mile trip down the river and they are 
process which makes the letters £ = on a Ball or at the E°0S/> mill, where the famous SSP charcoal 

Roller Bearing synonymous with quality the world over. steel is made. 


On our previous journey covering the manufacture of And so on, from its own raw materials to the finished 
Ball and Roller Bearings, we have seen majestic SIGS Ball or Roller Bearing, the &3US" world-wide 


giants of the wilderness in E&°U<)F forests bow to the organization in every outpost of civilization, zealously 
woodman’'s axe. Then the timber was converted into guards the standards of -( quality and service. Such 
charcoal. From & = mines far below the surface of universal co-operation means that SACS faithfully lives 
sleepy farms and rolling hills, where once prehistoric up to its slogan, “SiS puts the right bearing in the 
man labored, came the ore for E3US' steel. right place,” a factor of vital importance to the manu- 
And now, on the dock above, to which the ore has facturer of equipment and the ultimate user. 
SKF INDUSTRIES, INCORPORATED, 40 East 34th St., New York City 
FOR NEAREST DISTRIBUTOR SEE THOMAS REGISTER 1352 








Ball 


. Roller 
Bearings 


Bearings 
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BONNEY ‘CV (chrome Vanadium) 


SOCKET WRENCH'S 


ATTRACTIVE DISCOUNTS TO 
DEALERS 


Bonney ‘CV’; Chrome Vanadium Socket Set No. R 


Ten hexagon sockets from 7/16” to 7/8”, inclusive, together with— 


Offset handle, 12-inch T handle, 20-inch speeder, 
Ratchet handle, Sliding T handle, 5-inch extension, 
Lug for ratchet, 13-inch brace handle, 10-inch extension, 
6-inch T handle Universal joint— 
—all enclosed in a handsome enameled metal carrying case with leather handle. 


All sockets and handles are made of the famous Bonney ‘CV’, Chrome Vanadium 
Steel and are fully covered by the Bonney Guarantee. 


*CVisaBonney BONNEY FORGE & TOOL WORKS Chrome 
Sronornaryt ALLENTOWN, PA. Vanadium 
registered in ; ‘ : istered 
the U.S. Patent Makers of Special Service Wrenches of Chrome Vanadium, rege 
eyiate Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises August 11, 1925 
and Drop Forgings and the Bonney Rim Tool. 


BONNEY WRENCHES 
Chrome~'ar Vanadium 


lease mention Mitt Supp ties. 
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A superlative belt 
plus our help in 
selling it 


Our plans for fall and win- 
ter business are complete. 
Never have we been in bet- 
ter position to assist the 
jobber in the sale of our 
product. 


A new direct-mail cam- 
paign will go to buyers in 
your territory. We will 
gladly explain it to you be- 
fore it is released. A chat 
with us incurs no obliga- 


tion. 
= (emp Y 
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Tanners 
Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 


LEATHER BELTING 














From Now On 





We'll Standardize On 
Mason Regulators 


“Hereafter, the man who 
sells Mason Regulators gets 
my business. We’re done 
with taking chances on 
hand contro! or unproved 
regulators that may or 
may accurate. 

‘By standardizing on 
Mason’s first, 
that we'll get regulators 
that are designed and built 
to meet the exact condi- 


not stay 


we know, 


tions of service required, 
and, second, that every 
one of them is test-proved 
for accuracy and depend- 
ability. They take the 
guesswork out of pressure 
control.” 


There’s a Mason Regulator 
for every pressure control 
problem. Our forty-four years 
of specialized experience in 


pressure contro! engineering is 
at your service. May we send 
useful 


you our handy and 
Catalog No. 62? 





Standard Mason 
Reducing Valve 








Vason Regulators 
include: 

Reducing Valves 
Standard 
Differential 
Lever Style 
Hydraulic 

Pump Speed Govern- 
ors. 

Pump Pressure Regu- 
lators 

Blowing Engine Reg- 
ulators 


Boiler Feed Line 


Regulators 
Hydraulic Damper 
Regulators 
Steam Fan 
tors 


Regula- 


Boiler Pressure Con- 
trollers 


Balanced Valves 
Pipe Line Strainers 











MASON REGULATOR CO, 





Boston, Mass. 
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Every Empire Bolt 
will test over 
80,000 Ibs. tensile 


a S° MARVELOUS are the spe- 


cial bolt-making machines 
developed by Russell, Burdsall 
& Ward and so uniform the 
action of the heat-treating 
furnaces built to make use of 
the Smith Process, that every 
one of the millions of Empire 
bolts now manufactured will 
show a minimum tensile 
strength of 80,000 Ibs. on the 
testing machine. 





ti 





———— 


Samples for verifying this State- 
ment will be cheerfully furnished. 


RUSSELL, BURDSALL & WARD 
© BOLT& NUT COMPANY © 


PORT ee ACY. 


Branch Office 


i 


CHICAGO DETROIT * ROCK FALLS, Tis. “SEATTLE. SAN FRANCISCO 


rr : futmend F Rivets Since 1992s ZS 


EMPIRE 
Res BOLT'S 
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Sell Production 
through 
Pacemaker 


You can sell production to the pur- 
chasing agent—he is interested in 
the belting that keeps the wheels 
turning constantly at the lowest 
possible cost. 


Pacemaker sales are proving that 
Pacemaker performance is firmly en- 
trenched in the minds of purchasing 
agents as the connection they desire 











between power and production. 


Once sold, your customers will call 
for “the belt with the red stripe.” 


Write for interesting sales proposi- 
tion. 


Our facilities enable us to 
fll your orders promptly. 


The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 
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JUNIOR 


STEAM TRAP 
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No. “O” Junior 
Steam Trap 


Reputation 


NDERSON Steam Special- 

ties have a reputation 
that’s pretty hard to beat. For 
thirty been 
giving unqualified service. In 
that time they have demon- 
strated their reliability and 
efficiency to thousands of man- 
ufacturers and engineers. 


vears they have 


Today they are the yardstick 
of steam trap quality whereby 
other traps are measured. 
Their simple. rugged construe- 
tion. coupled with their ability 
to reduce fuel costs. has won 
them the esteem of the experi- 
enced engineer. 


The newest Anderson Steam 
Trap is the No. “O™ Junior 
shown above. A practical trap 
with limited capacity at a low 
price. It works at all pres- 
sures from 150 pounds down. 


\ word from you telling us 
about your steam trap needs 
brings you the co-operation of 
our engineers and complete in- 
formation on the Anderson 
Line. 


The V. D. Anderson Co. 
1944 West 96th St. 


Cleveland 


Ohio 




















Branch Offices 
336 Third Ave., New York City 
242 Race St., Philadelphia 
434 Plymouth Court, Chicago 
100 Pearl St., Boston 
207 Union Trust Bldg., Baltimore 
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Get New Customers, Hold Old 


Ones, With the Flexitite Gate 


O Wholesalers who are featuring the 
patented never-leak Flexitite Gate 


¢ Valve, sales to new customers come 


easier. Every user of brass valves is a 
selected “live” prospect. One O-B Whole- 
saler, for instance, has more than tripled 
his monthly valve sales, has opened many 
new accounts and sold more of other 
items by having his salesman show the 
Flexitite Gate on every call. 


Not only in the domestic plumbing and 
heating field, but in industrial plants, in- 
stitutions and public buildings, the Flex- 
itite principle of gate valve design wins 
the approval and the orders of the most 
critical valve users. That’s because there 
has long been a definite need for a gate 
valve that can be depended on to shut off 
absolutely tight, both when new and 
after long service. 


Are you taking advantage of the oppor- 
tunity the patented Flexitite Gate Valve gives you 
for increasing sales? For complete details address 


Ohio Brass Company 
Mansfield, Ohio 











means a_ permanently 
\ leak-proof gate valve. 


The Flexitite Disc— 
What It Is 
It’s a one-piece casting 
made stiffly flexible by a 


hollow center and saw 
slot edges- The two faces 
are joined on the inside 
by two posts, cast integral 
with the disc. The slight 
flexibility which results | 
insures a close contact of 
the disc and seats. The 
more the disc is used, the 
better it seats. That 
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DIXON’S as PRODUCTS 


Flake Graphite Solid Belt Dressing 
Graphite Cup Grease Paste Belt Dressing 
Waterproof Graphite Grease Silica-Graphite Paint 


Boiler Graphite 

Pipe Joint Compound 
Graphite Spring Oil 

The best graphite and the right graphite for each particular purpose are the reasons for the 
superiority of Dixon Graphite Products. 


We have had one hundred years experience in manufacturing and marketing graphite and 
graphite products. In this period the words “Dixon” and “Graphite” 
onymous to thousands of exacting men in every line of industry. 


THERE IS NO SUBSTITUTE FOR DIXON’S 


DIXON'S TICONDEROGA FLAKE GRAPHITE. Ideal DIXON’ . SOLID BELT DRESSING. Keeps leather belts 


have become syn- 


for cylinder and bearing lubrication, for coating gas- pliable and decidedly lengthens belt life. Stops slipping 
kets, =" any other purpose where a better graphite einai. Used for leather, rubber or fabric belting. 
is desired. : 
aerate ae cas , .ON'S W =RPF F GREASE. Protects z : 
DIXON'S GRAPHITE CUP DIXON'S WATERPROOF GREASE. Protects and lu 


GREASE. The best quality 
mineral stock correctly proportioned with lubricating 
flake graphite. It has the property of flowing into the 


bricates elevator plungers, pump plungers, gears, wire 
rope, and other parts exposed to weather or submerged 


; in fresh or salt water. Will not flush off. 
bearing as soon as the shaft begins to turn, bearing : . 
heats and softens it. Produces dead smooth, graph- DIXON'S SILICA-GRAPHITE PAINT. For the protec- 
ited bearing surfaces—insures cool running engine, tion of metal surfaces against moisture. water, acid, 
motor, shaft and other bearings. alkali and other rust creating agencies. 
Write for Booklet 71-KP. and prices. 


JOSEPH DIXON CRUCIBLE COMPANY 
OK 


One Hundredth Anniversary 


Jersey City 


1827 


New Jersey 


1927 
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Yale Differential a, \ 
Chain Block Vel te 


shown here; 
capacities 4 ton 











up to 2 tons. | *) 


, an leadership in the chain 
block field is not accidental, but the direct result 
of years of study of the individual needs of many 
thousands of Chain Block users. 


Thus the name Yale does not merely appear 
on one kind of Chain Block but a complete Jine 
of Blocks — Spur-Geared, Screw-Geared and Dif- 
ferential—all especially adapted to some par- 
ticular use for which no other will do quite as 
well or with as great economy of time and money. 


Examine the features, for instance, that make 
the Yale Differential Block preferred in its own 
field. It is strong and compact, giving maximum 
service where light weight and portability are 
essential. Contractors, engineers and foundry 
workers find it the ideal all-purpose equipment. 


Like Yale Chain Blocks of every type, the 
Yale Differential Block is al] Yale-made. It is 
constructed, part by part, in the Yale plant and 
the line equipped throughout with the same elec- 
tric-welded steel chain and die-formed hooks 
furnished with Yale Spur-Geared and Screw- 
Geared Blocks. The user is safe-guarded be- 
cause of rigorous tests made in the Yale Plant. 


Look into the Yale Differential Block prop- 


osition fromallangles. Compare it, both from 





printed description and from actual test. 
We shall be glad to arrange to provide you 
with either or both. As a preliminary, send 
for the Differential folder, free on request. 


The Yale & Towne Mfg. Co., Stamford, Conn., U.S.A. 


Canadian Branch at St. Catharines, Ont. 


YALE MARKED IS YALE MADE 


Hoisting *« Conveying Systems 
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In the Greatest Makes a 
of Industrial Trucks 


Rear wheel mountings, steering 
pivots and the drive unit of Yale lift 
trucks are protected by Timken 
Tapered Roller Bearings. The 
Timken combination of tapered 
construction, electric steel and 
POSITIVELY ALIGNED ROLLS 
completely protects against the wear 
that would otherwise result from 
thrust, radial load, and friction. 





It protects floors and runways by Timken-Equipped 
preserving the precise alignment iain, 
of drive wheels and steering mech- 
anism. It protects the batteries by 
far reducing starting drag and run- 
ning friction. It protects the 
long established reputation of 
Yale & Towne. 


THE TIMKEN ROLLER BEARING CO. 
CARB Ft @C FR, Oo 8B TO 


Tapered 


ROLLER BEARINGS 
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r Bill, doyou realize what that company saves us each year? 
think of the equipment they buy, storeandhold inwaiting 
for our needs-then think of what they save us 1n office 
expense, rent, taxes etc. They're continually 
gambling on our requirements” 













: E)— Isn't it true that the carrying of stock by 
Jobbers saves dealers and consumers rventon space 
saves them insurance and loss from deterioration. 


———————————— 


HE jobber is a good deal like a 


telephone in that he is so common 


cal Rubber Goods we are preaching 
jobber service everywhere. 


that little thought is given to what a 
prominent part he plays in business. 
People forget that the service he rend- 


Jobbers need this kind of support from 
manufacturers and are invited to read 
Republic’s five point policy shown be- 


ers becomes better when he is used as 


low and then without obligation in- 
he should be. The service he does 


quire regarding Republic’s plan of 
render needs to be explained, pros- publicity for jobbers. 


pects should be advised how the best Jobbers’ problems will be simplified as 


fast as jobbers and manufacturers co- 
ordinate their efforts. For 
the sake of your industry you 
should investigate—now. 


results may be obtained from jobbers 
and since Republic has recognized the 
jobber as the most economical and ef- 
ficient means of distributing Mechani- 





THE REPUBLIC RUBBER Co. 


Youngstown, Ohio 


A 











>) T 
BELTING 1 A line of rubber items sufficiently FLOORING 
<4 * complete to permit effectively supply: 
HOSE ing the requirements of the trade solicited. MOLDED 
PACKING A quality of product uniformly good GOODS 
“= and capable of delivering service re- 


sults that should reasonably be expected. 
3 A price basis inducing and making 

* possible aggressive competition with 
reasonable profit return. 

















4 Freedom from competition from his 
* source of supply, either direct or in- 
direct,among the trade covered by his day 
to day solicitation, 


5 Selling helps of reasonable amounts 
* sothat his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 


| a | 
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Three dominant features (SPEED 
POWER—EASE OF OPERATION) place 
the New Clipper No. 8 SPEED Lacer in a 


class by itself. 
SPEED: This new machine laces both ends of any belt 


up to 8 inches in width in 11/2 minutes. 


POWER: 45,900 pounds pressure, the weight of 300 


men, is developed by a new principle. 
EASE OF OPERATION: One man operates it easily. 
Weight 190 pounds. Price on application. 
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Every lacing requirement is antic- 
ipated by the Clipper Belt Lacer 
Company. 


The use of Clipper products is an 
assurance of increased production, 
efficiency, and economy in plant 
operation. 


Clipper Belt [acer Company 


GRAND RAPIDS MICHIGAN 
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TRIMO 


“Hey! Trimo, here’s a good one. That 
alg new stock of pipe, bet us old pipes, that it 
could break your back. Easy money—for 
us. We tried the same gag on you when 
you first came, but remember how you 
tamed us? Boy! I’ll never forget that first 
bite of yours—and it’s just as strong yet.” 


“That's a hot one! all right. The factory 
iii ii didn’t put the best selected bar steel, sure 
to the Pipe : grip jaws in my make-up for nothing. 
Every so often I have to. take fresh pipe 
lines down a peg, so lead me to it. That 
pipe will know it’s up against a real wrench 
when I take hold, you bet!” 


Z “My money goes on Trimo, too. I’ve 
a cE Sy used ’em all, but for stamina, sure grip, 
- strength and long life give me Trimo 
every time. You can always trust a Trimo 
—but get what you ask for. Remember 
the five letters: T-R-I-M-O” 








Ty . . 
(MEMO: When amanasks for a chain wrench, he means a Trimo) 


For sale at Hardware, Plumbing and Mill Supply Stores 


TRIMONT MANUFACTURING CO. 
ROXBURY (BOSTON), MASS. 
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We are pleased to number among our distributors 

many of the leading Mill Supply jobbers of the 

country. Some of these have been members of our 

distributing family almost since the foundation of 

our business, while each succeeding year has added 

new houses who have taken on B.W.H. products 
because of the outstanding values they represent and the principles 
upon which we conduct our business. 


B.W.H. Mechanical Rubber Goods are sold throughout the world. 
They are favorably known through advertising and performance, 
yet are competitive in price when fairly judged on a value basis. 
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a manufacturer removes this important fac- 
tor in the distribution of his merchandise, he 
takes the real life out of his selling. 


The Mill Supply Jobber may well be likened 
to the neighborhood merchant. The needs of his 
community have his personal interest and attention, 
the only difference is that the jobber’s “ neighbor- 
hood” is larger. He is the distributing center of 
his industrial community. 


wee SERVICE is a vital factor. When 


Our splendid volume of business would never 
have been possible had we tried to market our pro- 
ducts without the cooperation of our efficient corps 
of distributors. 


We are manufacturers for the jobber because 
we believe him to be the legitimate distributor of 
merchandise. We have built our national distribu- 
tion on this basis. 


Let us show you how B.W.H. products will 
enable you to serve your industrial community 
more effectively. 


BOSTON WOVEN HOSE & RUBBER CO. 
Cambridge, Mass. 
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omg Have you a 


BETTER Customer 


than the man who 
buys these tools ? 


The customer who buys Goodell- Pratt Tools usually 
knows a good article and is ready to pay its price. 

Because these tools stand up well in service, he is 
satisfied and comes back to buy again. 

Advertising —in American Machinist, Machinery, 
Automobile Trade Journal, Motor Service, Carpenter, 
Popular Mechanics and Popular Science Monthly — 
is telling tool users what they may expect of Goodell- 
Pratt Tools—and is helping you sell them. 








More than a quarter-century of experience goes into 
the manufacture of every tool that bears the Goodell- 
Pratt name, and makes it certain that the buyer will 


not be disappointed. 

O. No better line of tools is made. Catalog showing 
the complete range of machinists’, mechanics’ and 
carpenters’ tools will be mailed you on request. 


The complete range of Goodell-Pratt automatic, hand, No 5 1 
7 ; e 


breast and electric drills is pictured and described in detail 
in our catalog. 


N 
S 


No. 678 — Ratchet 0 to 4 inch. Two-speed. Heavy No. §4—0 to % inch. This is one of the most 
on power; light in weight. Speeds changed by popular Goodell-Pratt hand-drills. Handle cap 
knurled dial. Frame and breast-plate of aluminum — unscrews to hold drill points. 2-speeds. Rosewood 
alloy, cutting down weight. Pinions enclosed. All knob and handle. Malleable iron frame. All steel 
mechanical features absolutely accurate. A sturdy chuck for round shank drill points 0 to 38. 14% ol ae 
comfortable drill of Goodell-Pratt quality. Length inches long. Weighs 2% pounds. List... $5.50 ae : 
17% inches. Weight 4% pounds. List... $8.80 —s 











GOODELL-PRATT COMPANY Soviomiths, GREENFIELD, MASS. 


GOODELL PRATT 





1500 GOOD TOOLS 
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7 Lift-Trucks and 740 Platforms 


Every business can use Barrett Lift- ie. p= 3 pe 
Trucks and Barrett “Steeleg’’ Platforms mabe (SSS Nome Seu 
economically and profitably—that is why 


HI) one man sold 7 Lift-Trucks and 740 Plat- 

















S | — 2h ae nue See 


‘SS UnCArORES, ; Baas 
feb forms in one week. The need is appar- SE | 
es _ : —s a Lad 
= ent—the demand has been created—there __ ete 3 ae 
is a real opportunity for mill supply salesmen “ope a 


to make some real money. 


Lite ee 


Barrett Lift-[rucks are guaranteed to operate 
50% quicker, and lift 25% easier from in front 
or at an angle than any single lift-truck. 


Under the Barrett plan, your salesmen sell the 
profitable Barrett line of material handling 
equipment to potential buyers in their terri- 
tories. You make no investment—you carry 
no stock. 





bi ei eh ier che: ehh 


Write for full information. 


Barrett’ “Steeleg” Platforms and 
Barrett Portable Elevators are 
companion units to Barrett Lift- 
Trucks. 






ch 





Handling 
\Equipment 


BARRETT-CRAVENS COMPANY a 


J 
1333 W. Monroe Street, Chicago 


aie me Bee 
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WE MAKE Forty Years of Knowing How 


There is something in a name, and so every 














Pressed Steel Wheels product that comes from our stamping ma- 
Sek cilia wiiaas wai anal ‘ame chines, no matter how humble or important its 
to stand all the stresses and ‘Strains that yurpose. must add to the cood re yutation 
speedily put wooden wheel or iron spoked « - ° c i ° 
on the junk heap Mullins has acquired in forty years of experi- 


ence in the manufacture of metal stampings. 











Shop Equipment 
Tote pans, shop barrels, shipping barrels, 
wressed steel cuspidors a complete line of 
built-to-last shop equipment— 







Kettles and Ladles 


Melting and pouring kettles, dipping 
and skimming ladles, ete. 


Elevator Buckets 


Of all kinds, shapes and sizes, after 





the original Salem patents, which have 
been standard since 1880. 





Three generations of jobbers 
have found Mullins lines 
profitable. If you are not familiar with our products 
and prices, write us for further information. 


MULLINS BODY CORPORATION 
102 Mill Street SALEM, OHIO 
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Repeat Business Depends on 
Performance-Recommend Lnswell 


OR the heavy duty hoisting jobs sell your customers ‘‘Inswell’’ chain 
with Hercules treatment, such as we supply to manufacturers of 
chain hoists, cranes and other lifting machinery. For the lighter jobs, 
such as the sling chain shown in the picture, ‘‘Inswell” BB or BBB is of 
course the best chain to sell. The extra service your customers will get 
out of “Inswell” will make them notice the swell on each link —this 
mark of identification tells them the make of good chain and what to 
specify when they want to reorder. 


Only “Inswell” Electric Weld Chain is so marked and only “Inswell” 
offers such rugged service. Valuable sales point for your men. This extra 
“Inswell” reinforcement makes the weld twenty-five percent stronger. 
Being on the inside of the link, it does not interfere with the free running 
action of the chain. “Inswell’ Chain is tested to four times the recom- 
mended safe working load. 


Write us today regarding our jobber proposition 


4 
THE COLUMBUS MCKINNON CHAIN CoO. oe 
o 
General Sales Office: Dept. A. Columbus, Ohio P 
Plants: Columbus, Ohio + Tonawanda, New York Poe 
In Canada: McKinnon Columbus Chain, Ltd. + St. Catharines, Ontario Pid 
2 - rr . . - "4 
“Makers of the famous Dreadnaught Tire Chains” Pu THE 


COLUMBUS 
2 


=-" MCKINNON 
CHAIN Co. 


| ¢ py Pa Dept. A-Columbus, Ohio 
i ~ 
w’ Please send me profit- 
2 able information on 
2 “ °° ~ e ca 
2 Inswell” Electric Weld 
+. 


a“ ™ - a { P vr Pa Prisco nsntocguag chain that 
i p Ps \ ‘ Cc e. 
lA af 
Y a Name_ be een 
CHAIN ~.. _ 
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SEVENTEEN YEARS 


a factor in distribution to industry 


OR seventeen years MILL 

SUPPLIES has broadly 

served the industries. Going 

3 to the distributors of mill, 

mine, steam and allied lines 

of supplies and equipment, it has 

formed an invaluable link between 

manufacturers and the distributing 

houses serving industry as a source of 

supply for a major portion of its re- 
quirements. 


MILL SUPPLIES has been a definite fac- 
tor in building into the mind of industrial 
supply house executives a consciousness 
of the importance of their service to indus- 
try, and thus aided in making them better 
informed merchants; it has built for manu- 
facturers, through its editorial and reader 
pages, a machine for the distribution of 
industrial products, at once efficient and 
profitable. 


The merchant selling industrial machin- 
ery, tools and supplies is a vital factor 
in meeting all the needs of industry. 
His salesmen are calling every day on 
the big buyers of industry, and are per- 
sonally in touch with the smaller units, 
whose aggregate of purchases mounts into 
impressive figures, but which are too small 
to be adequately cultivated by the manu- 
facturers’ salesmen. 


There is no substitute for the seventeen 
years of service and contact offered by 
MILL SUPPLIES. There is no substitute 
for the high type of industrial distribution 
facilities afforded by its readers and made 
available through its advertising pages. 


MILL SUPPLIES 


537 SOUTH DEARBORN STREET 
CHICAGO—MEMBER AUDIT BUREAU 
OF CIRCULATIONS AND ASSOCIATED 
BUSINESS PAPERS, INCORPORATED 





THE CRAWFORD PUBLISHING CO. 


When writing to Advertisers plea mention Miri Supetirs. 





July, 1927 








Popularity That 
Helps You Sell 


Widespread publicity and 
years of satisfactory service to 
the trade make Bunting 
Phosphor Bronze a name that 
dissolves sales resistance for 
the jobber of this immensely 
popular bearing metal. 88 
stock sizes of Bunting Phos- 
phor Bronze Cored and Solid 
Bars make it easy for the mill 
supply jobber to have a full 
line without a too-large inven- 
tory. Let us tell you how you, 
too, can make a more impor- 
tant department of your bear- 
ing metal business. 





THE BUNTING BRASS 
& BRONZE CO. 
TOLEDO, OHIO 


NEW YORK CHICAGO BOSTON 
| vette St | S. Michigan Ave. Oliv 
nal 1 { ( met 6O8 851 Hancock 


Arch St 


PHILADELPHIA SAN FRANCISCO 
1 1 198 Second St 





EXPORT FEICE 
| 5 


S 


NEW Yt IRA 


BUNTIN 


CORED and SOLID BARS 
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MACHINISTS’ 
VISES 


OST Machinists’ Vises are made in six 

styles and 47 sizes. The Yost line in- 2” to 81,” jaw 
cludes: Solid Jaw Stationary Base Vise; 
Solid Jaw Swivel Base Vise; Adjustable 
Jaw Swivel Base Vise; ‘Special’ Adjust- 
able Jaw Swivel Base Vise, and an espe- 
cially heavy Chipping Vise. 


7 WO, 
; 


Machinists’ 


Vise 









Machinists’ 
Vise 


The excellent metal from which Yost 
Vises are made and their ability to with- 
stand hard usage and severe stress has Swivel Base Solid Jaw 


12 ee 
gained a remarkable reputation for satis- re 
factory performance. 
GUARANTEED 
e Yost backs up every vise with a 
Yost Manufacturing Company ‘ihe Gent genie. A 
Yost Vise must make good or 
Meadville, Pa., U. S. A. Veet dues. ' 


Machinists’ 


Vise 





y; Machinists’ 
| Vise 


Drill Press Vise 





Stationary Base Adjustable Jaw 
2 Size 8 Sizes 
” and 5” jaw 3” to 7” jaw Swivel Base Adjustable Jaw 
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(MULL CUPPLUES 27 
They have STRENGTH in places 


where other blocks are weakest. 
MADESCO They are made STURDY without 
greatly increasing the weight. 
TACKLE MADESCO WOOD BLOCKS do not 
crack, check or warp in stock or in 
BLOCKS = 


They are better finished. They are 
interchangeable. They contain more 
scientific principles of manufacture. 

















—-Each of these exclusive points 
establishes marked contrast in 
the Life— Strength — Service — 
Operation 


These points tend to eliminate FRIC- 
TION — prevent early breakage and 
make MADESCO Tackle Blocks much 
more durable. 


They cost no more than other good 
blocks. 


Williamsport Wire Rope Company 
Vain Office and Works: 
WILLIAMSPORT, PA. 


General Sales Office: 


PEOPLES GAS BLDG., CHICAGO 


Use Madesco Tackle Blocks—They 
Stand the Gaff 


WILLIAMSPORT 
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R-W Rapid Acting Vise 





























~a quarter turn and 


it slide 


Here is a patented vise that is a real 
time-saver. And it’s so simple! The 
moving jaw slides back and forth full 
length of the guide rod, without turn- 
ing. Readjustment to accommodate 





articles of any size is made in a jiffy. The patented, two-piece, 
A simple quarter turn of the handle cam-operated nut permits 

"a 2 instantaneous adjustment 
re-engages the nut and gives a contin- at any point. Nut is re- 


leased or engaged by a 
quarter-turn of the handle. 


6. 


uous screw. 


Send for the R-W Catalog 


* 
“A Hanger for any Door that Slides.” 
New York - + - AURORA,ILLINOIS, U.S.A. - - - chicago 
Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 
Montreal + RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 


LARGEST AND MOST COMPLETE LINE OF DOOR HARDWARE MADE 
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-MEDART> 
GEARS 





If you need gears—QUICK—call 
MEDART on Medart, St. Louis. Gear head- ~MEDART - 


quarters! Medart Gears are fur- 


Flexible nished in practically every type, Short Center 


C li material, construction and size: ’ 
Or ip n — Spur, Spiral, Bevel, Miter, B 1¢ Ad te 
I gs Internal, Herring-Bone, Worm, e jus r 
Mortise (including wood cogs)— 
You can correct unavoidable Pattern Molded, Machine Mold- Eliminating the shortcomings 


shaft misalignments with ed, or cut-tooth—Cast Iron, Cast of open belt drives, Medart 


Medart Insulated Flexit : rt juster 
i eg cit lt ey Steel, Semi-steel, Bronze and ne ae ie eee 
ly for connecting shafts that composition Fabroil, Textolite other drives. Automatically 





are not in proper alignment and Textoil. compensate for varying loads 
= — or lateral and Patterns unusually complete. and varying tensions. Solve 
that are liable to get out of “Right-now” special stock ship- high-speed reduction problems. 
alignment through shocks and Se : . Reduce bearin ressures and 
jars. Simply built—powerful— ments or ‘“special-rush-special- ep: oe : 
sella ; oon oc ale friction losses, increase arc of 
trouble-proof. Particularly ad- order” shipments. nahh eumiting edie einem: ia 
vantageous in motor drives— NOTE :—Fabroil, Textolite and a se “36 4 . = > ie : h ~il 
they act as shock absorbers Textoil composition materials made - i Ratan. cre — 
between driving and driven by General Electric Company con- jack shafts, generators, air 
machines. Indorsed by thou- verted by gear-cutting into finished compressors, pumps, blowers 
sands of users. Immediate ship- Gears by The Medart Company — and similar equipment. Quick 
ments on instant notice. national distributors. shipments. 


Get Medart Catalog No. 43 and discount sheet—for 
Everything in Line Shafting Equipment and Bulletin on 
Timken-Equipped Line of Industrial Applications. 


a The Medart Company 


Offices in Chieago, Philadelphia 


Cincinnati. Ohio (Formerly Medart Patent) Pulley Co.) Pittsburgh, New York & Seattle 
General Offices and Works, St. Louis, U.S. A 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


Pra | 
m»MIE-DAR FY 


Everything in Line Shafting Equipment 
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Safety Ladder 
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No lost time 
on this ladder 


There’s no slowing up of the work where 
a ladder must be used, when the men are 
provided with the Dayton Safety Lad- 
der. 


Made of steel-braced aeroplane spruce, 
with wide leg-spread, the Dayton Safety 
Ladder cannot tip, sway, wabble, slide, 
or collapse. On its wide platform work- 
men feel absolutely sure of themselves, 
work with both hands, get close to their 
work, without constant moving of lad- 
der, have all tools and equipment within 
easy reach. Many users find the Dayton 
Ladder saves 30°7 of a workman’s time. 


Wherever there is maintenance or repair 
work to be done, the Dayton cuts labor 
costs, prevents dangerous and costly ac- 
cidents. 


Write for complete information 


Dept. M.S.7 


The Dayton Safety Ladder Co. 


121-123 West Third St. 





Cincinnati, O. 


ry ov 
ty 
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| BELT L 





; ( wv 
rm “No aggravat- 
ing delays when you repair 
belts the Bristol way. Any- 
body can apply Bristol’s 
Belt Lacing !” 


When a belt breaks, simply square up 
the ends and butt them together on a 
block of wood. Drive the fasteners 
through, turn over and clinch. A 
good, strong joint in a jiffy. Applied 
with only a hammer; no special tools 
or machine. 


Bristol’s Belt Lacing is made in sizes 
to join all kinds and 
thicknesses of belting. 
In stock at most mill 
supply houses; if yours 
does not have Bristol’s 
write us. The Bristol 
Co., Waterbury, 


Conn. 


Send for latest belt 
lacing Bulletin, 719-H. 


BRISTOLS 


aaa 


ACING 









PATENT STEEL 





L SUPPLIES. 
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What “VULCAN” means 
on Hooks and Sockets 





Hoist Hooks and Sockets may seem an 
unimportant part of a powerful crane or 








derrick to the layman, but the fact remains pyc, 
—they’re the business end of every lifting 
WILLIAMS’ operation. siieisiiiiasi 
“VULCAN -IAMS 
natal . ” . “VULCAN” 
Hook with Eye Let one break and, in addition to possi- Drop-Forged 
ble loss of life, you have a useless, dangling ee: Se Sone 
cable, a helpless mass of machinery and 
idle men. 
There is a way to avoid these expen- 
sive tie-ups. Williams’ Drop-Forged 
“Vulcan” Hoist Hooks are specially 
heat-treated for tough strength. IJndi- GF 
vidually proof-tested to 50° beyond 
their rated working loads and certified. 
Williams’ “Vulcan” Wire Rope Sock- 
ets are drop-forged, weldless, stronger 
than the strongest wire rope made. Closed 
Pattern 
Insure yourself against the expen- 
sive delays of breakage. Get WIL- 
il a eke LIAMS’ “VULCAN” Hooks and 
Tools Muck Sockets on the job NOW. Ask for 
literature. _ WILLIAMS’ “VULCAN” 
A da : Drop-Forged 
ALG : WIRE ROPE SOCK 
<Q! >> J, H. WILLIAMS & CO. ee 
NY, “The Drop-Forging People” 
New York BUFFALO Chicago 






Open 
Pattern 










ILLIA 


yPERIOR DROP-FORGINGS 


“VULCAN 


DROP-FORGED 


HOOKS and SOCKETS 
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Rahmann Leather Belting has 
f earned an enviable position in indus- 
ee | try. For over thirty years it has been 
i ee known as a belt that returns full value 
to the belt user. 


This prestige and the unvarying 
quality of Rahmann Belting, plus 
helpful selling cooperation, are what 
we have to offer distributors. Let us 
send you a catalog and state our sales 
proposition. 














32 Spruce St., New York, N. Y. 
Newark, N. J. Syracuse, N. Y. 

















PLATING TAKES 
HOLD QUICKER 


and Wears Longer on a 


Sand Blasted Surface. 


That’s why knowing platers who want to increase 
their reputation for good work use 


LEIMAN CONTINUOUS FEED 


SAND BLAST 


It does away with the use of acid dips for this work. 
ieee: 3 EX See | ALSO USED AS A FINISH INSTEAD OF 
eS, ees * eat | SCRATCH BRUSHING. It’s quicker, more uni- 
a Lt NT form, may be varied from very fine to very coarse and, 
best of all, the most unskilled can apply it at the first try and cannot spoil the work. A GOOD 
THING TO HAVE WHEREVER GOODS ARE MADE OF METALS, GLASS, RUBBER, 
CELLULOID, BAKELITE, FIBRE, WOOD OR COMPOSITION. 


A card brings E AN OS 23 (L727) Walker St. 
full information L IM BR 2 New York 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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BEARIUM 


A Bearing Metal with Increased Service Life 
Non-Scoring— Non Seizing— Proven by Nationally Known Users 


eee wane nen Pe eae La 

















The Bearium Proposition 


Appeals only to those Distributors who put 
Quality, Wearability and Performance first. 

A Constructive Sales Policy, plus 100% Coop- 
eration. Exclusive Territories. 


You are at liberty 
to write any of the 


following Distributors— 


BOSTON—Lewis E. Tracy Co. 

BUFFALO—Root, Neal & Co. 

CHICAGO—Paulsen Supply Co. 
CINCINNATI—The E. A. Kinsey Co. 
CLEVELAND—The Strong, Carlisle & Hammond Co. 
DETROIT—The Strong, Carlisle & Hammond Co. 
ERIE—Coblentz Tool & Supply Co. 
HOLYOKE—J. Russell & Co. 
INDIANAPOLIS—The E. A. Kinsey Co. 
KALAMAZOO—The Edwards & Chamberlin Hardware Co. 
LONG ISLAND CITY—Long Island Hardware Co. 
MONTREAL—F. Bacon & Co. 

NEW HAVEN—The C. S. Mersick & Co. 

NEW YORK—Topping Brothers 
PHILADELPHIA—Maddock & Co. 
PITTSBURGH—Pittsburgh Gage & Supply Co. 
ROCHESTER--Cook Iron Store Co. 

ST. LOUIS—Handlan-Buck Manufacturing Co. 
SCHENECTADY—Clark Witbeck Co. 
SYRACUSE—The C. H. Wood Co. 
TOLEDO—The M. I. Wilcox Co. 

TORONTO —H. A. Harrison Tool Co. 





88 PEARL STREET, BOSTON, MASS. 


Foundries: Buffalo, N. Y., So. Boston, Mass. and Toronto, Ont. 
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Ball Bearing Journals 


“The CHICAGO Line” 
eC eC This is the Journal that is guaranteed to operate 
day in and day out without bearing troubles. No 


Power Transmitting Appliances _noise—no dirt—no dripping of oil. 


Lubricate but two or three times a year. Suit- 
able for Line Shafts, Countershafts, Machines, 
Idlers, Belt Tightners or to replace any Babbit- 
ted Journal. Made to suit conditions. 


This is only one of many trouble saving special- 
ties of CHICAGO LINE Equipment. 


Don't be behind the times. Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 





All Forms of Power Transmitting Appliances 


“DAGGETT” BALL BEARING 


HANGER BOX MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, Ill. 


Wisconsin 











Bigger Profits 
Handling 
HISEY Portable Grinders 


On the present rising market for portable Electric Grinders, HISEY offers an \ Com af bere: 2 
unusually profitable line. This fact, plus the good will and guarantee behind the \ Faas re aia Sie 
name HISEY, carries the assurance of steady profits. \ ; ' 
This sturdy HISEY Portable Grinder represents the utmost in portable tool design. \ 
Like all HISEY tools, there is back of it a guarantee of 30 years sterling reputa- a 





tion. 


Distributors everywhere report that HISEY Portable Electric Grinders pave the 


way for more sales, bigger profits, increased good will and ever growing volume of 
repeat business. 


Get Our Terms 


Write at once for our illus- 


Electric Drills - Grinders - Buffers trated catalog showing the 


“ o complete HISEY line. 
The Hisey-Wolf Machine Co. 
CINCINNATI, OHIO 


Booth 108, National Machine Tool Builders’ Exposition — Cleveland 
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OILLESS BEARING. 


HETHER you expect to be in 
business one year, ten years or 
twenty years from now, it will profit you 
to read the following cost records of two 








“7 BILL HOIST Says: bearings. They were compiled from 
/ Mitten the Sigs de abies: the records taken on the same shaft, the same 
cheapest, what excuse is there machines, speed and work. 
a : ] ” t » Sp 


for buying any othe 


Here’s a product and a sell- 
ing plan that will bring you 
in thousands of dollars — 
and we don’t ask you to in- 
vest a dime 


HOUSANDS of industrial plants, 
| shops, and factories, in every in- 
dustrial field, use the ATLAS 
Duo-Rail Carrier System to speed up 
production and reduce manufacturing 
costs. Thousands of others will do so as 
soon as they have learned the facts about 
ATLAS efficiency, economy, and low 
initial cost. 


Our selling plan is built around the idea of 
sharing our profits with our mill supply dis- 
tributor-representatives in return for a simple 
service that assures them immediately a sub- 
stantial and rapidly growing income. It in- 
cludes an intensive direct mail advertising 
campaign sent out by us at our expense to the 
mills and factories you serve, with your im- 
print on every piece. All inquiries come 
direct to you. Yet we carry the burden of 
selling and build up a profitable business for 
you. And if your sales organization is 
capable of closing business, we pay you for 
every sale they make. 


Write for our distributor plan 


The ATLAS-CHICAGO COMPANY 


740 West Van Buren Street Chicago 





Write for information 
about these 
Oilless Bearings 





Our new book, “The 
\tlas of Mechanical 
Conveying, explains 
the Atlas Duo-Rail Sys- 
tem in detail. Write for 





iris Toth Mad sce § ARGUTO «&, 
OILLESS BEARING CO. 
Wayne Junction 


Philadelphia 
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€ Nothing takes the place of 


quality in wiping cloths. 





@ For 15 years we have spe- 
cialized in washed and steril- 
ized wiping cloths, being one 
of the pioneer manufacturers 
of this line. 


€@ The quality is guaranteed. 














LINDBERGH AND HOYT 
BABBITT FOR STAMINA 


Like Lindbergh, Hoyt’s Oil Engine Babbitt has the 
stamina and strength to stand up under terrific speed 
and long continuous running. It is designed for depend- 
able service in aircraft, automobile, Diesels and other 
internal combustion engines. 


Hoyt’s Great Eight includes a Babbitt Metal for every 
purpose, made especially for that particular type of work. 
Send for your copy of ‘‘ Babbitt Metal Data ’”’, a booklet 
which contains a wealth of valuable information. It is 
yours for the asking. 


HOYT’S GREAT EIGHT 


Genuine “‘A’’ Babbitt Oil Engine Babbitt 
Eagle “‘A’’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 
Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL CO., St. Louis 


NEW YORK CHICAGO DETROIT 


Address 
Department I 


speeds and heavy bearing pressures are encountered 


be poured or die-cast or used as lining for bronze. 
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@ BLUE GRASS WIPERS are 
sold through the jobbing trade 


exclusively. 


We have studied the job- 
bers’ requirements and know 
the necessity of giving good 


quality at the minimum price. 


€ Come with us on the best 
wiping cloth proposition open 


to jobbers today. 


LOUISVILLE SANITARY WIPERS COMPANY, Inc. 


759-765 South Preston St., Louisville, Ky. 
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Oil Engine Babbitt is especially dependable wherever high 


It may 
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These features make Red Star 
Barrows “DISTINCTIVE” 


Twice the life assured by: 
Ist. Double Tray Bottom. 
2nd. Malleable Iron Wheel. 
3rd. Interchangeability of Parts. 
Twice the satisfaction to wheeler because of: 


Ist. Proper balance. 
2nd. Easy and clean dumping. 
3rd. Curved Leg Brace protection. 


The Cleveland Wheelbarrow 
& Mfg. Company 


Postoffice Station D 
Cleveland, Ohio, U. S.A. 


Printed in U. S. A. 








Red Star Products 
Carried in Stock 


RED STAR CARTS 


RED STAR CHUTES 


The Red Star line has been coveted and 
prized by Contractors Machinery Houses 
in over 100 cities. 


We are now opening up the factory field 
through Mill Supply Distributors. 


Only one Mill Supply Distributor will be 
picked for each city. 


If you wish to merchandise with quality, 
write us now. 
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Built right 
and stays right! 


Fafnir deep race ball bearings are sup- 
plied as a unit; and mounted as a unit. 


Their operation is so frictionless that 
virtually no wear takes place. Spindles 
and gears maintain their original accu- 
rate alignment permanently. 


‘No adjustment is ever necessary —in 
mounting or in service. 


THE FAFNIR BEARING COMPANY 


Makers of high-grade ball bearings—the most 
complete line of types and sizes in America 


NEW BRITAIN, CONN. 
NEWARK CHICAGO CLEVELAND DETROIT 


IPAIRINIIR 


BALL BEARINGS 


Molybdenum 


IN BOTH RINGS AND BALLS 
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“Outsells all 























Hardware and mill sup- 
ply dealers all over the 
country find Magnolia 
Anti-friction Metal a high- 
ly satisfactory product to 
handle. One dealer, for ex- 
ample, states: “Magnolia 
Metal outsells anything 
we have ever tried to sell 
in the way of babbitt.” An- 
other dealer writes: “We 
are Magnolia enthusiasts 
and you can depend on our 
getting all the business 
possible from this vicin- 
ity.” 

There are many good 
reasons for the wide popu- 
larity and great demand 
for Magnolia Metal. Mag- 
nolia has over 42 years of 
successful service records 
behind it. It is fully guar- 


Send the coupon 


Name 






metal line, 
specify Magnolia Products 


Address 





Magnolia Metal Co., 75 West St., N. Y. 


Send full information on Magnolia Metal 
prices and dealers’ helps to 
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other babbitts” 


—writes a dealer 


anteed as to purity and 
uniformity. It is made by 
a house with a well-known 
reputation for fair dealing. 
Its definite superiorities 
over competitive bearing 
metals have been firmly 
established by rigid gov- 
ernment tests and the sat- 
isfied experience of thou- 
sands of users. And finally, 
a comprehensive and con- 
sistent advertising cam- 
paign reaching 492,000 
industrial trade paper read- 
ers every month promi- 
nently features the advan- 
tages of using Magnolia. 
Let us help you get your 
share of the steadily in- 
creasing Magnolia busi- 
ness. 


for full information 
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\ Frick Building, Pittsburgh, Pa. 


Plan Ahead 


with Scale Free Pipe 


-made to resist corrosion 


The high order of service expected from equipment in 
a building of today will not be made easier in the years 
to come. On the contrary, the demand will be more 
exacting. How important it is, then, to safeguard in 
every way against future annoyance from rusty water, 
poor pressure and expensive upkeep of the pipe lines. 
To do this, pipe must be installed that is made espe- 


cially to resist corrosive influences. 


Scale Free Pipe is a rust-resisting pipe and is the best 
assurance for long life and satisfactory service, espe- 
cially in districts where the water is quite corrosive. 
Mill-scale is an acknowledged factor in pipe corrosion, 
particularly pitting, and for this reason “NATIONAL” 
Pipe (butt-weld sizes ! to 3-inch) is made by a scale 
removing process. This is a patented process and ap- 
plied exclusively to “NATIONAL” Pipe. To make 
sure of all the benefits of Scale Free Pipe, specify 
“NATIONAL” Scale Free Pipe—made to resist cor- 
rosion. We will be glad to send Bulletin No. 7, which 


explains the advantages of the Scale Free Process. 


NATIONAL TUBE COMPANY 
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Unusual Service Is Always Insured When You Install 





Powell design, accurate Valves of bronze, iron and 
processing and virgin met- steel, Jubricators, oilers, 
als insure users of the ut- 
most in quality products. 
Designs embodying the ' 
best engineering ideas, €ngine trimmings comprise 


grease cups, fusible plugs, 


water gauges and other 


processing with the most the Powell Line. 
up-to-date machinery, 
rigid testing, and careful 
foundry practice have 
meant much in the devel- 
opment of these long-lived sured that you are receiv- 


Specify Powell and be as- 











products. ing the utmost in service. 
oo ee a 7 P ‘ Fig. 241 
m Bo ronze a a . Iron Body Bronze 
Mo unites ad Gate V: sve 2521-2531 Spring Grove Ave. Me ate a Gh rhe ; Valve 
n-rising Stem Outs _— Screw Stem 
sizes 2 to_ 24 inches - - . o Sizes 2 to 12 oe he 
foe ete tees Cincinnati, Ohio for L175 250 


pounds W. os. BP. 
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DRILLS GRINDERS—BUFFERS 


We Put Our Shoulders 
to »_ the Wheel 


Thi bhp CINCINNATI pr Is a mutual idca. We don't 
1s leave u high and dry when you are allotted a territorv—it's just 
° th he ginning with us, of a venuinely Interested cooperation 

la : 3 pee ea 
Disp y We send you this display stand, for instance, FREI (.\n 
article well displayed is half sol ou know T VO LIVE 
Stand a ticle well ) pla rn i ) al 1, ) u- know.) Phen, we give 
you wlustrated: circulars, bulletins, condensed and standard siz 
catalogs and « ~ helps. We advertise in trade papers, through 
To direet mail and “uy rs’ gui se Our district offices, service sta 
Our tions and ficld men help 
Write today for “Products and Policies” 
Jobbers were , / 


our jobbing proposition in a nutshell, 


THE CINCINNATI ELECTRICAL TOOL CO. 


2681 Madison Rd., Cincinnati, Ohio 


Cleveland Chicago Toronto, Ont. St. Paul Atlanta 
BRANCH OFFICES 
New York, Philadelphia, Detroit, Jacksonville, San Francisco, Seattle, Haverhill, Mass., 
Pittsburgh 
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A RESULTFUL TRIPLE CONVENTION 

The long talked of and anxiously awaited conven- 
tion of the three mill supply associations has passed 
into history, with as much accomplished as could pos- 
sibly have been expected from the first real get- 
together meeting of interests that were supposed 
to be seeking identical ends, but through many unre- 
lated circumstances had fallen into a tangle of cross- 
purposes. 

It has always seemed an apparently simple matter 
to harmonize the activities of the manufacturers and 
distributors of that varied line of industrial prod- 
ucts carried under the generic title of ‘mill sup- 
plies.” That term, as generally used, covers mill, 
mine, steam, contractors’ and machinists’ supplies, 
machinery and tools of practically every description. 
While this harmonious co-operation seemed easy to 
secure, the reverse has often been apparent. 

As you know, this triple convention was held on a 
steamship, covering practically five days on the great 
lakes and connecting rivers—an unique experience. 
The convention was preceded by more than twelve 
months of argument, constructive criticism and 
efforts of the three associations to agree on some 
plan of future operations that would result in bring- 
ing all interests into more harmonious relations. The 


first thing, naturally, was to arrange for a triple 
convention, and that was finally accomplished, and 
the matter settled on the ship that there is to be 
another triple convention in 1928. That in itself 
Was a splendid accomplishment. Then there is now in 
existence the “Mill Supply Council,” consisting of 
five energetic and hard-headed business men from 
each of the three associations, vested with the task 
of working out plans for real co-operation among 
all interests operating in this great industrial field, 
and with consideration to be given to special prob- 
lems to be met with in various geographical divisions 
of our great country. Its creation stands out as the 
action of paramount importance in the convention’s 
activities. 

It is useless to minimize the magnitude of the 
task imposed on the Mill Supply Council. There 
is no sense in anyone sitting down quietly and say- 
ing: “At last we are on our way, and these men 
will settle everything, including all irritating prob- 
lems that confront distributors and producers in 
their involved relations, as well as the welding of 
the three associations’ activities into one powerful 
machine, regardless of the number of parts.’”’ These 
dauntless fifteen must perforce grow into heroic pro- 
portions, or else shrink into pygmy size during the 
coming year, and in any event will deserve the sym- 
pathy and support of every worthwhile man working 
in this field. For the present have patience, be hope- 
ful of beneficial results, and that means for you to 
refrain from adverse criticism until you know fully 
what you are talking about. If the year to come 
does not result in what you expect, possibly your 
indifference, opposition or neglect will be a potent 
factor. 

Among the many things to be considered by the 
Council, the following stand out strongly: 

Ist. To agree ona plan that will result in all associations work- 
ing together harmoniously. 

2nd. To agree on a code of ethics that will govern all relations 
between manufacturers and distributors, whether the latter are 
operating as fully equipped independent supply houses or as sec- 
tional distributing warehouses for the manufacturer. 

3rd. To settle once and for all time, whether or not it is desir- 
able or possible to have a great annual exhibition or exposition for 
the display of all the products of mill supply manufacturers. 

It would be perfectly easy to stretch these three 
points into a dozen or more, but with no gain except 
unnecessary detail. In item two, for instance, the 
supply house would be told what to do with the 
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manufacturer who played both ends against the mid- 
dle by selling the supply house and then selling the 
consumer direct; told how to ethically treat the 
price cutter, home-town man or outsider; cover the 
matter of throwing out slow moving items, and the 
settlement of a score of other troublesome questions 
that will occur to you and the Council. Naturally, 
too, there are some problems that will arise for set- 
tlement that are not covered by any of the three 
broad subjects outlined. 

Read the proceedings of the three associations in 
this issue of MILL SUPPLIES. There is more conven- 
tion detail than was ever before put into a single 
issue of the magazine, but it is believed the impor- 
tance of the subjects discussed, the things accom- 
plished, and the possibilities of future action of vital 
consequence to the field, placed on MILL SUPPLIES 
a duty not to be ignored. With thousands interested, 
and only a few hundred on the boat, this duty is 
obvious. It may take some time to read it all, but 
it will be worth while, even though you were present 
and heard some of the addresses and discussions. 
Incidentally, no one man could have heard them all, 
as three meetings were frequently going on at the 
same time. 

There was one outstanding fact brought to the 
fore, and that was there is little interest in 
the associations. This was primarily demonstrated 
by the absence of many members of importance at 
the convention, and secondarily by the small num- 
ber of members enrolled under the three banners. 
There you have an answer to many of the criticisms 
directed toward the associations and their officers 
and committees. Small organizations mean inade- 
quate funds, and without plenty of money great con- 
structive activities cannot be carried on. This state- 
partial alibi for the associations, 
without a contention that they have always done 
the very best they could under conditions as they 
have existed. 


too 


carries a 


In conclusion, let us all hope for the best. The 
Council will meet frequently and possibly very soon. 
Various propositions will undoubtedly be agreed on, 
and then probably presented to the members of the 
various associations for action. So, in the end, the 
determination of the future of the associations will 
be with the members. There is no doubt the prob- 
lems involved are vital, and the time propitious, with 
a hopeful possibility that this Mill Supply Council 


Moses can and will lead his children out of the 
wilderness. MILL SUPPLIES promises its full, hearty 
and energetic support to every movement inau- 


gurated or sponsored by the Council. 





A LIMIT TO COMPETITION 

Elbert H. Gary, chairman of the United States 
Steel Corporation, told members of the American 
Iron and Steel Institute at their annual meeting that 
the outlook for the continued prosperity of the 
United States is bright, but sounded a note of caution 
regarding competition. 

“IT think competition is carried too far sometimes,” 
said Judge Gary, “and while keen competition is 
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desirable as an incentive to greater efficiency and 
lower costs, manufacturers would get more business 
in the long run if they acted more unselfishly.” 
Competition within reason is a good thing for 
business. It brings out better goods, better service 
and reasonable prices, but, as Judge Gary says, it 
can be carried too far. When it comes to the point 
where representatives of one company—whether it 
be a manufacturer, distributor, retail store, or what 
not—go to extreme lengths—cutting prices, granting 
special favors and seeking to damage competitors’ 
reputations, then competition is going too far. There 
is enough business for all legitimate and progressive 
enterprises if they will play the game on the level. 





ON THE SUBJECT OF CREDIT 

Pertinent facts relative to the business of houses 
handling the lines represented by the National Pipe 
and Supplies Association-——and that includes numer- 
ous mill supply companies, many of which are mem- 
bers of that association—were brought to the fore 
and dealt with at length at the annual convention of 
the organization in Pittsburgh in May. 

Certain facts stood out. Many houses have been 
sacrificing profit to obtain volume, some have been 
attempting to cover fields beyond the confines of 
their natural territories, some have been too liberal 
with credit, some have been too easily disposed to 
vive free services, and some have not paid enough 
attention to costs. The result of all this, with in- 
creased competition, is that many houses have not 
found business as profitable as it should be. 

All of these facts have been before distributors of 
mill supplies for some time, particularly during the 
last few vears, but there was one statement made 
by a speaker at the National Pipe and Supplies Asso- 
ciation convention that is worthy of special note at 
this time. F. S. Jeffries, eastern manager of the 
National Association of Credit Men, and for nine 
years secretary of the San Francisco plumbing and 
heating jobbers’ credit group, estimated that eighty 
percent of the wholesalers of plumbing and heating 
supplies failed to make money last year, and attrib- 
uted this largely to loose credits. Too little attention 
is being given to credit in comparison with the atten- 
tion paid to production and sales, he stated. 

While it is not true of the mill supply field that 
eighty percent of the distributors did not make 
money in 1926, still there are probably many houses 
which did not, and many more which should have 
made more money than they did; and no doubt one 
of the reasons many of these houses failed to do as 
well as they should have was that they did not pay 
sufficient attention to credit. 

Mr. Jeffries emphasized the necessity for co-opera- 
tion in the interchange of credit information, and 
proper supervision and limitation of credit extension. 
Many mill supply houses have worked out good 
credit systems, by means of which losses through 
unpaid and overdue accounts are largely eliminated, 
but others who have given too little attention to this 
phase of their business will do themselves a good 
turn by heeding Mr. Jeffries’ suggestion. 
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What the Triple Convention 


Succeeded 


in Accomplishing 


Agreed That a Triple Convention Should Be Held in May, 1928—Each Association 
Appointed Five Prominent Men to Act as a “Mill Supply Council’—Agreed Full 
Co-operation Was Necessary Among All Interests and All Associations in the Mill 
Supply Field—All Agreed the Convention Was the Most Successful Ever Held 


With the idea of co-operation prevailing throughout, the 
great triple convention of mill supply associations, held 
on board the S.S. Noronic from June 13th to 17th, inclu- 
sive, was without doubt the most constructive and suc- 
cesstul gathering of its kind ever sponsored. 

The outstanding action of the convention was the 
establishment of a Mill Supply Council, representing both 
distributor associations and the manufacturers’ organ- 
ization. Linked directly with this action, and of scarcely 
less importance, was the decision to hold another triple 
convention next vear, this time in Nashville, Tenn., on 
May 15th, 16th and 17th, subject to the vote of approval 
of the members of the three associations. 

The Mill Supply Council, which consists of five mem- 


From the moment the convention voyage started until 
it ended, a spirit of co-operation prevailed. Manufac- 
turers, convinced of the economy and efficiency of dealer 
distribution, realized that distributors must profit from 
their businesses and be satisfied if they are to handle 
the manufacturers’ goods properly. Distributors, on the 
other hand, realized, too, that the manufacturer must 
profit from his relations with the distributor. Conse- 
quently, all went to the convention prepared to weigh 
the problems confronting the industry carefully, and 
hopeful that they would come away from it satisfied that 
a distinct forward step had been made. Their hopes were 
gratified to the fullest extent. 

For several months representatives of the two distrib- 








Mill Supply Council of Fifteen. First Group, National Association Members, Left to Right—George Puchta, 


Edward P. Welles, B. H. Ackles, W. J. Radcliffe. 
Association Members, Left to Right 
William C. Henning. 
D. D. Peden, L. J. Larzelere. (W. W. Doe Missing from 
bers each from The National Supply and Machinery Dis- 
tributors’ Association, the Southern Supply and Machin- 
ery Dealers’ Association and the American Supply and 
Machinery Manufacturers’ Association, is to meet not 
less than four times each year, and its purpose is to 
bring about, in every possible way, closer co-operation 
among the various members of the associations and 
improve conditions in the industry. 
a leader and a clearing house. 


It will be at once 
Before it will come the 
problems confronting the industry from both the manu- 
facturers’ and distributors’ points of view, and its mem- 
bers will seek to work out a plan of action that will 
redound to the benefit of all. 

The personnel of the Mill Supply Council is in itself 
assuring. All three associations have taken pains to 
select from their memberships the highest possible type 
of men to represent them. They have not only had long 
and successful experience in the mill supply field, but 
have been intimately and actively connected with the 
work of their associations for some time, and are thor- 
oughly conversant with the problems that exist today, 
and may exist tomorrow. 


(H. W.Strong Missing from Picture.) Second Group, American 
Robert B. Skinner 


Third Group, Southern Association Members, Left to Right—Alvin M. Smith, T. C. Keeling, 


Frederick H. Payne, J. H. Williams, Don S. Brisbin, 
Picture). 


utor associations and the manufacturers’ association have 
been seeking to develop a plan of co-operation that would 
be satisfactory to all concerned. Meetings were held and 
various propositions discussed, but it was not until the 
day before the convention voyage started that the Mill 
Supply Council idea, which proved satisfactory to all, was 
presented and adopted unanimously by these representa- 
tives. The proposition was first put to each of the asso- 
ciations separately in their executive sessions, and 
adopted unanimously. Then, at the final triple session, 
held late Friday morning, June 17th, there was the finest 
possible demonstration of good feeling and a keen desire 
for thorough co-operation on the part of all distributors 
and manufacturers present. 

Immediately following the final triple session, a brief 
meeting of the new Mill Supply Council was held and a 
temporary organization effected. Just when the first 
regularly scheduled meeting will be held has not been 
announced. Edward P. Welles, president of the National 
Association, in a few words spoken at the last National 
meeting and again at the joint session, counselled 
patience. It will take some time for a definite plan to 
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be worked out, but officials are wasting no time in get- 
ting started, as will be found by referring to the item, 
“Plan of Action,” on this page. 

Perhaps never before in the history of mill supply 
conventions have the problems of the industry been more 
thoroughly aired. In the first place there was an absence 
of “spellbinders.”’ The only outside speaker on the entire 
program was William L. Goodwin, and Mr. Goodwin's 
remarks were always forceful and instructive, based on 
the widest experience in manufacturing and merchandis- 
ing. Aside from Mr. Goodwin, every speaker was a man 
definitely engaged in the mill supply business. Every 
subject discussed was a vital one, whether it was profits, 
overhead, direct competition, or what not. In all triple 
sessions, manufacturers and distributors got up and said 
what they had to say in a straight, matter-of-fact way, 
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From 10 o’clock the next morning until about 5 in the 
afternoon the passengers had “shore leave” in Midland. 
From Midland the Noronic proceeded directly to Detroit. 

All along the route scenes of beauty greeted the eyes 
of the travelers. The impressive Detroit shore line, 
beautiful St. Clair flats, historic and inspiring Mackinac 
Island and Straits of Mackinac, the wonders of the “Soo” 
Locks, the magnificence of Georgian Bay, with its 30,000 
islands, and the wholesome welcome of the city of Mid- 
land—all held an enchantment that will for- 
gotten. 

Aboard ship the fine arrangements, splendid cuisine, 
the hearty friendships, gained or renewed; the charm 
and beauty of the many women present and the par-excel- 
lent programme of entertainment 
that will last for many a day. 


never be 


made an impression 


without mincing words. 


business sessions of 
the 1927 triple mill 
supply convention were 
a huge success. More 
about them will be 
found in the reports of 
the various meetings. 
Thus far, nothing 
has been said of the 
other feature of the 
convention—the pleas- 
ure Had it not 
been tor the outstand- 
ing fact that the con- 
vention took such a 
definite forward step— 
one that probably 
marks a turning point 
in the mill supply in- 
dustry—the _ pleasure 
features of the trip 
would have been men- 
tioned in the very first 
line. Practically every- 
one present remarked 
or was prepared to re- 
mark that this year’s 
convention the 
finest from a pleasure- 


side. 


Was 


From every point of view, the 


Wr. Goodwin's Opinion of the Convention 


William L. Goodwin, whose address on the first evening of the conven- 
tion started the ball rolling. and whose opinions, expressed at various meet- 
ing, were highly valued by delegates to the great mill supply gathering. was 
asked for his opinion of the convention and its results, and authorized the 
following statement: 


“This triple mill supply convention, held under such pleasant conditions, 
produced a distinct forward step, which should bring most beneficial results 
in the industry. Men who attended got on their feet and said that in more 
than twenty years they had never seen anything like it. 


“One thought was brought to the fore at the start of the convention, 
namely, that the manufacturer and distributor are business partners, that 
their interests are identical in most respects, and that if they are to prosper, 
they must have teamwork. Through the various sessions of the convention. 
separate and joint. this idea was uppermost. 


“The action of the associations in determining upon the creation of a 
mill supply council, comprising the representatives of the three organiza- 
tions, to work for the industry, and the decision to continue the triple con- 
ventions were momentous actions on the part of the convention. There 
was a general acceptance of the principle that the distributor's general over- 
head cost of doing business is unscientific, and that in the true determination 
of cost one must bear in mind the separate major lines handled by the 
distributor. The lessons learned in this great gathering will be borne in 
mind because the council as set up provides the facilities for a consistent 
follow through. 

“T was impressed by the fact that speakers at the convention didn’t engage 
in idle talk, but dwelt on practical things, and knew that they had to have 
their facts well in hand. I was also impressed by the attitude of the mem- 
bers of the business press present, who displayed a willingness not only 
to recognize the desirability of the council, but manifested a fine deter. 
mination to work with the council in the formulation and execution of 
such programme as the council has set out to formulate.” 


All in all, the convention was a success in every pos- 


sible way from begin- 
ning to end, and those 


attending it and the 
other members of the 
mill supply industry 


owe a debt of gratitude 
to those responsible for 
it. 

PLAN OF ACTION 

Because of the fact 
that association officials 
and members of the 
Mill Supply Council 
wish to give the mem- 
bership of the various 
associations the oppor- 
tunity to express them- 
selves, the request has 
been made that those 
having suggestions 
send them to the presi- 
dents of the 
tions without delay, 
since the council is to 
have a meeting at an 
early date. According 
to the plan of action 
which has been an- 


associa- 





nounced, the presidents 


able standpoint that he [Editor's Note— “Mill Supplies” heartily pledges itself to support the | of the three associa- 
or she had ever had Vill Supply Council in its efforts to bring about the best possible conditions | tions will act jointly, 
the privilege of attend- in the industry, and stands ready to extend a helping hand at all times.| without delay, ou pre- 
ing. ; 


The Noronie is a fine ship. She boasts of a splendid 
crew and staff, who did their utmost to make the jour- 
ney a happy one, as did the officials of the Northern 
Navigation Co., the ship’s owners. Shortly after 3 o’clock 
on the afternoon of Monday, June 13th, she slid away 
from her dock at the foot of Brush street, Detroit, 
steamed up the Detroit river, through Lake St. Clair and 
into the St. Clair river. That evening, just before enter- 
ing Lake Huron, she docked at Sarnia, Ontario, where 
she coaled and laid in some supplies. Then on into Lake 
Huron, through which she plowed until about 2 o’clock 
the following afternoon, when she docked at Mackinac 
Island, and the passengers had three hours ashore. On 
the following morning, at about 1:30 o’clock, she passed 
through the American locks into Lake Superior, turned 
about, plied her way back through the Canadian locks, 
slid down St. Mary’s river, and into Georgian Bay, 
through which she moved until the next evening, when, 
just a ways off from Midland, she dropped anchor for 
the night. 


pare a platform for the 
operation of the Mill Supply Council. When this has 
been prepared it will be submitted to the members of 
the Mill Supply Council for approval and suggestions. 
As soon as a platform has been prepared, it will be 
submitted to the proper governmental and legal author- 
ities for approval, after which a meeting of the council 
will be called for adoption of a platform of action, and 
the actual work of the association will begin. 
or 
W. L. GOODWIN’S ADDRESS 
Addressing the Convention Group on the First Evening, 
He Declared Manufacturers and Distributors Are Part- 
ners, Urged Creative Organization Work, and Cited 
Need for Applying Scientific Principles to Business. 
The first gathering of the triple convention was held 
Monday evening, when members of all three associa- 
tions, and the ladies, gathered to hear an address on 
“Modern Merchandising,” by William L. Goodwin, of 
Goodwin, Nicholas & Morton, Inc., New York, marketing 
counsellors. 
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Mr. Goodwin was one of the prominent figures of the 
convention. Fortified by thirty-five vears of experience 
in industry, he brought a knowledge of business that 
deeply impressed his hearers, not only during his initial 
address, but in his more informal, vet more important 
participation in various sessions of the convention. Mr. 
Goodwin was formerly owner of a small fruit ranch 
in California, and was prominent in the organization 


of the California fruit growers. Later he formed a 
business for the distribution of electrical supplies on 
the west coast, established branch houses and built up 


a business of $10,000,000 a vear. This he sold to the 
Electric Co., and with that company for 
some time thereafter, developing the company’s system 
of distributing electrical supplies. He was then, for sev- 
eral years, general manager of the Society for Electrical 
Development, resigning that position a few months ago. 
President Don S. Brisbin of the American Supply 
Machinery Manufacturers’ Association introduced 
the speaker. In calling the meeting to order he said that 
the was what might be called a peace ship, 
and told how the convention had been made possible by 
the co-operation of the three mill supply associations. 


General was 


and 


Noronic 


The Mill Supply Council 

American Association Members—Don S. Brishin, 
The Columbus McKinnon Chain Co., Columbus, Ohio; 
William C. Henning, A. Leschen & Sons Rope Co., St. 
Louis; J. H. Williams, J. H. Williams & Co., Buffalo; 
Frederick H. Payne, Greenfield Tap & Die Corp., 
Greenfield, Mass.; Robert B. Skinner, Skinner Chuck 
Co., New Britain, Conn. 

National Association Members—Edward P. Welles, 
Chas. H. Besly & Co., Chicago; George Puchta, The 
Queen City Supply Co., Cincinnati; Herbert W. Strong, 
The Strong, Carlisle & Hammond Co., Cleveland; W. J. 
Radcliffe, The E. A. Kinsey Co., Cincinnati; B. H. 
Ackles, The Raul Company, Detroit. 

Southern Members—L. J. Larzelere, 
Farquhar Machinery Co., Jacksonville, Fla.; W. W. 
Doe, Alabama Machinery & Supply Co., Montgomery, 
Ala.: D. D. Ped n, Peden Tron & Steel Co., Houston, 
Texas; Alvin M. Smith, Smith-Courtney Co., Richmond, 
Va.; T. C. Keeling, Nashville Machine & Supply Co., 
Nashville, Tenn. 
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He then asked if more were to be held, and received a 
hearty “Yes” in unison from the audience. He then 
introduced Mr. Goodwin. 

There are certain fundamentals that are common to 
all industries, Mr. Goodwin said. He stated that on 
his way to Detroit from New York he had met a dis- 
tributor who had told him of the problems of the mill 
supply industry, and asserted that the very same stories 
told by the distributor might apply to half a dozen 
industries in which he had been personally and financially 
interested. 

MUST USE 1927 METHODS 


The speaker then stressed the necessity for business 
men, who hope to be successful in 1927, using 1927 
methods. Referring to the epoch making New York to 
Paris flight of Colonel Lindbergh, he said he wondered 
if Lindbergh would have been able to make that trip 
in a 1920 ship. What is true of Lindbergh is true of 
business, he declared. Business today cannot be run 
with 1920 methods. 

Mr. Goodwin stated there had been many industrial 
changes in the last few years. Business seemed to 
move in cycles. First there was the depression of 1906 
and 1907, followed by prosperity until 1913, when another 
depression occurred. Again followed good business until 
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1920. The last seven years, he said, have been most 
prosperous, but many changes may be expected in the 
next year, and men who are traveling in 1920 
will find it necessary to change their course. 

Mr. Goodwin said he had been most fortunate in being 


models 


National Association Officers 

President—Edward P. Welles, Chas. H. Besly & 
Co., Chicago; vice-president—H. H. Kuhn, The Hard- 
ware & Supply Co., Akron, Ohio. 

Ewecutive Committee—L. A. Clark, Samuel Harris 
& Co., Chicago; E. B. Hunn, The C. S. Mersick & Co., 
New Haven, Conn.; H. E. Ruhf, The Cleveland Tool & 
Supply Co., Cleveland; T. E. Hazell, Wm. H. Taylor 
& Co., Inc., Allentown, Pa. 


in a business which had been very prosperous—the elec- 
trical industry. He told about how this business had 
been organized effectively, and how the industry had 
doubled its business every five years. 

“We learned a new relation in industry.”’ said Mr. 
Goodwin. “The problems that arise between manufac- 
turers and distributors are too frequently like the prob- 
lems between competitors. We have learned long since 
in the electrical industry that manufacturers and dis- 
tributors are no more than partners. We have been able 


Southern Association Officers 

President—T. C. Keeling, Nashville Machine & 
Supply Co., Nashville, Tenn.; first vice-president—W. 
W. Doe, Alabama Machinery & Supply Co., Mont- 
gomery, Ala.; second vice-president—D. TD). Peden, 
Peden Tron & Steel Co., Houston, Te.ras. 

Evecutive Committee—L. J. Larzelere, Farquhar 
Machinery Co., Jacksonville, Fla., chairman; Philip 
Pidgeon, Pidgeon-Thomas Tron Co., Memphis; Clyde W. 
Beckner, West Virginia-Kentucky Hardware & Supply 
Co., Huntington, W. Va.; C. J. Salm, Divrie Mill Supply 
Co., Inc., New Orleans. 


to sit around the same table and discuss the questions 
that arise.” 

Organization work is divided into two natural divi- 
sions—self-preservation and creative work, the speaker 
said. There are some 3,000 organizations in the coun- 
try devoted to self-preservation activities. Competition 
generally is growing and creative work must be done 
by organizations or the industries will suffer. Every 
man, he was sure, could increase his income fifty per- 


4{merican Association Officers 

President—Robert B. Skinner Chuck Co., 
New Britain, Conn.; first vice-president—William C. 
Henning, A. Leschen & Co... St. 
second vice -pre sident—C. O. Drayton, Graton & Knight 
Co., Worcester, Mass.; third 
Armstrong, Armstrong Bros. Tool Cox Chicago. 

Executive Committee—Dixon C. Williams, Chicago 
Nipple Manufacturing Co., Chicago, chairman; W. C. 
Allen, The Black & Decker Mfg. Co., Towson, Md.: 
kK. W. Atkins, E. C. Atkins & Co., Indianapolis; H. F. 
Wright, Wright Manufacturing Co., Lishon, Ohio; BF. 
Ruether, The Mechanical Rubber Co., New York. 


Skinner, 


Sons Rope Louis: 


vice-president—Horace 


cent if he would apply 1927 methods to his business. 
This will be sooner accomplished when they are driven 
to it by the needs of the women folks, he said. 

Business effort may be divided into two divisions, he 
said, physical supply and demand creation. The value 























MARCO-GRAM NUMBER FOUR 


OUR RESPONSIBILITY 
DOES NOT END WHEN WE 
SELL THE JOBBER OUR 
MERCHANDISE—THAT’S 
ONLY THE BEGINNING! 


( Distributors of “MARCO” products 
are constantly supported by effec- 
tive, constructive sales assistance. 
They are unanimously enthusiastic 
about the courteous, willing co-oper- 
ation of our missionary salesmen. 








Distributors of the Mechanical Rubber Company 
line have these important advantages: 


1. The most complete line of Mechanical Rubber Goods 
manufactured. 

2. Quality standardized and above question. 

3. A line sold exclusively through distributors. 

4. Effective, business building sales assistance 

5. A profitable cost basis. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO NEW YORK CITY 











“We Back the Jobber” 
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of a business and the value of men depends on their 
earning capacities. It is important how the man in 
business apportions his time. The physical work can 
be delegated, and he should devote much of his time to 
demand creation. The success of America, he said, has 
been its ability to create new products, new markets, new 
demands. Mr. Goodwin then asked the convention to 
keep in mind all the week the distinction between the 
business that devotes all its attention to the physical side 
and that which pays attention to both the physical and 
creative sides. He told what good results had come from 
creative effort by the California fruit growers and the 
electrical industry. 

Mr. Goodwin held that the Sherman and Clayton anti- 
trust laws are not vital. The best thing to do is to 
take the law as it is and he asserted it is possible to 
do everything necessary for proper co-operation and yet 
be within the law. During the last few years there have 
been a thousand mergers in the electrical jobbing indus- 
try, and he told of the benefits resulting. 
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According to the speaker, the business which carries 
an eighteen or twenty percent overhead is doomed to 
failure. There must be an improvement in efficiency, 
and distributors must throw out unprofitable lines, aim- 
ing to cut costs down to ten percent. 

The mill supply industry doesn’t need a Judge Landis, 
he said. Baseball has its rules, and Judge Landis simply 
performs a judicial duty in interpreting these rules. 
What the mill supply business needs is a set of rules. 
Then when these have been established, someone may be 
selected to interpret them. 

The trouble with too many businesses is that they 
are not paying enough attention to scientific principles. 
A maximum overhead cost must be established in propor- 
tion to the gross margin, and this must be maintained. 
If known principles and facts, based on experience, are 
applied, business can be run on a definite schedule, cover- 
ing both volume and profits, and prepared on an annual 
basis, he said. 

Mr. Goodwin’s remarks drew a hearty round of applause. 





Entertainment Programme Best Ever 


Music, Dancing, Cabaret Numbers and Novel Contests and Stunts 


Kept Conventionites in Finest Humor Throughout Entire Voyage 


Never in the history of mill supply conventions has 
such splendid entertainment been offered as was pro- 
vided by the committee in charge of that feature during 
the vovage of the Noronic. Eliminating the hours allowed 
for sleep, meals, sight-seeing and business sessions, 
there was scarcely a moment when there wasn’t ‘‘some- 


thing doing.” 


First, for the every night features. Dancing was on 
the boards every evening, the music being provided by 
Finzel’s orchestra, from Detroit, a splendid band, which 
also plaved as the boat left the docks at Detroit, Mack- 
inac Island and Midland, and for the parade and street 
dance in Midland. Then during the buffet lunch served 
at midnight each evening, and following it, cabaret en- 





Left to Right, in Foreground—Mrs. J. H. MeNash, Mrs. 
Emery Lovett, Mrs. H. Ross Mack, Mrs. B. H. Ackles, 
Mrs. George A. Fernley, Mrs. Clay C. Cooper. 


tertainment was provided, with the Owen sisters, singers 
and dancers, and Harry E. Cecil, of Detroit, as the head- 
liners. In this connection, it might be well to say a 
word about Mr. Cecil. He is a master of tricks of magic, 
and his performances delighted the crowds, but magic 
is not his main line, for he is a business man with whom 
magic is a hobby, and schools, hospitals and charitable 


institutions are recipients of his time, freely given. Mr. 
Cecil is vice-president of Cecil Chocolate Co., Inc., De- 
troit. Both the Owen sisters and Mr. Cecil kept things 
stirring throughout the convention. 


The entertainment committee didn’t wait long to get 





Scene During Ladies’ Bridge Party. 


things started. As soon as Mr. Goodwin’s address on 
the first evening of the voyage had ended, two “get-ac- 
quainted” contests were staged. In the first the men 
took slips of papers and secured as many signatures of 
women as possible during a ten minute period, and the 
women went after the men’s signatures. The man and 
woman obtaining the greatest number of signatures were 
awarded prizes, the former receiving a set of tire chaitis, 
donated by The Columbus McKinnon Chain Company, 
and the latter a polychrome powder box, donated by the 
Whitman Barnes-Detroit Corporation. The second con- 
test was in the nature of a “man hunt,” the ladies. seek- 
ing one of the male conventionites wearing one red sock. 
Miss Dorothy Smith, Richmond, Va., was the winner, 
having found the sock on George Puchta, and she re- 
ceived a pair of silk stockings for her effort. 


(Continued on Page 52) 
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stituent that fits it to meet the 
operating conditions precise- 
ly. If the cast iron should 
contain 2% of silicon—it will. 
If it should have 2% free car- 
bon, it will. The quality of 
Dodge products is the result 
of strict adherence to exact 
specifications. 


Y 


























POWER TRANSMITTING—MATERIA 





When writing to Advertisers please mention Mitt Suppiirs. 








VE SNE LW LO Ne OR a Hae Ee 





July, 1927 


Industrial 





“ ’ HERE is this job going?” 

is the thought back of the 
manufacture of every unit in the 
complete line of Dodge industrial 
equipment.* Dodge personnel is 
ever on the alert to see that each 
unit is manufactured for the serv- 
ice it is to render. 


Thus, for example, the usual foun- 
dry method of using 


quipment 


Built Tirst to Serve and then to Sell 


To the naked eye a pulley may be 
a pulley; a bearing just a bearing. 
But to those who test their equip- 
ment in operation for evidence of 
better performance there is a dif- 
ference—a vast difference. Those 
who look, find added value in the 
Dodge name. 


That is one phase of Dodge facili- 
ties — an under- 





one formula for all 


standing of exact 


kinds of castings is 
not countenanced at 
this plant. Each 
particular service 
requirement is spe- 
cifically met in the 
Dodge foundries 
and machine shops. 








Distribution 


Fifteen District Sales 
Offices located in Chicago, 
Milwaukee, Minneapolis, 
Cleveland, Cincinnati, Onei- 
da, Boston, Philadelphia, 
New York, Newark, Atlanta, 
St. Louis, Houston, San 
Francisco and Portland co- 
operate with 500 leading mill 
supply and machinery deal- 
ers in making Dodge service 
immediately available to in- 
dustry. 








needs and what will 
meet them best — 
Dodge equipment 
is built first to serve 
and then to sell. 


Power Transmitting 
Material Handling 
Special Machinery 


Dodge-Timken Bearing Applications 


Dodge Manufacturing Corp. 


Mishawaka, Indiana 








HANDLING AND SPECIAL EQUIPMENT 
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(Continued from Page 49) 

On Tuesday afternoon, after the conventionites had 
returned to the ship from Mackinac Island, a bridge 
party for the ladies was held. First honors went to Mrs. 
J. H. MeNash, Wheeling, W. Va., and she was awarded 
an imported bottle of perfume, donated by the Buffalo 
Bolt Co., while Mrs. George W. Hyle, Monroe, La., took 
second prize, a French bon bon dish, donated by the 
Whitman Barnes-Detroit Corporation. That corpora- 
tion also donated a silver tea strainer set, but the name 
of the winner was lost in the final check up. The only 
afternoon business meetings were held on Wednesday, 
and while they were going on the ladies enjoyed an en- 
tertainment in the ball room. There were instrumental 
solo and group numbers by members of Finzel’s orchestra 
and vocal selections by Mrs. F. J. Hemler, Cleveland, 
who broadcasts over Station WTAM every Monday eve- 
ning, and Mrs. H. P. Strout, Springfield, Mass. 

“Monte Carlo,” which was enjoyed from 8 until 9 
o'clock on Tuesday evening, and the “Great Lakes Horse 





Race Meet,’ which was on the bills during the same 
hours on Wednesday evening, are discussed elsewhere in 
this issue. During the cabaret programme Wednesday 
evening A. G. “‘Tex” Peden strutted his stuff in a clever 
rendition of the “Black Bottom,” and three gentlemen 
of color (said to have been imported from Midland, but 
in reality members of the Noronic staff) also showed 
how they could handle their feet. 
BIG TIME IN MIDLAND 

Thursday was a day ashore. The boat anchored just 
off Midland early Wednesday evening and lay there all 
night. On the following morning she docked at Midland, 
and the mayor came down to the boat and turned the 
city over to the conventionites. A large number hied 
their way to the Midland Country Club, where the Kickers 
Handicap Golf Tournament was played. Others visited 
the stores or rode about the city and near countryside, 
visting such points as the shrine marking the spot where 
the Jesuit fathers, Lalement and Breboeuf, were burned 
at the stake by Indians in the seventeenth century; Fort 
St. Marie, Penetang and other points. In the golf tour- 
nament, Horace Armstrong, Armstrong Bros. Tool Co., 
Chicago, won the high prize, his net 80 coming closest 
to blind bogie. For this he received a set of Silver King 
golf balls. A. J. Sparks, F. Raniville Co., Grand Rapids, 
Mich., with low gross, 82; D. W. Stockham, Stockham 
Pipe & Fittings Co., Birmingham, Ala., with low net, 70; 
W. S. Leech, P. Wall Mfg. Supply Co., Pittsburgh, with 





July, 1927 


third low net, 75, and A. T. Harland, The Chas. A. 
Strelinger Co., Detroit, with high gross, 135, were the 
other prize winners. Each of these men received a box 
of cigars. Just prior to the departure of the boat from 
Midland a large number of the conventionites, led by the 
orchestra, paraded up and down the main street, then 
formed a circle and enjoyed two or three dances. The 
mayor was impelled to say a few more words and the con- 
ventionites gave three rousing cheers for him. Midland 
was all set to welcome the conventionites. The city was 
decked with American and Canadian flags, and the people 
extended as hearty a welcome as could be desired. 

The only other place where the passengers landed dur- 
ing the vovage was at Mackinac Island. The fifty horse- 
drawn buggies (for they don’t allow automobiles on the 
island) and two work wagons were immediately char- 
tered to take many conventionites on the climb to Arch 
Rock, from where a beautiful view of the Straits of Mack- 
inac could be obtained. The ship passed through the 


first of the Soo Locks at about 1:30 o’clock on Wed- 


How The Convention Crowd Looked 


nesday morning, but nearly everybody stayed up to wit- 
ness the operation. 
MASQUERADE ON THURSDAY EVENING 

Thursday evening, the final evening aboard ship, was 
the big night of the voyage, for on that occasion the 
masquerade ball was staged. You should have seen the 
costumes. Some few, perhaps, were brought along, but 
a majority of the people bought their costumes or ma- 
terial for them in Midland, or borrowed them from some- 
one else, and you would have been surprised at the elab- 
orateness of the affair. There were Miss Liberty, Miss 
America, an Eskimo, masculine women and feminine 
men, bathing girls (the latter really men), Spanish 
senoritas, black and white cooks, baby girls with their 
bottles of milk and many others—some beautiful, some 
screamingly funny, others extremely original. The 
judges—Hugo Weidman, D. D. Peden, H. H. Wright, 
John Trix, Sr., Harry Ruhf, S. Marshall Turner, M. B. 
Skinner and Clay C. Cooper—had a desperately difficult 
time selecting the winners, but they finally made the 
following choices: 

Most attractive lady’s costume—Mrs. W. W. Campbell, 
Detroit, a gypsy, who received a beaded purse, donated 
by Van Dorn Electric Tool Co.; most attractive man’s 
costume—Horace Armstrong, Armstrong Bros. Tool Co., 
Chicago, a Scotch Highlander, a set of tire chains, do- 
nated by The Columbus McKinnon Chain Company; most 
original costume for women—Mrs. Clyde Beckner, Hunt- 








July, 1927 


ington, W. Va., a bridge set provided through conven- 
tion funds; most original costume for men—A. S. Gould, 
Oster Manufacturing Co., garage vise, donated by The 
Columbian Vise & Mfg. Co., Cleveland; most comical 
woman’s costume—Miss Esther Turner, Mobile, Ala., 
and Miss Dorothy Smith, Richmond, Va. (these two 
young ladies were dressed as little girls and were awarded 
the prize together, but they couldn’t divide the gold 
candy dish donated by the Buffalo Bolt Co., so on the 
“shake-off” Miss Smith won); most comical man’s cos- 
tume—L. P. Russon, Swartwout Company, Cleveland, a 
box of cigars provided through convention funds. 
Following the masquerade promenade a balloon con- 
test was held on the dancing floor, the man and woman 
who could keep their balloons intact the longest being 
the winners. Mrs. M. B. Skinner, Chicago, won the 
woman’s prize, an illuminated Venetian leather bridge 
set donated by the Whitman Barnes-Detroit Corporation, 
while P. R. Helm, Pratt-Gilbert Co., Phoenix, Ariz., won 
the men’s prize, a cigarette case also donated by the 


on The Dock at Midland, Ontario 


Whitman Barnes-Detroit Corporation. The judges in 
this contest were W. M. Turner, Arthur Langston, F. R. 
DuGuay and Mrs. Frank W. Knott. Then followed a 
lucky number dance, in which Mrs. W. Marshall Turner, 
Mobile, won the woman’s prize, a pair of scissors pro- 
vided by convention funds, while Horace Armstrong in 
this contest won his third prize of the day, and the sec- 
ond set of Columbus McKinnon tire chains he had re- 
ceived. 

Other features of the last evening’s entertainment were 
a reading of “The Shooting of Dan McGrew,” by Rob- 
ert P. Kelley, Victor Saw Works, and short talks by 
Arthur Langston and “Tex’’ Peden. 

Another prize given during the convention was a blow 
torch, awarded by the P. Wall Mfg. Supply Co., to 
William T. Todd, Jr., Somers, Fitler & Todd, in a lucky 
number contest. It was quite a coincidence that the 
donor and winner of the prize were both from Pitts- 
burgh. 

COMMITTEE DESERVES GREAT CREDIT 

In this article are listed only the formal entertainment 
features. Many informal parties and stunts were also 
staged, and everybody reported a grand time. Too much 
credit cannot be given the hard-working entertainment 
committee which did such a bang-up job. The members 
of that committee were as follows: Charles E. Allinger, 
National Association, chairman; Mark Lyons, Southern; 
Robert B. Skinner, American; orchestra and music 
A. T. Harland, National, and I. W. Lemaux, American; 
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dancing—W. W. Campbell, National; E. L. Parker, 


Southern, and J. C. Ruf, American; sports—A. R. 
Smith, National; T. W. Lewis, Southern, and H. E. 
Dickerman, American; ladies’ entertainment—Alex 
Paton, National; C. Atkinson, Southern, and N. A. 
Gladding, American. Alternating at the megaphone dur- 
ing the various entertainments were Messrs. Allinger, 
Lemaux, Ruf and Alvin Smith. “Charlie and his gang” 
surely deserved the unanimous vote of appreciation they 
received, and Mrs. C. E. Pearce, Detroit, the hostess on 
the trip, also performed a very valuable service. 


BROKE THE BANK AT MONTE CARLO 
L. J. McLaughlin Did It, and Still Has a Lot Less Money 


Than Rockefeller-—A Wild Night on the Ship— 
Sample of Money Used 


There were millions of dollars won and lost on the 
Noronic on Monte Carlo night, Tuesday, June 14th. It 
was real money, too, for on the face of the bills were 





printed “100 Bucks,” “1,000 Bucks,” and there were also 
fifty and ten buck bills. There was roulette, chuck-a- 
luck, Klondike and other dice games, and every visitor 
was furnished with an initial $1,000, and no more. It 
was up to the bettors to tackle the games, either go broke 
or accumulate a fortune and secure a prize. 

It turned out to be a wild night. You were lucky if 
you could squeeze in close enough to get a bet down on 
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TRIPLE CONVENTION 









NATIONAL SUPPLY AND MACHINERY DISTRIBUTORS | 
SOUTHERN SUPPLY AND MACHINERY DEALERS 


AMERICAN SUPPLY AND MACHINERY MANUFACTURERS 
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TUESDAY EVENING, JUNE 14, 1927 
s.8. NORONIC 


8 to 9 P.M. 








SAMPLE OF THE “‘MONEY” USED 


either roulette or chuck-a-luck. Were they real honest- 
to-goodness. tables? Yes indeed, owing to Charlie 
Allinger’s pull with a police department or two. If any- 
one tells you the gentler sex is not interested in games 
of chance, beyond bridge and tiddledewinks, you can tell 
them the reverse was true Monte Carlo night, as it 
always is at Bradley’s and Brown’s. There were two 
prizes offered, one for the man turning in to the bank 
(Continued on page 107) 
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Strong Advertising Support 


Each month, full page advertisements 
featuring Osborn Brushes appear in the 
publications illustrated above. Their 
combined circulation reaches more than 
100.000 executives who are interested in 
reducing production costs and mainten- 
ance expense through a wider use of 


Osborn Brushes. 


As a result of past advertising, and 


because of their uniformly high quality, 
Osborn Brushes have attained a position 


of leadership in all fields. 


It is the definite object of our present 
advertising to fortify and build upon this 
advantage, and so to create new and 
greater sales opportunities for those 
distributors who are our final point of 
contact with the consumer. 
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Co-operation of Individuals 


Necessary in Modern Business 


EW MEN are sufficient unto themselves. Without the light of knowledge 
that finds its source in the experience and studies of others, they would 
be as the flower that withers and dies when it does not receive the nour- 
ishment provided by the sun’s rays. 

Men are found in all walks of life who have thought they were 
self-sufficient, and this has been partieularly true of many engaged in 
active business pursuits. Yet, without the nourishment of knowledge, 

their businesses have withered and died, for the business that has not progressed 
with the times and at the pace of competition is dead. 

There are other men in business who do not think themselves self-sufficient, 
but are content to profit from the efforts of others without giving anything in 
return. Co-operation has meant nothing to them. If they have been members of 
associations and attended conventions, they have been content to sit and listen to 
what others say, take no part in discussions, and, in some instances, contribute 
only criticism—and that after they have returned to their homes. 

The movement in modern business is toward co-operation. The man who is 
not sufficient unto himself and wants to learn more about the things that are going 
on in his field and the methods of others in the same line of activity regularly reads 
the business papers serving his field, and there he sees in print the experiences of 
others. This is co-operation on the part of the man who tells his story. He may not 


directly intend it as such, but he is not afraid to let others in on some of the things 
that he has found successful. 


Trade associations are formed for the purpose of benefiting their members, and 
the men who contribute their time and effort to furthering the activities of these 
organizations are co-operating, and giving the results of their work, not only to 
fellow members, but to the field as a whole. Local groups have been formed to 
bring about better co-operation between supply houses in the community. Down 
in Washington various efforts are being made to improve business conditions gen- 
erally, notable among these being the work going on to bring about simplification 
in styles and sizes of manufactured products, and it is significant that many indus- 
tries are co-operating heartily in this activity. 

Competition is a good thing for business, but it has gone too far when it arrives 
at the stage where price cutting and other more or less serious evils are prevalent. 
Therefore, there is a limit to the value of competition and room for sensible co-op- 
eration—co-operation in the way of dissemination of useful information and unity 
in forwarding the best interests of the business as a whole. 

“Let George do it” is a motto full of perilous static. It may save the individ- 
ual effort, but it is not good for the line as a whole, and if too generally adhered 
to will react to the detriment of the individual’s business. There are always men 
who will forge to the front. All well and good. Everyone cannot be a leader. 
Nevertheless, everyone can help in his own little or big way. The association sends 
out a request for information, or the opinion of individual members on a certain 
proposition. The least the individual can do is to reply. The association holds a 
convention. It is not too much to ask that every member house have a representa- 
tive present to listen to discussions—and participate in them if he has anything to 
say. 

The triple mill supply convention of 1927 has passed on into history. It was 
a record breaker in many ways. Its activities have been reported and commented 
upon elsewhere in this issue. But another vear is on its way, and all concerned 
have the opportunity to start out anew, with a firm resolve to be real association 
members, ready to aid whenever possible. Adherence to that resolve by a great 
number will mean better things for all, and materially assist the Mill Supply Coun- 


cil of fifteen in formulating plans that will result in harmonious action, and that 
means real co-operation. 








Co-operation of Individuals 


Necessary in Modern Business 


EW MEN are sufficient unto themselves. Without the light of knowledge 
that finds its source in the experience and studies of others, they would 
be as the flower that withers and dies when it does not receive the nour- 
ishment provided by the sun’s rays. 

Men are found in all walks of life who have thought they were 
self-sufficient, and this has been partieularly true of many engaged in 
active business pursuits. Yet, without the nourishment of knowledge, 

their businesses have withered and died, for the business that has not progressed 
with the times and at the pace of competition is dead. 


There are other men in business who do not think themselves self-sufficient, 
but are content to profit from the efforts of others without giving anything in 
return. Co-operation has meant nothing to them. If they have been members of 
associations and attended conventions, they have been content to sit and listen to 
what others say, take no part in discussions, and, in some instances, contribute 
only criticism—and that after they have returned to their homes. 

The movement in modern business is toward co-operation. The man who is 
not sufficient unto himself and wants to learn more about the things that are going 
on in his field and the methods of others in the same line of activity regularly reads 
the business papers serving his field, and there he sees in print the experiences of 
others. This is co-operation on the part of the man who tells his story. He may not 
directly intend it as such, but he is not afraid to let others in on some of the things 
that he has found successful. 

Trade associations are formed for the purpose of benefiting their members, and 
the men who contribute their time and effort to furthering the activities of these 
organizations are co-operating, and giving the results of their work, not only to 
fellow members, but to the field as a whole. Local groups have been formed to 
bring about better co-operation between supply houses in the community. Down 
in Washington various efforts are being made to improve business conditions gen- 
erally, notable among these being the work going on to bring about simplification 
in styles and sizes of manufactured products, and it is significant that many indus- 
tries are co-operating heartily in this activity. 

Competition is a good thing for business, but it has gone too far when it arrives 
at the stage where price cutting and other more or less serious evils are prevalent. 
Therefore, there is a limit to the value of competition and room for sensible co-op- 
eration—co-operation in the way of dissemination of useful information and unity 
in forwarding the best interests of the business as a whole. 

“Let George do it” is a motto full of perilous static. It may save the individ- 
ual effort, but it is not good for the line as a whole, and if too generally adhered 
to will react to the detriment of the individual’s business. There are always men 
who will forge to the front. All well and good. Everyone cannot be a leader. 
Nevertheless, everyone can help in his own little or big way. The association sends 
out a request for information, or the opinion of individual members on a certain 
proposition. The least the individual can do is to reply. The association holds a 
convention. It is not too much to ask that every member house have a representa- 
tive present to listen to discussions—and participate in them if he has anything to 
say. 

The triple mill supply convention of 1927 has passed on into history. It was 
a record breaker in many ways. Its activities have been reported and commented 
upon elsewhere in this issue. But another year is on its way, and all concerned 
have the opportunity to start out anew, with a firm resolve to be real association 
members, ready to aid whenever possible. Adherence to that resolve by a great 
number will mean better things for all, and materially assist the Mill Supply Coun- 


cil of fifteen in formulating plans that will result in harmonious action, and that 
means real co-operation. 
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Distributors 
Who Distribute 


T would be impossible to think of such success- 

ful distributors as Graybar Electric Company 
endeavoring to merchandise their lines without 
issuing catalogues. Or without issuing them fre- 
quently enough to reflect the developments of 
their business and the improvements made by 
the manufacturers whom they represent. 








FOR 





The distributors who are making the successes 
in mill supplies or electrical supplies or plumbing 
supplies or automotive equipment are the houses 
who are building for permanence by selling care- 
fully selected goods and then by merchandising 
them more efficiently and more economically 
than the manufacturers could do direct. To do 
this requires the issuing of catalogues, which will 
take a display room of the jobber’s whole line to 
the desks of the buyers—yes, right up to their 
telephones. 











Che five distributors’ catalogues shown on this page were compiled on the 
Donnelley Unit Selection Plan. And like the great majority of the other 
supply catalogues made by the Donnelley organization, these five cata- 
logues were all “repeat orders.” We shall welcome the opportunity of 
making a survey of your individual requirements without expense or 
obligation. 
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MILL SUPPLIES PLUMBING SUPPLIES AUTOMOTIVE SUPPLIES ELECTRICAL SUPPLIES 


IT IS BETTER TO SECURE THE BEST CATALOGUE THAN TO WISH YOU HAD C 
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FOR EACH OF THE ABOVE HOUSES THE DONNELLEY ORGANIZATION HAS MADE TWO OR MORE CATALOGUES. 


Are You Expecting Your Salesmen 
to Do the Impossible? 


S a jobber of mill supplies you 
are probably handling 3000 or 
4000 articles, including specialties. 


How many of your profitable spe- 
cialties are being overlooked? 


The inevitable “slippage” through 


Do you believe that it is possible 
for a salesman to maintain adequate 
and efficient sales representation on 
all of these articles before 100 or 200 
superintendents, foremen and pur- 
chasing agents by oral presentation 
alone? 


How many of your 3000 or 4000 
articles do your salesmen know well 
enough to sell without a catalogue? 


incomplete presentation of your 
goods in the territories of even four 
or five salesmen would much more 
than pay for the finest of catalogues, 
built to your measure on the Don- 
nelley Unit Selection Plan. Such 
catalogues will pay dividends to you 
—and to your salesmen also. 


May we tell you what the Don- 
nelley catalogue compiling service 
offers you? 


Jobbers Catalogue Department 


R. R. DONNELLEY & SONS COMPANY 


731 PLYMOUTH COURT, CHICAGO 


D COMPILERS OF MILL SUPPLY CATALOGUES FOR MORE THAN 20 YEARS 
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_FAIRBANKS_ 


Valves 








AT ype for Every 
Service—Steam— 
Water—Gas—Oil 
Air—And Acid 


Lines—In Bronze 











And lron. 


Made and Designed by 


The Fairbanks Company 


head 
Sold by 


DISTRIBUTORS 
In All Principal Cities 




















Have You One of Our No. 20 Catalogues? 
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FAIRBANKS 


HAND TRUCKS AND WHEELBARROWS 


TUBULAR STEEL FRAME 
BARROWS 


WOOD FRAME BARROWS 











Platform 
Trucks 


Warehouse 


Trucks 





Freight and Cargo Trucks 


“Wood For Flexibility and Strength— 
Iron Bound for Protection”’ 


Only the best of materials and workmanship enter into the 
construction of “FAIRBANKS” Hand Trucks and Barrows, 
which are universally used and are known for their sterling 
quality as are all “FAIRBANKS” products. 


Factory being centrally located at Rome, Georgia, insures 
real service and quick delivery for the jobber of this profitable 
line. 


THE FAIRBANKS COMPANY 
Boston New York Pittsburgh 


Factory —- Rome, Georgia 
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Safety Cans 
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2% Gallon 
Non- Freezing 
Extinguisher 








‘SELL FIRE 
APPLIANCES 
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Established 1899 


Diener Products 
Are Sold Through 
Established Dealers 


The Line of 
Reliability 
Quality 
Service 
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Diener fire 


the label of the Underwriters 


appliances bear 


Laboratories. 


Manufactured by 


Chicago 
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Extinguisher i) 


GEO. W. DIENER MFG. CO. 
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nand Clean 


as the tooth of a wolf 


No animal living can do as much damage 
in as short a time as the steel-jawed, 
lightning-quick timber wolf. There’s no 
bruising mutilation in his bite; he leaves 
a slash as even and clean as though it had 
been cut with a sharp knife. 


So it is with Lenox Hack-saw blades; they 
take their name from the packs of savage 
marauders that years ago hunted the west- 
ern shores of Loch Lomond,—the clan 
stronghold established by the old Earl of 
Lenox. 


As a Lenox blade slips through a bar of 
steel or malleable iron it leaves a cut as 
straight and even and clean as the slash of 
a wolf. 


Workmen the World over know 


“She Soots in the Pia Bor 


HACK SAWS — BAND SAWS — GLASS CUTTERS — SCREWDRIVERS 





Every Dealer in Tools Should Stock Them 


May We Have Your Inquiry 


American Saw & Mfg. Co. 
Springfield, Mass. 
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Its the best I can buy” 
DEPENDABILITY Behind Every Sale 


For over thirty-four busy years, the ARMSTRONG Trade Mark on a tool has 
meant the utmost in Quality, Workmanship and Service. Its reputation has trav- 
eled far and wide, reaching practically every part of the globe. 


Mill Supply Jobbers and Salesmen who handle our Line know that they are 
offering the finest tools possible; that ARMSTRONG Quality Tools will give the 
longest wear and stand up under the hardest kind of usage; that the unqualified 
ARMSTRONG Guarantee is behind every sale they make. 


As in the past, we will continue to maintain our high standards of quality, 
fairest prices and the policy of square dealing. The confidence of our distributors 
in the field, merited through years of faithful service, must and will be guarded. 


Pushing the complete ARMSTRONG Line will mean greater profits for you 
and complete satisfaction for the ultimate user. 


“ARMSTRONG” “ARMSTRONG BROS.” 


Famous for— Famous for— 


Tool Holders Ratchet Drills Stocks and Dies Pipe Cutters 
Lathe Dogs Drop Forged Wrenches Pipe Tongs Hinge Vises 
“C” Clamps H. S. Tool Bits Pipe Wrenches Chain Vises 


Have you received a copy of our new Catalog B-27—just out? 
If not, write at once for it. It contains the Complete Arm- 
strong Line with descriptions, sizes, prices, etc. Sent free on 
your request. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’ 
305 N. Francisco Ave. CHICAGO, ILL., U.S. A. 
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AMERICAN Swiss | 
FILES OF PRECISION §/< = ” \ 
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AMERICAN SwisS 


WHO SAYS QUALITY DON’T PAY? 


A Few Quotations of the Many Users of American Swiss Files: 
“The best buy at any price.” 


“We consider them the best file at any price for they outlast 4 , 
all others we have tried.” Mill Supply Dealers 


- ' ' ; " Take Notice 

We would not consider breaking away from American Swiss 
Files because they are perfectly satisfactory. They last from A satisfied file user will 
25% to 35% longer.” go a great way to make 


“ ; : . , a satisfied customer. 
We have found them uniformly satisfactory to quality, life 


and cost.” American Swiss Files 


@ will do for you what 
We have kept no account of the actual money saved but we 


5 ‘ ‘ be they have done for 
think American Swiss Files the best we have ever used. 


others. 








AMERICAN SWISS FILE & TOOL CO. 
410-416 Trumbull Street 
Elizabeth, N. J. 









Ball Bearing 
Buffing and Polishing Lathe 


G.E. 40° Motors and Push Butten Control. 
Armature shaft fitted with 4 S.K.F. Ball 
Bearings. 

High Grade Nickel Steel Shaft. 

Speed from !750 to 3450. 

Made in 3, 5 and 7'4 hp. or up to 15 hp 





AERIAL GRINDER 


Manufactured in Ball Bearing Grinders 
Sy G.E. 40° Motor and Push Button Control. High 
Grade Nickel Steel Armature Shaft. S.K.F. Ball 
Bearings. Emery wheel guards hinge door type, BALL BEARING BUFFING AND 


exhaust connections POLISHING LATHE 
3, 5, 7% and 10 hp. manufactured. 


Aerial Grinders 


Manufactured in YY, 1, 2 and 3 hp. sizes. 
This tool especially designed for and adapted to 
surfacing rough castings. 

1/3 and Yy hp. sizes furnished with universal motor. 


Parallel Grinders 
Manufactured in 4, 1, 2 and 3 hp. sizes. For 


grinding tools, journals, connecting rods, bushings 
and parallel work of every description. 

We manufacture Universal Elec. Drills in all sizes 
from Yin. to 1Yy-in. capacity. Also Tool Post- 
Bench and Pedestal Grinders and Electric Tools for 


every class of work. 





Write for New Catalog and Price List. 
ESTABLISHED 1912 


THE STANDARD ELECTRICAL TOOL CO. 1938 W. Eighth St., Cincinnati, Ohio 


BALL BEARING GRINDERS PARALLEL GRINDERS 
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Your customers 


are 


Jenkins advertising in July is mak- 
ing a drive to increase dealer sales 
of Iron Body Valves. Valve buyers 
to the total number of 609,280 
are being reached by Jenkins busi- 
ness paper advertisements featur- 
ing this line of valves. Specimen 
pages are shown above. 

Among the 609,280 are many of 
your customers — prospects for 
Jenkins Iron Body Valves. You 
will find that it pays to tie up your 
sales efforts with Jenkins publicity. 
You can feel, too, that Jenkins 
Iron Body Valves fully measure 
up to Jenkins standards. They are 
valves which you can stand 


squarely behind — valves backed 


revere 
pe 


a 
ected 
1K ' 
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seeing these 


by the Jenkins Fair Offer — “If 
you will put a Jenkins Valve on 
the worst place you can find, 
where you cannot keep other 
valves, and if it is not perfectly 
tight, or does not hold steam, 
oils, acids, water or other fluids, 
longer than any other valve, you 
may return it and your money will 


be refunded”. 


JENKINS BROS. 


80 White Street.. New York, N. Y. 
524 Atlantic Avenue ...Boston, Mass. 
133 No. Seventh Street....Philadelphia, Pa. 
646 Washington Boulevard......Chicago, Ill. 
JENKINS BROS., Limited 
Montreal, Canada London, England 


FACTORIES 
Bridgeport, Conn. Elizabeth, N. J. 
Montreal, Canada 


- 


Always marked with the" Diamond’ 


nkins \ 


SINCE 1864 





alves 





Fig. 325 
Jenkins Standard Iron Body 
Gate Valve, Screwed 


The advertising of Jenkins Valves 


appears regularly in over 100 publications. 
Among many others, it reaches valve buy- 
ers in power plants, in laundries, on rail- 
roads, in textile mills, on ships, in paper 
mills, sugar mills, and lumber plants. 


Wide circularizing also brings Jenkins 
Valves periodically to the attention of de- 
signing, constructing, operating and con- 
sulting engineers, architects, plumbers, 
steamfitters and owners. 

















When writing to Advertisers please mention Mitt Suppties. 





64 AC AR Picsmunemwe 5 
(ier ~j) J—— 

















RAPID 
TURNOVER 


Carry in Your Stock 


BARTON’S 


ADIRONDACK CRYSTAL 
GARNET PAPER 


We Are Educating Expert 
Craftsmen to Demand 


BARTON’S QUALITY 


GARNET PAPER 


To Assure Them of: 


1. UNIFORMITY OF GRAD- 
ING 


2. BETTER AND FASTER 
CUTTING ACTION 


3. LONGER WEAR AND 
SUPERIOR FINISH 


ARE YOU PREPARED TO 
MEET THIS DEMAND? 


Write Us for Particulars 


H.H. BARTON & SON CO. 


Holmesburg, Phila. Pa. 
ABRASIVES FOR EVERY PURPOSE 
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It has a said 


many times during the last year that 
some dealers do not receive the support 
they deserve—that some manufacturers 
will sell direct or through some other 
than their accredited distributor rather 
than lose an order. 


e 

Thirty-two years ago 
we adopted a policy of 100% distribu- 
tion through the supply trade, and that 
has been our policy ever since. We may 
have lost orders to competitors but we 
have never lost the respect and loyalty 
of our several hundred distributors. 


With the convention over 


every distributor should be more firm- 
ly convinced than ever that there is most 
to be gained from representing manu- 
facturers who give their distributors 
their undivided support. 





Write for our sales plan 


MONARCH METAL COMPANY 


* 119 South Lincoln Street 
Chicago 


Associate Member 
National Supply and Machinery Distributors’ Ass’n 
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UNIVERSAL ENDORSEMENT 
INDICATES WORTH 


Increasing Sales of ‘M&W’ Friction 
Clutches Prove Their Superiority 

















1885 2,000 
1890 15,000 
1895 30,000 
1900 40,000 


1905 65,000 
1910 90,000 


1915 125,000 ° 
1920 175,000 
1927 250,000 


Time Tested and Approved for 42 Years 

















Dealers will find it profitable to sell the Friction Clutch for 
which there is a steady and ever increasing demand. That 
clutch is the “M&W”. It gives users long and satisfactory 
service. Costs for repairs are minimized through use of first 
class material making for wonderful durability. Hence, its 
popularity. 


Catalogs and information upon request. 


THE MOORE & WHITE CO. 


42nd Year 
2711 North Fifteenth Street Philadelphia, Pa. 
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Constant Duty 
Reelite with 

‘Ball Ring Cable 
Outlet as used on 
Milwaukee Elec- 
tric Crane at plant 
of Walworth 

Mfg. Company, 
Chicago, Ill. 




















Reelites care for 
electric cable automatically | { 
—no man needed en 


260.08 ear OFF 





The handy light onareel 
For use in the garage or 


Where a man has been employed 
to tend cable, he can be released 
for other duty. Reelites pay out 
and retrieve cable far more care- 
fully and reliably than a human 
being could do the job. 

On travelling cranes, lifting 
magnets, portable hoists—any- 
where!—Reelites feed current to 
moving machinery with abso- 
lute efficiency. 

And the electrical conductor 
used is safe-—rubber covered 
cable—thus eliminating bare 
wires or rails with their constant 
menace to employees. 

In cable-renewals alone, Reel- 


ites often save their cost ina year. 
For there’s very little wear and 
tear—no cable lying around in 
the grease and dirt, to be run over 
by trucks, caught on machinery, 
cut by sharp heels and tools. 

Reelites pay out just enough 
cable for the job—never too 
little, never too much—and 
when slack occurs, retrieve it on 
the instant. 

Recently we have published 
an unusually interesting and 
complete bulletin on all types 
of Reelites. The coupon will 
bring you a copy by return mail 
— together with prices. 





machine shop where it is 
desired to bring the light 
directly to the work be- 
ing done, without having 
the cord trailing about in 
the grease and dirt. 
Equipped with twenty- 
five feet of cord, and can 
be furnished with con- 
nector in place of light 
so that i- will furnish cur- 
rent for small machinery, 
and portable drills, etc 





— eae “a 


APPLETON ELECTRIC COMPANY 
1706 Wellington Avenue, Chicago, U.S. A. | APPLETON ELECTRIC CO. 














New York—150 Varick St. Los Angeles—340 Azusa St. 1706 Wellington Ave., Chicago | 
Gentlemen: | 
P i - 
CONSTANT DUTY lease send us a copy of your new Bulletin 5o1-F, | 
together with prices and discounts. l 
Name | 
| 0 Css fee == : 
REG. U.S. PAT. OFF. | City a ss ine a 
Carries Current Where Needed Snasiciediisiinadelananipctastadlastens/aubeakanominemieiadeacall 
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Cold-Drawn 
Hex. Sockets 


Allen Process 
Extra Streneth 


“ALLEN” Cap and Set Screws 


Priced to Cover Some Priceless Things 


Your hollow screws of higher quality have a higher price, but you get it for 
“ALLENS. You get it because they're in higher demand; they offer higher 
profit to your house: they give you higher standing as Advisor-to-the-Customer. 
You deliver a saving in operating expense; you receive a steady-customer fol- 
lowing which welcomes you with re-orders. The price covers some priceless 
things! 








Illustrating the Process Hollow (Safety) Set Screws 
Hollow screws of Allen manufacture 
show 30 percent extra strength over 
broached hollow screws —the only 
other kind made. The patented Allen 
cold-drawing process increases the 
density of the steel around the socket- 
hole, so that even the smaller sizes 
will stand all the strain that the 
best-made wrench can apply. The 
Allen process makes clean, perfectly-formed socket- 
holes, with no chips in the bottom as in broached 
hollow screws. The entire length of the Allen is 
utilized either for solid metal at the point, or depth 
of socket for the wrench. All sizes carried in stock, 
from 4 in. to 114 in. diameter; any length, point or 
thread at no extra cost. 





Socket Head Cap Screws 


These are the strongest, handiest 
screws for punch, die and jig work. 
The head of the Allen is finished all 
over and is turned true to the body of 
the screw. This accuracy enables the 
user to set up the screw in a counter- 
bored hole without grinding off the 





sides. 

















Here’s the Allen process of making hexagon sockets in hol- 


low screws. The left-hand figure under the picture shows 
the “‘blank”’ ready for drawing; note the extra thickness of 
stock around the upper half of the blank, to be cold-drawn 
down to the size shown in the lower half. The blank is 
inserted in a die under the punch press; is brought under 
a solid hex punch (which exactly fits into the drilled hole) ; 
is driven through the die and drawn down to the finished 
size—simultaneously forming the hexagon socket. The fig- 
ure under the operator’s arm shows the socketed blank 
ready for threading, with 30 per cent increased strength 
due to increased density of the socket-walls. 


You could use the handy Allen 
price-charts, sales-points, etc. 





Scientifically heat-treated like 
the Allen safety set screw; threads 
die cut, accurate in pitch and perfect 
in lead. 


The hexagon wrenches give greater 
purchase than any screw-driver in a 
slotted fillister. And firmer leverage 
than projecting-head screws; no cor- 
ners to round and allow wrench-play. 


Catalogue with its size and 


We'll gladly send it, with 


any further information that would help you personally. 


THE ALLEN MANUFACTURING CO. 


143 SHELDON STREET 


3RANCH W. C. Stauble 
: 2909 Waverly St. 
Detroit, Mich. 


OFFICES: Evanston, 





R. E. Gregory 
1029 Wesley Ave. 


HARTFORD, CONN. 


E. P. Crawford Ww. 
3348 N. Park Ave. 
Philadelphia, Pa. 


J. McRae 
320 Market Street 
San Francisco, Calif. 
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Y the fraction of a second—Safe! An 
error of judgment would have lost the 
run. But accuracy of judgment saved it. 


That's baseball. 


Equal accuracy of judgment should be used 
in the selection of hoisting equipment. 


To the jobber, home runs are satisfied cus- 
tomers and greater profits. 


To the customer, home runs are depend- 
able hoisting service at minimum cost. 


“IDEAL” Products, Policy, and Prices are 
planned to win more sales for jobbers and 
more value for customers. If you want to 
play SAFE, back your judgment with 
FACTS! 


Investigate. 


DEAL 


Spur-geared Chain Hoists 
Differential Chain Hoists 
Ball Bearing Trolleys 
Roller Bearing Trolleys 
Cranes, etc. 


Sold Through Jobbers Only 


THE DICKERMAN 








Horst MFG. Co. 











A COMPLETE LINE OF CAP 
SCREWS, SET SCREWS, S. F. 
NUTS AND MILLED STUDS 


ONG EXPERIENCE tells us what the mill supply 
~ dealer want:—and we see that he GETS !T—and 


cooperation besides. 
Made Right —Heat-T reated. 
able. High Tensile Strength. 


Screws Case Hardened. 


Big Stock—2000 Sizes and Types always in stock. No 
substitution or excuses on rush orders—just prompt 
delivery of Accurate-Count CLEAN Products. 

Packed Right-—Dipped to prevent rusting, and packed 
in oil-proof, 6-ply, clearly labeled cartons, double- 
stapled and double-braced. Easy to stock, handle 


and sell. 


Accurate and Depend- 


Bright Finish. All Set 


and PRICE Right, too— Write Us 


Th Cleveland Wrought 
. Products Co. 


West 58th Street and Denison Avenue 
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A MESSAGE TO JOBBERS 


COMPARISON 


Would you use your 
competitor's catalog, cut 
off the headings, and 
stamp your name on the 
cover, and expect it to sell 
merchandise you stock 
and have to offer? Surely 
you would not. The 
CUNEO-BUILT catalog 
is strictly individual and 
compiled to represent 


There is only one way to build a catalog right—the 
catalog compiled and printed right will bring more 
business to the jobber, it will mean more to the 
dealer, and he will use it oftener, because it will dis- 
play in an intelligent manner those items, and only 
such, as the jobber stocks and desires to sell. 


Our years of experience in the catalog field has 
taught us how to compile and print catalogs best suited 
for each particular jobber, how to build them eco- 
nomically for him, assuring quicker and better serv- 
ice, and producing a catalog that will really sell more 
merchandise. 


SUPERIOR CATALOGS 








your stock and wares ex- 
clusively. The kook pre- 
pared by us will help 
increase your profits 
many times its cost; it 
will pay for itself over and You do not find them scattered all through the book 
over. as in many catalogs. 


All your lines, through our method, are shown in 
their proper and respective places, which helps the 
salesmen as well as the dealer in locating products of 
similar nature. 


CONTINUOUS LOOSE-LEAF SERVICE 


We have a special Catalog Service Department which continues, if you so desire, 
catalog service on your loose leaf books. With this service your house and salesmen’s 
books remain their size—never get bulky—never stuffed with a lot of manufacturers’ 
inserts, and are always up-to-date. This is only another way we co-operate with the 
jobber, not only during the preparation of his catalog, but during its entire life. 


NO “EXTRAS” UNDER THE CUNEO SYSTEM 


Under the Cuneo system there can be no “‘extras’’ to swell the price of your book. 
It will be well to remember this when buying your next catalog. Our prices on cata- 
logs are never higher than those covering less efficient catalogs, and considering the sell- 
ing merits of a Cuneo-Built catalog with those of any other book, they are beyond 
comparison. 

We will be pleased to submit samples of our style and class of work, without the 
least obligation on your part. 


Write Us for Samples 


THE CUNEO CATALOG SERVICE COMPANY 


2242 Grove Street CHICAGO, ILL. 
{a~»_ 
\ 
~©- 
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Joint Meetings of 


Three Associations 


The First Meeting Called Out Widely Different Views from R. M. Gatt- 


shall and Alvin M. Smith—‘‘Is the Dealer Definitely on the Defensive?” 


The first joint meeting of the three associations was 
called to order promptly at 9:30 o’clock on Wednesday 
morning, June 15th. President Brisbin, of the American 
Association, took the chair temporarily, acting for Presi- 
dent Larzelere of the Southern who was 
momentarily detained. Mr. Brisbin congratulated every- 
body on the fact that the Tuesday 
attended by hundred percent of 


Association, 


meetings 
the 


were 


one membership 


iy 





The New Presidents. Left to Right—Edward P. 
Welles (National), Robert B. Skinner (American), 
T. C. Keeling (Southern). 


present on the boat. 


This was as expected, as big things 
were in the making. 


President Larzelere then appeared and took charge of 

the meeting, presenting H. F. Sutton, Sutton-Osborne 
Supply Co., Asheville, to present the topic “How can the 
manufacturer assist the distributor?” Mr. Sutton con- 
tended that the first requisite was prompt service and 
quality goods, with the relationship established as a 
partnership, and with full co-operation from both sides. 
He believed there should be a closer inspection of all 
products before they left the factory, and suitable prices 
should be maintained as far as humanly possible. As to 
advertising, it was his belief that too much literature 
was furnished by the manufacturer. Much of this litera- 
ture and advertising should be directed toward selling 
the consumer. Missionary men were all right if they 
were well trained, and if they were good mixers and 
instructors of dealers’ salesmen. 
Mr. Sutton’s belief that dealers should stick 
closer to trade marked articles, as price cutting was a 
constant temptation anyway, and particularly true in 
case a dealer pushed private brands, giving him an edge 
over the trade marked brands of the manufacturers, as 
he could make his own prices on his own goods. Mr. 
Sutton acknowledged that the privilege of making direct 
shipments was oftentimes abused, as it saved the dealer 
considerable work and reduced his inventory. He was 
convinced that the habit of manufacturers going out and 
taking big orders direct from consumers, was a vicious 
practice. The only thing to do in that case was to cut 
out that manufacturer’s line, wherever the same prices 
were made to the dealer and the consumer. The only 
way to do was to stand by the manufacturer who played 
fair, and throw out the line of the manufacturer who 
frequently went direct to the consumer. 

E. P. Welles, Chas. H. 


It was 


Besly & Co., Chicago, then 


spoke on the topic “How can the manufacturer assist the 
distributor?” As a fundamental Mr. Welles laid down 
the proposition that there should be no competition be- 
tween them, and that the dealer should be guaranteed a 
living profit. He believed in supporting the legitimate 
dealer to the limit, and that meant cutting out the 
brokers. 

The question of a resale price, with adequate profit, 
Was up to the manufacturer. It was his experience that 
the dealer was generally willing to maintain resale prices. 
As to assistance, he believed in missionary men, but they 
must be of a high class, and must make definite dates 
with the dealer to avoid confusion, and must keep their 
appointments promptly. He believed that cash discounts 
should be uniform. It was also Mr. Welles’ belief that 
manufacturers should be 
new distributing houses. 

Then Harry H. Smith, The Strong, Carlisle & Ham- 
mond Co., Cleveland, asked Mr. Welles what he consid- 
ered an adequate profit for the dealer. Mr. Welles’ reply 
was that in setting up a case of a typical supply house 
doing a million dollars worth of business annually, he 
estimated salaries would take $150,000, and rent $15,000, 
which, added to the amount needed for dividends, ete., 
would require a gross profit of $230,000, on a cost basis 
of 20 percent, plus. Mr. Welles stated that he had cov- 
ered this matter in detail in his address before the 
National Association meeting Tuesday morning. This 
detail will be found elsewhere in this issue. Mr. Welles 
was convinced that no boom in business was possible on 


slow in assisting in creating 


Left to Right—Don 
Brisbin (American), B. H. Ackles (National), L. J. 
Larzelere (Southern). 


Retiring Presidents. 


falling commodity prices, nor was a panic possible with 
money loaning in New York on a four percent basis. 

Hugo Weidman, National Tube Company, Pittsburgh, 
brought up the question of how to properly take the two 
percent discount where freight was prepaid. Mr. Welles 
made the point that discount should never be taken on 
anything but the actual cash remitted. 

C. A. Elderfield, Elderfield-Hartshorn Hardware Co., 
then asked what business Wm. L. Goodwin was engaged 
in, as Mr. Goodwin had delivered the opening address 
Monday night, and had been busy answering various 
questions relating to distribution problems. Mr. Good- 
win stated that he had for many years been engaged 
in distributing electrical supplies, and managed a chain 
of distributing houses in the Pacific Coast territory, 
and after building the business up to a large volume 



















Receding Die Stocks 
Three sizes— 








hundred days a year, for 

thirty-three years the 
Oster organization has con- 
centrated wholly and solely 
on pipe-threading. That’s 
why your customers are as- 
sured satisfaction when they 
buy any piece of Oster equip- 
ment — why it’s easy to sell 
them their first Oster, easier 
to sell them their second. 


| Dae hours a day, three 

























= come from quick first 
sales and then repeat sales to 
satisfied users. That’s the reason 
sO many supply houses are stock- 
ing—and selling—the Oster line. 
They’re finding it the fastest selling 
line of pipe-threading equipment. 
Why? Because it’s the most com- 
plete line of pipe-threading tools 
in the world—there’s a size and 
type to fit every requirement. 
And because every piece of Oster 
equipment saves the user time, 
labor and money. It’s a selling 
combination you can’t beat. Write 
now—today—for the latest Oster 
catalog. It’s the authority in the 
pipe-threading equipment field. 
THE OSTER MANUFACTURING CO. 
2087 East 61st Place : Cleveland, Ohio 
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had sold it to the General Electric Company. He then 
traveled for that company, visiting branches and partly 


owned supply houses. Selling costs in these houses 
ranged from seven to twenty-three percent. He was posi- 
tive that the dealers were an economical factor, and 


could not be eliminated from the industrial picture. He 
found in answering questions that too many applied 
generalities to specific cases. There was no such thing 
as setting up general averages on an entire line, as there 
were widely varying costs. It was regretful that while 
some manufacturers and dealers were partners, many 
were competitors. In his Pacific Coast electrical supply 
business they set up forty-five divisions, and in addition 
countless sub-divisions, and constantly sought costs in 
all divisions. Dealers must know the individual costs of 
various products, and then—know the cost of distribution 
in various territories. It is his belief that jobber, dealer 
and distributor are all different, operating on a differ- 
ent cost basis. At this point George Puchta, Queen City 
Supply Co., Cincinnati, stated that distributor, dealer, 
jobber and retailer were all the same in the mill supply 
business, as they were all retailers in fact. No answer 
was made to this proposition, and evidently there is as 
much confusion as ever as to what to call the mill supply 
houses. 

R. M. Gattshall, advertising manager, Republic Rubber 
Co., Youngstown, then took up the subject of “How can 
the distributor render better service to the manufac- 
turer?” Mr. Gattshall’s main point was that the dealer 
is practically on the defensive, and he spoke substantially 
as follows: 

GATTSHALL’S 


R. M. ADDRESS 


I feel that I ought to be embarrassed, instead of fright- 
ened, because I realize there are those present who have 
succeeded socially, politically, and financially, and, for me to 
make suggestions to men of that type may seem anything but 
modest. However, the thought of helpfulness to the industry 
has always been the moving inspiration, so there is no real 
need for shame. 

I want to submit for your consideration the thought that 
the jobbing industry is on the defensive, and as a result, any 
manufacturer who depends entirely upon jobbers for distri- 
bution, is also on the defensive. 

In making that statement, I’m not talking about mill 
supply jobbers or of any classification of jobbers or manufac- 
turers, but just about the jobbing industry. 

If the premise is correct, then consideration of plans for 
helping one another are surely something manufacturers and 
jobbers are justified in discussing. 

Because I’m interested in the welfare of a manufacturer 
who sells through mill supply jobbers, and am therefore 
interested in the welfare of mill supply jobbers, is simply 
incidental, and could in no way change the facts of the case. 
If you keep that thought in mind, you will find it difficult to 
credit any effort made to open up the facts anywhere, except 
where it belongs—namely a proven desire to share in the big 
task of changing these conditions. 


KNOW MIDDLEMAN IS A NECESSITY 
We all know that the middleman is a necessity. It has 
been proven so often by economists that it is basic. How- 


ever, the fact that some agency, functioning as a jobber, 
must exist in order to keep our commercial world from going 
topsy-turvy, doesn’t prove that the jobber can’t be eliminated, 
and that’s what we want to look out for. 

Just bear in mind, please, that regardless of what kind of 
a system of distribution holds sway, production will of 
necessity hold a place in the picture, so if some manufac- 
turers choose to play with the losing side for a time, they 
can reasonably hope to continue life by swinging into line 
when the fight gets too hot, but can the jobber do that? 

Possibly he can, but don’t overlook the mortality figures of 
certain classes of jobbers, and doesn’t it seem easier to lock 
arms with the friendly manufacturers and give battle to the 
newer systems that threaten? 

This seems doubly sensible when you consider that the 
greatest trouble is internal strife among jobbers, which of 
course can be corrected. Manufacturers generally, won’t 
recognize the full power jobbers possess until some force 
shows itself among jobbers that looks like stabilized strength. 
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That strength, when it appears, will be a unity of thought 
and action which will make certain demands upon production 
so reasonable that manufacturers will be glad to become a 
part of the movement. 

To my mind, the distributor’s desire to render better serv- 
ice to the manufacturer is synonymous with his actual and 
present need. I see in the answer to that question a necessity 
for considering his own welfare first, because the things that 
help him will automatically help the manufacturer. Remem- 
ber that oft repeated quotation? 

“Unto thine own self be true, and it must follow as the 
night the day, thou canst not be false to any man.” 

Nearly every question of prominence, propounded by either 
the manufacturer or distributor, is one concerning distribu- 
tion, and I believe the evidence at hand justifies the state- 
ment that the jobbing industry is on the defensive. Let us 
look: 

Ist—Take note of the jobbers who have gone out of busi- 
ness, or are in distress. 

2nd—Watch the figures quoted as 
earnings, or lack of them. 

3rd—Read newspapers, trade journals and listen to the 
speeches made by association officials as well as prominent 
jobbers of every classification, and foremost in all of this is 


representing jobbers’ 
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R. M. GATTSHALL, AS HE SAILED 


noted that some agency 
the jobber’s profits. 

ith—I)o not overlook the growth of chain stores and their 
spread from ten cent novelties to standard items wanted by 
the public. In the June issue of Good Hardware is an article 
captioned: “The chain store is now a factor in hardware 
retailing.” It says that hardware sales in syndicate stores 
increased 12 percent in 1926, doing a total of 7 percent of 
the hardware business. Further that Woolworth, Kresge 
and the Grant stores devote from 15 to 40 percent of avail- 
able space to hardware. 

MAIL ORDER RETAIL OUTLETS INCREASING 

5th—Watch the spread of retail outlet stores, by mail order 
houses. Sears, Roebuck & Company have stores in Chicago, 
Philadelphia, Kansas City, Dallas, Seattle, Evansville, Marys- 
ville, Kansas, and Memphis. Montgomery Ward & Company 
have units in Chicago, Kansas City, Portland, St. Paul, Oak- 
land, Fort Worth and Baltimore. Mr. E. A. Filene, well 
known department store man of Boston, points out in the 
May issue of Nation's Business that there are over 50 types 
of products handled by chain stores which department stores 
are selling. He says: “What will happen to the wholesaler 
and the middleman as this movement toward chains grows? 
Already we see signs of what is happening. Nearly all of 
these new forms of retail distribution buy direct, and as a 
result wholesalers and other forms of distributors are having 
difficult times. We know what is happening to grocery 
wholesalers. We know also that two great dry goods jobbing 
houses—one in New York and one in Chicago—have recently 
gone out of business.” 

6th—Note the way warehouse systems are springing up, 
even being invited and urged to come into localities by Cham- 


is subtracting substantially from 
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must interest = 


you as the man re- 
sponsible for specifying the 
valves and fittings. We know 
from long experience that drop 
forged steel is better than any~ 
other metal for high pressures and 


temperatures. Many of the large power plants, oil refineries and other industries where safety, 
strength and accuracy are vital, have adopted VOGT as standard. There is a drop forged steel 
valve and fitting for every need and a large stock is always carried on hand in every size for 
immediate shipment. We have prepared a complete illustrated catalog showing the entire line 
of Vogt Drop Forged Steel Valves and Fittings which will be sent upon request. 
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bers of Cemmerce. On June Ist I received from the Ware- 
house Securities Corporation a booklet, which says: “The 
Warehouse Securities Corporation proposes to American 
— rs the following definite program: 

—The physical distribution and spotting of stocks of 
goods in strategic distribution centers in the United States. 

“2--The loaning of the Corporation’s money on spot stocks 
which are in its warehouses. 

“2_ Cooperative effort with all producers in marketing and 
distribution plans and costs.’ 

They say: “Little evidence is needed to prove that practi- 
cally every line of business is feeling the effects of hand-to- 
mouth buying. Whether this. is caused by the growth of the 
chain stores, or by a new economic urge, the fact remains 
that the condition is upon us and that it must be met by 
changed methods of distribution, and the only distribution 
agencies which are available today to all manufacturers are 
public warehouses.’ 

These are competitive distributing systems to the jobber, 
and their steady increase in volume and profit is as notice- 
able as are the jobber’s decreasing profits. 

Tth—Note the growing complaint regarding direct selling 
which is the result of manufacturers’ dissatisfaction with 
distributors’ representation, and their being converted to the 
selling ideas of distributors’ competitors. 

8th—Let me again call your attention to the questionnaire 
I submitted to the largest newspapers in the country last 
September, in which I asked: 

First—From what you are able to observe would you con- 
clude that there is a growing tendency among dealers and 
consumers to buy direct, rather than through distributors? 

Second—Is it your opinion that distributors are necessary 
and economical sources of outlet? 

It’s particularly noteworthy that 90 of the largest papers 
were interested enough to make lengthy replies, many send- 
ing men out to interview consumers, dealers, distributors and 
manufacturers before committing themselves. The Chicago 
Tribune called a meeting of its staff; replies came from the 


New York Times, the Hearst papers from coast to coast; 
Cleveland Plain Dealer, Brooklyn Eagle and in fact from 
real representatives of and molders of public opinion. 


REPLIES TO NEWSPAPER INQUIRIES 

In repiy to the first question 65 said “yes,” 
away from distributors; 15 said “No,” 
themselves. 

In reply to the second question, 60 
butor is necessary; 17 said “No,” he 
commit themselves. ee 

It really makes litle difference what the distributor thinks 
of himself—above is a popular opinion expressed of what 
the public thinks of him, and after all the distributor must 
get his living from the public. 

I want to make it plain right here, that not one of these 
papers receives a single line of advertising from us, and, in 
our questionnaire we plainly stated that we had no intention 
of advertising with them, so their answers were not based on 
a hope of gain. 

%th—I wanted to get some evidence from the retail dealer, 
so I sent a questionnaire to about 7,000 retail hardware deal- 
ers, in which I asked them whether they purchased their 
rubber goods direct, through the hardware wholesaler or the 
mill supply jobber, and how much. 

I received about 1,600 replies, showing a potential pur- 
chasing volume in excess of $1,000,000, but with an average 
yearly requirement of about $700. You know as well as 
do that this small amount was not even ordered at one time, 
so naturally would cost less handled through a jobber than 
a manufacturer, but at that, more than half of them said 
they bought direct. 

Up to this point, Mr. Gatshall has been quoted ver- 
batim. He then presented phases of the survey covered 
in subjects 10, 11, 12 and 13, but all to the same effect. 
In No. 13, however, he rons out the fact that his 
company’s salesmen called upon hundreds of consumers, 
because of their policy of trying to sell these consumers, 
although shipping through a distributor. He stated that 
it was a matter of surprise how often salesmen said that 
these consumers would not consider the distributor, but 
bought direct. Mr. Gatshall then continued: 


14th—Since the first of the month, I have sent a question- 
naire to a large list of consumers in which I asked: 

1—l)oes the mill supply distributor give you any real rea- 
sons why you should buy of them? 

2—I)o you consider the mill supply distributor economical 
and necessary? 


there is a swing 
and 10 did not commit 


said ‘Yes,’ 
isn’t, while 


the distri- 
13 did not 
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3—Do you buy more from the manufacturer? 

To date I’ve received 500 replies. 

To the first question, 258 said “Yes,” the mill supply dis- 
tributor does give us real reasons why ‘we should buy of him, 
and 222 said “No,” he does not. 

To the second question, 310 
necessary, but a good many said “not economical.” 
that 185 said “No,” he isn’t necessary. 

To the third question, 265 said ‘“‘Yes,” 
214 said “No,” we don’t buy direct. 

Now in an abridged way I’ve given you a very few of the 
many available reasons for saying the jobbing industry is on 
the defensive. 

The baffling part of all this is that it’s generally admitted 
that the jobber is necessary and economical, so why should 
he be on the defensive? 

The natural conclusion is that either he isn’t as necessary 
as we think he is, or else the tie-up between him as an outlet, 
and the manufacturer as a source of supply, isn’t what it 
should be. 

This thought brought out this question: What could each 
do for the other if a close working arrangement were desired, 
and it is well to note those questions are before this con- 
vention today. 

“How can the manufacturers assist the distributors?” 

“How can distributors render better service to the manu- 
facturers? 

If a successful plan of operation is ever put into effect, 
those two questions must be answered. 

To make a conclusion less difficult I took the generalities 
out of it and propounded the question to myself in this way. 

Supposing I were going into business, any business, had 
picked my location and knew plenty of volume was there; 
had carefully picked my source of supply and was satisfied 
with both the quality and prices. Suppose I was putting my 
own money into the business, all of it, and had to make good. 
Suppose my source of supply was as interested in my making 
good I was and said to me: “Gattshall, we want to help 
you, what do you want us to do?” What would I ask for? 

The question sounds simple, and offhand it sounds silly, 
but—make mental note of it—be as fair with the source of 
supply as you want them to be with you and try for the 
answer. What would you ask for? 

Let’s leave that one for a minute and look at another. I 
am in business, my territory is right, my goods are right, my 
prices are right. Just what reasons have I for expecting peo- 
ple to buy of me? 

Have I the best merchandise? 

Have I the best prices? 

Have I the best service? 


” 


said “Yes,” we consider him 


Note 


we buy direct, and 


NO CONCERTED EFFORT TO FEATURE 
Remember now, 


SERVICE 

it’s honest information I am after. Have 
I those things? You know as well as I do, no such combina- 
tion is extant. All right then, just what have I to sell? 

The best answer I could get was this: My best reasons for 
expecting business are purely institutional, and if I could 
get my source of supply to help me impress them upon my 
sales force, my trade and prospective trade, then a channel 
would be cut for the merchandise to flow in. If my source 
of supply sold me and—I sold his merchandise, it would be 
a real selling combination. 

This, then, suggested something definite that could be done, 
and the next step was the gathering together of institutional 
data which would be sooliceide to all. Wasn’t it natural to 
go to jobbers themselves for this material, to look at their 
catalogues, to scan their circulars, sales letters and adver- 
tising? Take a mental picture of what is used—does it deal 
with functions? 

You know, gentlemen, that if the distributor admits his 
best reason for expecting business is because of the service 
he renders, and if he admits buyers are not fully acquainted 
with that service, then he tacitly admits he isn’t using his 
best arguments to procure business. 

On the other hand, if distributors insist buyers do know all 
about the importance of distributors and still do not support 
him, then their service is not the business winner we think 
it is. 

Every bit of evidence I could gather impressed me with the 
thought that distributors were important because of their 
service, and yet, no concerted effort was being made to fea- 
ture this service, so, I decided to quiz distributors them- 
selves in an effort to discover whether I was wrong. 

I knew that if a manufacturer addressed distributors, the 
effort would be wasted, because it would be construed as 


asking them to turn our grindstone, so, we asked for and 
procured the help of Mr. George Fernley, secretary of the 


Association. We believed that a letter addressed to 
(Continued on Page 109) 
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National Considers Vital Problems 


Addresses by President Ackles and Others, Secretary’s Report, 


Discussions and Adoption of Council Plan at Opening Meeting 


The first meeting of The National Supply and Machin- 
ery Distributors’ Association was called to order by 
President Ackles shortly after 9:30 o’clock on Tuesday 
morning, June 14th. 

In opening the meeting Mr. Ackles extended a wel- 
come, told briefly how the triple convention this year had 
been brought about, urged all to take an active interest 
in all topics and declared, ““We men in the supply busi- 
ness know no such word as failure, therefore this con- 
vention will be a success.” 

President Ackles then launched into his 
dress, which was, in the main, as follows: 


annual ad- 


PRESIDENT ACKLES’ ADDRESS 

In opening this, our twenty-second annual convention I 
trust you have all come with the idea of discussing ‘How 
the Distribution of Mill Supplies Can Be Made More Profit- 


able.” 


I am particularly pleased to welcome our associate mem- 


bers, and it is my earnest hope that they will feel free to 
actively enter into our discussions, because, to my mind, 
our problems are mutual, and it is my idea that in the mill 


supply business we want, to an increasing degree, to look upon 


the manufacturers as the producing department and the 
distributors as the selling department. 
It is my personal idea that in order to secure the best 


results from any business, the various departments must be 
co-ordinated and must co-operate along broad, liberal lines. 
There must be a spirit of mutuality and a desire on the part 
of one department to help the other. The production depart- 
ment should not interfere with the sales department nor 
endeavor to usurp its functions; neither should the sales 
department endeavor to tell the manufacturing end how it 
should handle its problems. 

During the last year, there has been continued a some- 
what hackneyed discussion as to whether the distributor is 
essential, and at this time I wish to announce that the time 
has arrived for a cessation of any such discussion. The de- 
velopments of the last ten years, and particularly the present 
hand-to-mouth buying, have indicated to all that the distribu- 
tor in the mill supply field is performing a most essential 
function on the most economical basis possible. 

DISTRIBUTOR NOT PERFECT 


Do not think, gentlemen, that I claim the distributor is 
perfect. We are not. We have our faults and our short- 
comings, and at this convention we want our associate mem- 


bers to be very frank and free in presenting their construc- 
tive criticism. At our convention in Atlantic City last year, 
our associate members were very helpful, and all of our 
members went away from the convention better 
equipped to more intelligently distribute goods. 


active 


Many of our problems are made more acute by increased 
overhead and unusually keen competition. For that reason 
membership in our association is an asset of inestimable 
value. It enables us to exchange opinions throughout the 
year and gives us the opportunity to assemble annually to 
discuss methods for most efficiently handling our problems 
instead of struggling with them as best we can individually. 

I do not believe I exaggerate when I compare these meet- 
ings to post graduate courses in the science of improved 
business conduct. It is my earnest hope, therefore, that you 
will regard our business meetings as such and participate 
freely in all discussions. One or two valuable ideas obtained 
at our conventions are frequently worth many times the cost 
of membership, and I sincerely trust no one will allow a 
natural reluctance to speak before an audience to deprive us 
of his views or opinions. 

SUPPLY HOUSE DISTRIBUTION BEST 

As IT previously stated, competition is unusually keen. We 
have many new problems, of which distribution is undoubt- 
edly one of the most important. New methods and alleged 
short cuts have been attempted in our industry and in others. 


I am convinced, however, that such experiments are in 
vast majority of instances proving costly and ineffective and 
in the end will conclusively demonstrate the true value 
effectiveness of the service rendered by distributors in 
taining wide distribution in a most efficient and economical 
manner. Sound reasoning is gradually replacing the hysteria 
that was responsible for many unwarranted and unjust 
criticisms of the distributor. 

These problems will be considered during our present con- 
vention and I desire to suggest the importance of approach- 
ing them with an unbiased mind and with a full appreciation 
of the fact that satisfactory progress can be made only 
through sound reasoning and the application of equitable and 
just principles. We must also keep fully abreast of the 
times, and if we are to succeed, we must adjust our business 





NATIONAL ASSOCIATION AT FIRST SESSION 


to the new conditions instead of relying upon accomplish- 
ments of the past. 

Since our last convention general business conditions have 
remained sound and many industrial and financial leaders 
indicate that we can look toward the future with confidence. 
For many months car-loadings have indicated a tremendous 
distribution of merchandise. Freight carried by our rail- 
roads during the fall and early winter of 1926 shattered all 


previous records. At the close of the year there was the 
usual decline. This, however, was for a very short period 
and car-loadings continue unusually large. Despite this 
tremendous movement of merchandise, stocks are reported 


light in most industries and many interpret that fact as 
indicative of a steady but very rapid consumption of mer- 
chandise, which insures sustained demand. 
SPIRIT OF OPTIMISM SHOULD PREVAIL 

Financial conditions are declared satisfactory. Our banks 
are supplied with funds sufficient to finance all legitimate 
enterprises without strain. Moreover, labor is well em- 
ployed, and current wages, according to a recent estimate by 
the United States Department of Labor, average approxi- 
mately 153 percent, compared with the 1913 level. 
employment at high wages has provided the people of this 
country with funds sufficient to supply their current require- 
ments generously and accumulate a reserve as protection 
against less favorable conditions. 


Steady 


[ believe, therefore, we should approach our problems in a 
spirit of optimism and give our best attention to the keynote 
of this convention—‘*How Can the Distribution of Mill Sup- 
plies Be Made More Profitable?”—to the end that we may 
be able to enjoy a greater share of the prosperity in our 
country. 

Before reading the secretary’s report, George A. Fern- 
ley, in commenting on one of Mr. Goodwin's statements 
during his address of the evening before, remarked that 
reports from forty-two houses showed an average over- 
head expense of 211 3 percent, and stated that he did 
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TO MILL SUPPLY DEALERS: - 
SABECO Bearing Bronze has now been on 


the market for about five years. During this time it 
has been adopted by some of the largest and best 
known manufacturers for use in their product. We 
are now starting on a national advertising campaign 
which will tie SABECO in with these manufac- 
turers and should create a demand for solid and cored 


bars of SABECO Bearing Bronze for general ma- 


chine tool maintenance. 


We feel that under these conditions we are 
able to offer jobbers and mill supply houses a very 
attractive proposition. We will be very glad to fur- 
nish further information and references to interested 


jobbers. 


FREDERICKSEN COMPANY 


932 S. Water Street Saginaw, Mich. 
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not think that overhead could possibly be reduced below 
18 percent. 

In his report Secretary Fernley discussed briefly the 
work of the association regarding overhead expense re- 
ports and urged members to participate in the prepara- 
tion of these reports and in offering constructive sug- 
Speaking of the value of the service of the 
distributor, he said, in part: 

“We believe the educational work conducted by our 
association is producing concrete results and that the 
value of the service performed by distributors as well as 
their economic importance, is more generally recognized 


gestions. 


79 





to give close attention to the ill effect and demoralizing 
influence of price cutting and spoke briefly of the results 
that would follow persistent price cutting. 

Speaking of direct competition and supervision of dis- 
tribution, he told of the brochure, “The Legal and Eco- 
nomic Aspects of Direct Selling,” which was prepared by 
Felix H. Levy, Esq., especially for the association and 
distributed to members, which explains rights of buyers 
and sellers in their individual relations with one another; 
and discussed briefly the legal aspects of the situation. 
He said the tendency of some manufacturers to consider 
houses in certain other lines as potential mill supply 
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A FEW OF THE GOLFERS WHO DID THEIR STUFF AT THE MIDLAND GOLF AND COUNTRY CLUB 


and admitted. As it is learned that wide, general distri- 
bution can be economically and efficiently obtained only 
when the services of the distributor are utilized to the 
fullest advantage, unwarranted criticism and unsound 
attacks are being displaced by a more friendly attitude. 
Better understanding of the problems of distribution is 
producing a more favorable psychology; and, a greater 
willingness to co-operate with the distributor is sup- 
planting the tendency to find fault, which existed a few 
years ago. 

“This change in psychology will accord the distributor 
the just recognition he deserves. It is developing in 
many industries and at present is receiving more serious 
thought and consideration than at any time during the 
last ten years.” 

“Various reports received by our office regarding 
business conditions for the last vear indicate that volume 
Was in most cases satisfactory, but that net profits were 
disappointing,” said Mr. Fernley later. “According to 
these reports, there are several reasons for lack of a 
satisfactory net profit, some of which are: Price cutting 
among distributors, direct competition of manufacturers, 
excessive overhead expense, the establishment of new 
distributors.” 

Mr. Fernley stated that the association is continuing 


houses and to assist them to enter the business of selling 
mill supplies is deplored as unsound. 

“Conviction has been expressed in many quarters that 
a tendency to over-emphasize service has been developed 
in connection with hand-to-mouth buying,” said Mr. 
Fernley. “The importance of service and quality as con- 
trasted to the price appeal is recognized, but the point 
made is that service can be overdone. When the demand 
for service becomes excessive, it adds materially to the 
cost of doing business and inflates overhead 
reason.” 

Mr. Fernley alluded to the work being done by the 
association in co-operating with the joint congressional 
committee on internal revenue taxation regarding im- 
provement and administration of the internal revenue 
law, particularly as regards the income tax. He said 
that it had been suggested that salesmen’s compensation 
methods be again brought to the attention of members. 
In connection with the association’s co-operation with the 
Division of Simplified Practice he said that Retiring 
President Ackles is a member of the planning committee 
of the division, and that it is hoped much will be accom- 
plished through a special committee on simplification 
appointed by him. 


beyond 


Regarding collection of delinquent accounts, he said 
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—writes Charles F. Martin, 


in“The Power Specialist” 


’ I ‘HE endurance prize of the pack- 
Ing world woes to a Set of Sea 
Rings captured alive in the stuffing 


boxes of Chief Engineer 
Martin’s pumps. Here’s what he 


one ctf 


says about them: 
“Please let me submit to your 
“Oldest Sea Ring Packing Contest’, 
the record of our International Steam 
Pump Company’s No. 76896, 7" 
8") Vertical triplex, single acting 
plunger pump, driven by a 20-H. P. 
motor, 

*Johns-Manville Sea Ring Pack- 
ing was installed in this pump Sept. 
10, 1915. 

*“This pump has been overhauled 
twice during this time and the same 
Sea Ring Packing was used over and 
time. “The 


over each runs 


pump 





from twelve to sixteen hours per day, 
and pumps on an average 125,000 
gallons of water per day against an 
elevation of 252 feet. 

“A notable thing about this pack- 
ing is that the plungers have never 
needed to be trued up, although 
several babbitted bearings have been 
worn outand needed to be replaced. 
The plungers on this pump and the 
Sea Ring Packine are still in fair 
condition and apparently good for 
several more years of heavy service.” 

Of course, all Sea Rings don’t 
last as long as Mr. Martin’s 
ditions vary too much. 


con- 
2 : 7 
Sut time 
after time Sea Rings have proven 
their ability to outlast ordinary pack- 
ings, not just by weeks, but by 
months and years. 
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A “Power Specialist” prize went to 
Chief Engineer Charles F. Martin, 
Boys’ Industrial High School, Lan- 
caster, Ohio, for his eleven vear old 
Sea Ring 
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that during the year 468 accounts had been placed in 
the hands of the association, totaling $34,456.77 and that 


incomplete returns indicated that $19,102.63 had been 
paid. He urged members to make use of the credit 


bureau of the association, and recommended the charg- 
ing of interest on past due accounts. Considerable head- 
way has been made in the formation of local and sec- 
tional associations, he stated. Members were urged to 
take advantage of the service provided by the Overstock 
and Goods Wanted Bulletins sent out by the association. 
Headway has been made in the association’s efforts to 
induce manufacturers, not already doing so, to allow the 
usual premium of 2 percent, ten days, and the bolt and 
nut situation is receiving the close attention of the asso- 
ciation, Mr. Fernley stated. He called attention to the 
fact that members had been asked to express themselves 
as to whether they believe cash discount should be de- 
ducted before or after freight allowance, since the Do- 
mestic Commerce Division of the Department of Com- 
merce is attempting to determine which is best. 

Mr. Fernley said it was his belief that manutac- 
turers who persistently introduce lines with suggested 
resale prices which are inadequate will find their market- 
ing and distribution problems becoming more complex 
and increasingly difficult. 

WITH 


RELATION TO ASSOCIATE MEMBERS 


Referring to associate members, 
spoke as follows: 
The co 


terest 


Secretary Fernley 
operation of our associate 
in the work of our association 
Affiliation with us is an expression of their conviction that 
the distributor is the most efficient and economical agent for 
distributing supplies and machinery and we wish to again 
remind them that membership entitles them to 4 
advantages and facilities of our association except 


to hold office. 


members and their in- 


is sincerely appreciated. 


iE 


During the past year many have freel 
ized the office of the association, and we believe th y ’ 
ize that the secretary-treasurer is at all times availa 


consultation 
mutual ¢ 
ate to 
render ev 
freely wit 
they wish 

As wa 


selling policies or other matte) 
feel, nevertheless, it ix quite 
remind them of the desire of our officers to 
ery possible service, and urge them to correspond 
h us on all matters of to them, or which 
brought to the attention of our active members. 
out by President Ackles when it was de 
cided to admit manufacturers to associate membership for the 
purpose of encouraging more wholesome co-operation, ex- 
perience has clearly demonstrated that the prosperity of the 
manufacturer and distributor is so closely interwoven that 
one cannot suffer without the other being adversely affected. 
We feel certain closer co-operation will do much to minimize 
many of our problems, some of which are undoubtedly pred- 
icated on misunderstandings. By meeting with each other 
and exchanging opinions we are able to better appreciate 
our different points of view, and, through that understand- 
ing, work more intelligently toward the establishment of 
more satisfactory conditions within our industry. 
The spirit of co-operation manifest by our associate mem- 


regarding 
oneern. We appropri- 


again 
interest 


pointed 


bers is sincerely appreciated by the officers of our associa- 
tion, who are most anxious to further this phase of our 
work. They know an efficient, effective organization must 


function actively at all times, and we wish to extend a most 
cordial welcome to all associate members with us at this con- 
vention and urge their continued interest and co-operation 
throughout the coming year. 

Mr. Fernley reported that the directory of members 
will have wide distribution throughout the trade when it 
is completed. He said that the association has co-oper- 
ated with the National Council of Traveling Salesmen’s 
Associations to secure the repeal of the wartime surtax 
on Pullman seats and sleepers. He said that literature 
of interest and value to members had either been dis- 
tributed or attention called to it. He then referred to 
the death of the late W. M. Pattison, of The W. M. Patti- 
son Supply Co., a former president of the association, 
and called attention of members to the fact that the 
electrotypes of the new association emblem are available, 





without charge, for both active and associate members. 

After thanking all those who have been of assistance 
to him, Mr. Fernley urged members to use the associa- 
tion to the utmost, and said, in conclusion: 

“Close co-operation between members of any associa- 
tion makes membership a more valuable asset, enables 
the association to grow, to render greater service, and to 
become an increasingly important factor in the success- 
ful development and expansion of the industry itself.” 

MR. GOODWIN’S TALK DISCUSSED 

George Puchta, The Queen City Supply Co., Cincinnati, 
called attention to the fact that Mr. Fernley, through his 
modesty, had failed to make note of the death of his 
father, T. James Fernley, former secretary and advisory 
secretary of the National Association, who died during 
the last year, and moved that mention of it be included 
in the report. The motion was adopted. 

Further discussion of Mr. Goodwin’s address followed. 
Mr. Puchta stated that he believed the report of Mr. 
Fernley regarding average overhead should be sent to 
Mr. Goodwin, with a request for his comment. P. R. 
Helm, Pratt-Gilbert Co., Phoenix, Ariz., said that he be- 
lieved the cost of distribution is a most vital question and 
that he would like an analysis of it. E. B. Hunn, The 
C. S. Mersick & Co., New Haven, Conn., expressed like 
sentiments; and a committee, consisting of Messrs. 
Hunn. chairman; Helm, P. O. Boylan, The W. M. Patti- 
son Supply Co., Cleveland, and Secretary Fernley, was 
appointed to meet Mr. Goodwin. 

kK. P. Welles, later elected president of The National 
Supply and Machinery Distributors’ Association, then 
delivered an address on the subject, “How Can the Dis- 
tribution of Mill Supplies Be Made More Profitable?” 
This proved to be one of the key addresses of the con- 
vention, for it set forth clearly the position of distribu- 
t Mr. Welles’ 


tors as regards costs and profits. 
is herewith reproduced in full: 


MR. WELLES’ 


address 


ADDRESS 

When the programme for our twenty-second annual con- 
vention was being prepared, I received a letter from George 
A. Fernley, asking if, when called upon by President Ackles, 
I would be willing to make a few remarks on the subject, 
“How Can the Distribution of Mill Supplies Be Made More 
Profitable?” I replied that this was a most interesting sub- 
ject and that I would be glad to respond in the general dis- 
cussion, but that I would not be prepared to deliver a formal 
paper because I felt best results would be obtained by heart- 
to-heart talks with various representatives of both distribu- 
tors and manufacturers, and by a general discussion from 
the floor, thus trying to get as many as possible to partici- 
pate and give their views. Such a method of procedure 
should enlist their personal interest in the carrying out of 
suitable plans that would seem feasible and desirable for 
the benefit of all concerned. 

“How Can the Distribution of Mill Supplies Be Made More 
Profitable?” I would like to be able to give you the formula— 
not only for my own satisfaction after about forty years in 
the line—but I think it would greatly please the stockhold- 
ers of any of our companies. I think the results will largely 
be governed by the point of view with which we approach 
the subject, and will illustrate by quoting from a clipping 
from a well known house organ. A newlywed was urged by 
a real estate agent to buy a home and answered, “What do I 
want with a home? I was born in a hospital, reared in a 
boarding school, educated in a college, courted in an auto- 
mobile, married in a church; I eat in a cafeteria, play golf 
in the morning, bridge at the club in the afternoon, and go 
to the movies at night. When I’m sick I go to a hospital, 
and when I die I shall be buried from a funeral parlor. What 
do I want with a home? All I want is a garage with a bed- 
room.” That real estate salesman was out of luck; the bride 
did not have the right point of view. 

The applieation is obvious. We, the distributors of mill 
supplies, want a home and to maintain that home our busi- 
ness must be made more profitable, and it is from that point 
of view that I want to approach the subject. I have prepared 
a few figures, setting up a typical mill supply house, located 

(Continued on page 113) 
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Mill Supply Distributors 


Selling Johnson Leather 
Belting Have the Distinct 
Advantage of Furnishing 
Superior Quality and 
Profitably Competing 
With Manufacturers Sell- 


ing Direct to Consumers 


Johnson Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 


product 


Generrul Offices und Fuciory 
423-435 Kast 56th Street, 
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Southern Ass’n in Fruitful Meetings 


President’s Address, Reports of 


mittee and Adoption of Council 


The Southern Supply and Machinery Dealers’ Associa- 
tion formally opened its convention with an executive 
session at 9:30 o’clock, Tuesday morning, June 14th, with 
L. J. Larzelere, president of the association, in the chair. 
An interesting fact of this meeting was that there was 
a 100 percent attendance on the part of the members 
present at the convention. 

After roll call and the reading of the minutes of the 
last convention had been dispensed with, President Lar- 
zelere delivered his opening address, which was in the 
main as follows: 

REPORT OF PRESIDENT LAKZELERE 

As I look back over the years in which I have been largely 
interested in the supply business, and survey conditions 
that have existed from year to year, it is certain that some 
progress has been made. In most sections there is a better 
spirit of fair play; far less of bitterness towards competitors, 
and while the profits have been far from satisfactory, they 
are still better than would have been earned without the 
mentioned conditions. 

l believe that our association work has been responsible for 
what betterment we have received, and that we would all 


be better off had a larger proportion of co-operation been 
secured. 

\ new -<et of conditions seem to arise every year, if not 
oftener, and the jobber who does not get up early, keeps 
behind the times. We are confronted with an expense account, 


which, like taxe 


, continues to rise every year in spite of all 
that we can do. 


While the volume has also risen, owing to 
increased prices and the national increase in business, the 
net results have been less, and this causes the jobber to 
“see red” too often. 


We all know the quantity of goods that can be produced 


is in excess of the demand. We also know that the number 
of jobbing houses is in excess of the demand for goods. 
That fact, coupled with the desire of some houses to reach 
out for business beyond their natural territories, has caused 


a competition that makes for small profits. 
VOLUME VOODOO HURTS PROFITS 

I believe that the volume voodoo is responsible more than 
anything else for our lack of reasonable profits. It is im- 
practical to go into a foreign territory and secure business 
Against a large and reputable local jobber, without cutting 
prices, and there is not sufficient margin to cut prices and 
make a profit. The volume of business along staple lines 
is largely fixed, and if no jobber would take an order that 
does not yield a profit, our sky would be clear. 

With the decline of the lumber business in the South, 
the volume is already decreasing in that line, and some 
other line must be developed to take its place. Many new 
specialties are being brought out, some with real merit, and 
it would seem that the chance of profit lay in pushing such 
items in close co-operation with the manufacturers, and in 
only handling such lines as will show at least a semblance 
of profit, and allow those jobbers to take the business who 
want volume to the extent of making sales and guaranteeing 
accounts for the manufacturers on a two and a half percent 
basis. In some centers consolidations could be worked out 
to good advantage and with profit, and I look for it to come. 

\ large volume of water has gone over the wheel during 
the past year carrying rumors to the effect that the jobber 
will be soon driven out of business. There is much of truth 
here that we will do well to recognize. Some way must be 
found to reduce our expense accounts and have resale prices 
established and maintained. 

MANUFACTURERS NEED THE JOBBER 


Iam not at all fearful of jobbers, as a whole, being driven 


out of business by the manufacturers. They need us. On 
a thousand and one items no manufacturer could sell direct. 
As soon as a belt, a bolt, or any other product, can be dis- 


tributed cheaper through a factory branch, that soon the 
jobber will lose his job; but we must give the manufacturers 
closer co-operation; buy our goods from one source as far 
as practical; and they will assist us in securing a reasonable 


Secretary and Executive Com- 


Plan Featured the First Session 


profit. As individuals of this association we should uphold 
the manufacturers who play fair with us and sell to job- 
bers and not consumers, and not play with those who try 
to do both. 

Your entire executive committee has held two meetings 
during the last six months at Cincinnati, with the executives 
of the American Supply and Machinery Manufacturers’ As- 
sociation, in a discussion of many things pertaining to our 
mutual relations, and the results of these meetings will be 
brought out later. 


One modern tendency is increased turnover. There is no 
doubt this will increase profits, but I believe it is being car- 
ried too far. To allow stocks to run so low that orders can- 
not be filled promptly, means a loss of both profit and prestige. 

Most manufacturers can ship promptly, which helps in 
stock reduction, but there is considerable complaint among 
the manufacturers of the too numerous small direct ship- 
ments to customers. This practice will surely undermine 
the jobbers’ business eventually. 

SHOULD DISCOURAGE DIRECT SHIPMENTS 

Someone must carry the stock. That is the province of 
the jobber. If it is largely forced on the manufacturer, 
then he may as well go after the business direct. I believe 
as an association we should discourage shipments direct to 
customers except special and unusual material. 

The simplification movement being carried on by the gov- 
ernment is helping all concerned. It does not decrease sales, 
but does decrease inventory. 

If I may make a prophecy for the future, it is that we 
must specialize more; contract our sales and our business to 
fit our own local and logical territory, and work in closer 
relations with the manufacturers and with our competitors. 

Following this address Alvin M. Smith read the sec- 
retary-treasurer’s report. 

SECRETARY SMITH’S REPORT 

“Recent indications point to a somewhat better busi- 
ness situation generally, and it is hoped that at the con- 
clusion of 1927 satisfactory profits will have been made 
by all of us,” said Mr. Smith. ‘This can only be accom- 
plished by careful attention to business, securing the 
proper profit to which we are entitled, and a careful 
control of overhead and a budgeting of expenses.”’ 

He discussed the work of the association in connec- 
tion with the activities of the Division of Simplified 
Practice of the Department of Commerce, and the manu- 
facturers and distributors of bolts in revising standard 
lists and discounts, and the packages in which bolts and 
nuts are shipped. 

Mr. Smith cited the need for co-operative work on 
the part of individual members in the work of the asso- 
ciation. He numbered some of the accomplishments of 
the Southern Association, first regarding its work in 
combating the establishment of less favorable terms of 
sale and the withdrawal of concessions which materially 
reduce the dealer’s profits and are, as a rule, he said, 
the result of uniform activity on the part of manufac- 
turers. 

CITES ASSOCIATION’S ACCOMPLISHMENTS 

“Manufacturers have demonstrated their ability to 
secure great advantages through co-operation, and deal- 
ers can do the same if they will,” said Mr. Smith. “We 
must meet organization with organization and accom- 
plish collectively what the individual cannot do alone.” 

Mr. Smith stated that the association had secured the 
restoration of the two percent, ten-day discount on many 
commodities, had persuaded more manufacturers to place 
their products on a resale basis, and had had its advice 
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Many of Your Customers Are Users. Do You Sell Them? 


Attractive Margin 


of Profit 
Leads to 


Demand Growing 
Rapidly and Stock 


is turned over 
Mark 





New Accounts Frequently 
Users Prefer Conveniently Stored 
Buying from and 


Local Stock Easily Handled 


Electric Arc—Oxy-Acetylene 
Welding 


— Manufactured by — 


E. D. Giberson & Company, Inc., 38 Rector St., New York 


Pittsburgh Boston Havana, Cuba 











[CAD 


tandardized 
setup appliances 


Why Force Your Men to waste time on machine tool set-ups 
when CAD Standardized appliances will convert this non-pro- 
ductive time into productive labor? Why ruin Machine Table 
Slots with ordinary bolts when CAD Bolts are designed to fit 
T slots? The CAD Bolt is a standard machine table bolt; it is 
made of steel with full smooth threads, and because it is slot 
size and requires no machining it is ready for use when you 
receive it. 

Our illustrated Folder A 30 is full of valuable information. Send for it today! 


STANDARD SHOP EQUIPMENT CO., INC. 


B13 TINICUM AVE.. PHILADELPHIA. PA. 
CARRIED IN STOW W BY 
‘ N Jett n sS Ch lil 
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and co-operation sought after by leading industrial and 
political organizations of the country. He said that 
annual meetings had provided a means of social inter- 
course and personal acquaintance, which had produced 
good results, and that the association had secured a 
uniform contract from the National Machine Tool Build- 
ers. In trade information 


alone the association has a 
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members assist the association through increasing the 
membership. fostering group meetings and taking a gen- 
eral active interest in their localities for the good of 
the industry as a whole. He stated that he believed 
the dealers’ relations with the manufacturer are on a 
better foundation than they had been for many years, 
this despite the fact that business has been more or 





Convention Snapshot 


Upper row, left to right) Mr. and Mrs. Robert P. Kelley, Miss Marjoric 
and Mrs. F. A. Dewey, Lawrence Puchta. 

Second row, left to right  Scction of old Fort Mackinae, Mrs. F. A. Dewey 

Third row, left to right) ‘“‘Bob™ Skinner reading a funny story, Mrs 
Mr. and Mrs. A. R. Smith. 


very wide field of service in practically every function 
which a trade association might be expected to perform 
for its membership, he said, and cited other valuable 
work that the had done. 

“Organization is the only method of any industry for 
the elimination of the abuse of credit and other unfair 
and unethical business practices,” he continued. ‘Many 
an industry has practically put itself out of business 
through its failure to co-operate. * * * 


association 


“Unorganized interests have no constructive force, and 
it is only by joining with our competitors in co-operative 
effort that we can accomplish anything, first, for our 
own good, and, secondly, for the good of the trade as a 
whole.” 

Mr. Smith said that due to continued high overhead 
and small profits and volume seeking of many houses, 
he suspected businesses of average size represented in 
the mill supply business probably made little or no profit 
during 1926, although reports for the year generally 
indicated prosperity for the industry. He urged that 
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Jones, the old block house at Mackinac Island; H. Cadwallader, Jr., Mr. 


and “Bob” Skinner telling "em how it happened. 


Glatt telling the Mayor of Midland how to Improve Foreign 


Relations ; 


less quiet and unprofitable for the last two or 
years. 


three 


BELIEVES MEMBERS HAVE FUNCTIONED 

“We do not believe that the members of our associa- 
tion have failed either to face the facts or to function 
in distribution and to give the manufacturers their sup- 
port,” he continued. “We would be more inclined to 
say that the distributor, having put himself in a posi- 
tion to properly represent the manufacturer in his sales 
organization as a distributor of his products, has not 
always received the active and intelligent co-operation 
that he expects when taking on the manufacturer’s line, 
investing his capital in a proper stock and providing the 
sales and credit organization to make the distribution. 
We can cite numbers of cases where it has appeared to 
us that the distributor has functioned better than the 
manufacturer. 

“It is not enough for us to ask manufacturers to 
co-operate with us in the distribution of their products. 


(Continued on page 95) 











You Would not be Reading This 


if we did not believe that we had a proposition for 
the sale of Babbitt Metal that is interesting to the 
sales manager of every mill supply house. 


A number of mill supply houses are selling our metals 
and our dealings with them are so satisfactory, to 
themselves as well as to us, that we know we have a 
good proposition for any supply house that wants 
to make babbitt metals a profitable line. 


Any sales plan that ends when the distributor has put 
in a stock is one-sided. Our plan is based on the idea 
that the distributor’s stock is our stock and that it 
must be kept moving. We realize that the supply 
house must divide its interest among hundreds of 
lines, and that the special attention given any one 
line must come chiefly from its manufacturer. 


Without any obligation on your part, ask us to 
explain fully the promotional work we will do 
in your territory tf you accept the Argus 


franchise. 


ARGUS SMELTING CO. 


393 Seventh Avenue New York, N. Y. 


ise mention Mitt Supp ties. 


BABBITT 


Broadly speaking, babbitts can 
be classed as two kinds — lead 
base and tin base. Although 
tin base babbitts are much more 
expensive than lead base, a good 
lead base babbitt gives much 
better service for certain classes 
of work. 


The aim of the Argus Smelting 
Company is to supply the dealer 
with a babbitt of each class 
which his customers will recog- 
nize as the best they can buy for 
their needs, and which will be 
profitable to the dealer. 


Ask to see one of the 
Argus Babbitt Uses 
Charts 





= : 1 | 
ARGUS BABBITT USES CHART 
| How To Use Babbitt Metals | 











Some of your customers may be 
having difficulty with their bear- 
ings and this chart will help 
them out. It is simple, the in- 
formation is brief but to the 
point, and the chart has proven a 
big help in many mills and fac- 
tories. 
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What Is Advertising? 
Answered by an Expert 


Excerpts from an article by Jesse H. Neal, 
Former Executive Secretary Associated Business Papers, Inc. 


HAT IS ADVERTISING? No comprehensive definition has ever been 
written, but why worry? We don’t know yet what electricity is, but 
that does not prevent it from being one of the most beneficent forces 
in present day life. We do know how to use it, and that’s the main 
thing after all. However, we will let Dr. Frank Crane give us his idea 
of advertising. 

“Business comes to itself,” says Dr. Crane, “attains maturity and 
full self-expression only through advertising. Advertising is the breath of life 
breathed into the nostrils of business by which it becomes a living soul.” 

Just as every merchant has to pay for the transportation of his merchandise, 
so he also has to pay for the transportaion of information about that merchandise 
which must precede the sale. He must use advertising principles and get advertis- 
ing results, but if he does not use modern advertising methods and mediums, he 
pays too much, and gets an inferior service. 

Modern advertising is a machine which performs essential functions in the sale 
of goods; and just as machines are superseding hand work in factories, so the ma- 
chinery of advertising is taking the place of bare-handed selling. 

If we discontinued the use of power looms and went back to hand weaving, 
would the price of textiles be decreased? If we should cut out the linotype and 
monotype machines in favor of hand composition, would the price of printing be 
reduced? If we should discard the power knitting machine and substitute grand- 
mothers and knitting needles, how much less would stockings cost? 

Such machines, as we all recognize, are not fancy luxuries or added expenses; 
they turn out standardized products in immense volume at a cost far below the old 
hand methods. Of course, no one denies that the merchandise could be produced 
by hand methods, and likewise a concern may get along without modern advertising 
methods, but where is the saving and what is gained? 

Salesmen representing well-advertised houses get a greater volume of sales 
within a given time than the salesmen who have to do the whole job unaided. Sales- 
men for well-advertised lines, more often than not, work on a smaller commission 
and still make more money. 

The amount of money necessary to spend for advertising in business papers, 
for salesmen or any other form of sales activity wi!l always be proportional to the 
resistance to be overcome. 

If a man should ask you how much gasoline he ought to consume in going 100 
miles, you could not answer him even if you were an automobile engineer, until you 
had found out, (1) the make and condition of his car; (2) the length and degree 
of the upgrade and downgrades, and (3) the condition of the roads. 

You can apply this analogy literally to the determination of an advertising 
appropriation. Calculate the sales resistance that must be overcome, and then gauge 
the amount of advertising force to be applied, accordingly. It may be more on one 
product and less on another put out by the same factory. 

Business papers are the most highly specialized in character of all advertising 
mediums. One of their strongest advantages is their selective circulation. Each 
paper attracts to it from out of the mass the men interested in the same processes 
and materials. This gives the advertiser an audience which is 100 percent inter- 
ested. It is the nearest approach to absolutely wasteless advertising yet developed. 

In addition business papers have no peers in the matter of reader interest. A 
subscriber to a business paper goes to it voluntarily because it concerns his busi- 
ness, the biggest thing in his life. He goes through the advertising pages as he 
would through a great exposition of the products he buys. He does not have to be 
coaxed or tricked into reading the advertising—it is live news to such a man, every 
page of it. The editorial content of a good business paper is the breath of life to 
the field it serves. 

Business papers do not offer advertisers immense circulations, but compara- 
tively small circulations with immense buying power, coupled with unparalleled 
reader interest and low advertising cost. These advantages together with reason- 
ably good advertising copy make up a sales machine that is unbeatable in the place 
where it belongs. 
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T. B. WOOD’S SONS COMPAN 


Cambridge, Mass. Chambersburg, Pa. Greenville, S. C. 


Makers of Power Transmission Machinery Since 1857 | 
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WOOD = F/AFINIR 


BALL BEARING HANGER BOXES 


anD 
a complete line of 
Ball Bearing 





e © 
Power Transmission 
Appliances 
including 
Ball Bearing Hangers 
Pillow Blocks 
Post Hangers Wood-Fafnir Ball Bearing Hanger 
Loose Pulleys Boxes, Pillow Blocks, Loose Pul- 
Friction Clutches leys, Friction Clutches and Auto- 
The “U. G.” Automatic matic Belt Contactors are made in 
Belt Contactor Chambersburg and will be sold 


through dealers everywhere. 


A few territories for dealer 
distribution remain open. 
Write for detailed information. 





T. B. WOOD’S SONS COMPANY 


Cambridge, Mass. Chambersburg, Pa. Greenville, S. C. 
Makers of Power Transmission Machinery Since 1857 
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We don’t want-to sell them direct because we are sticking to 
the good old policy of dealer distribution. Given a product 
your customers need, at a reasonable selling price, and a liberal 
discount—isn’t that a good proposition in merchandising? 
You'll say it is when you try it. 


The Rowell “Bottom Pour” Ladle saves Time, saves Labor, 
saves Metal, and in addition is a safety device. Bottom pour- 
ing, an exclusive feature. eliminates skimming. When top pour- 
ing ladles are used each skim loses a minimum of % oz. of 
metal. Skimming takes time and frequently causes moisture 
explosions. Any good salesman likes good selling arguments 
and this ladle has them. 


We have worked out an effective plan of dis- 
tributor cooperation. There’s profit in it for 
you. Show your interest by asking us to send 
details of the plan. 


Rowe._L. Manuracturinc Co. 


APPLETON, WISCONSIN 





Vanufacturers of White Metals and Melting Furnaces and Appliances 








Scores of Your Customers 


Need this Ladle! 





Interior View of the 


ROWELL 
Bottom Pour 


LADLE 


Made in 5 sizes—lead capaci- 


ties 414, 9, 18, 25 and 40 lbs. 



























ROYERSFORD 


There’s no merit in having been in business 
40 years—but it is real merit that has kept 
Royersford products foremost for 40 years. 


TRANSMISSION MATERIALS 


There aresome localities where we do not have 
agencies—better write us about your town. 


ROYERSFORD FOUNDRY & MACHINE CO, Inc. 
Box s, Royersford, Penna. 








When writing to Advertisers please mention Mitt Supptirs. 
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A Money- Maker 


for Distributors 
Since 1887! 


ONTH after month, for more than forty 

years, REEVES Wood Split Pulleys 
have proved their selling worth to distribu- 
tors and their salesmen. 




















Manufacturers in every industry know the 
proved service advantages of the REEVES 
line. They know that REEVES Wood Split 
Pulleys are stronger, lighter, run truer, trans- 
mit more power, and cost less to buy and to 
run. Power waste through belt slippage is 
prevented with REEVES pulleys. They grip 
the belt—they cannot slip like cast iron or 
steel—and they keep everlastingly on the job. 















What kind of pulleys do you sell? Are you 
capitalizing on the modern demand for good 
wood pulleys? We are making some addi- 
tions and changes in our nation-wide distribu- 
ting organization. Your territory may now 
be open. Write or wire us for full informa- 
tion today. 







Reeves Pulley Company 


Established in 1887 Columbus, Indiana 


REEVES 


Wood Split Pulley 








Write for Catalog 


Our catalog M-33, gives the details of construc- 
tion of every pulley in the complete REEVES 
line. Send for it and find why hundreds of deal- 
ers and thousands of users consider REEVES the 
finest pulleys they can buy at any price, 


When writing to Advertisers please mention MILL Supp igs. 
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SHERMAN || | 
~The Hose Clamp | 


That Cannot Rust 





































New Badger 
No. 5 


There Is No Better 
Car Mover Made 


Tools That You 
Should Be Selling 


aa 





Here are two tools that will sell rapidly . 
and return profits. The New Badger Car Wrought from heavy solid brass. 
Mover is well known to Car Mover users Sliding tongue in groove insures : 
and is standard equipment in many large “f - h d 
manufacturing plants. The reason is that uniform grip on hose and pre- i 
power, speed and durability and ease with . 
which it can be handled, makes the New | vents bulging. 4 
Badger better than any other car mover ; ; 
on the market. Stiff, heavy ears form a nut lock 
And there’s the Advance Safety Wrench which prevents nut from turnin 
which has b developed to where it is P 8 

ic s been deve ow A A i & 
unbreakable with ordinary usage. The when tightened. Can be held in 
features of this wrench are that it cannot a vise and drawn tremendously ; 
injure the operator, automatically adjusts : : 
itself to any size winding tap on hopper tight. i & 


bottom cars, and can be used where other 
style wrenches have failed. Made in all sizes and packed in | 
The Advance Car Mover Co. _ strong, plainly labeled cartons. | [| 

Appleton, Wis. We carry the largest stock of | 
hose clamps in the world, which 


insures prompt deliveries. 





DEALERS—Send for sample and 
attractive selling booklet. 








New Bad or 


LARGEST MANUFACTURERS OF BRASS PIPE FITTINGS IN THE WORLD 
‘SLIP PROOF’ 


When writing to Advertisers please mention Mitt Supp ies. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
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NG MAM, MY GELT BuStIvESS 
bg Bem TERMIGLE. IiTIS 
conriwvAuLy FALLING OFF. Do Yeu 
einD 1T THE SAME wir Your 
OTHER MILL SUPPLY Houses ? 







‘eT WHERE THEY HAVE HEEDED 
Neue MESSAGE” Some oF My MILL 
SUPPLY JeGGERS WHo HAVE TAKEW 
APVANTAGE OF THE INFORMATION Of” 
THIS PAGE HAVE DevGLED THEIR 
GEiTing SALES 














Mitt Supeuies 
BELTING 





We Manufacture 


belting best adapted for all different characters 
of conveying, such as for the conveying of coal, 
cement, sugar beets, sugar bags, sand and gravel, 
hot materials, such as clinkers, moulding sand 
and castings in foundries; for potteries; brick 
and clay plants, also for conveying packages. 


There is even a large business with the hotels 
and restaurants for the conveying of dishes and 
foods, for which we manufacture a specially 
constructed belt. 











The Message 
Mr. Mill Supply Distributor: 


Are you securing your share of the en- 
ormous amount of elevator and conveyor 
business in your territory which is being 
placed for Belting, Transmission appli- 
ances such as pulleys, rollers, shafting, 
hangers, etc > 


Are your men looking after this new 
line of business which is rapidly develop- 
ing? 


Investigate and you will be astonished 
to find the number of new installations be- 
ing placed by the manufacturing industry 
to reduce operating expenses. You will 
also find belt conveyors and elevators be- 
ing installed in warehouses, department 
stores, printing houses, and even in res- 
taurants. 


There is a big business not only for new 
installations but for replacements. Our 
distributors have more than doubled their 
belting business through this,—the con- 
veying and elevating business. 


We are equipped to place you in posi- 
tion to secure this business through the as- 
sistance and cooperation we can render 
you. We have competent and experi- 
enced conveyor engineers located in the 
Middle West, South and East, whose 


services we offer our distributors gratis. 


These engineers are competent to plan 
and lay out any and all conveying sys- 
tems so that you can secure the orders for 
the material not only for new installations 
but for replacements and improvements. 


This conveying business is growing rap- 
idly in your territory and affords an out- 
let for you to increase your business. 





Write for our new blue print conveying and elevating 
literature which fully describes and recommends con- 
veying belting for all materials with technical data. 


MANUFACTURERS 


Main Sales Office, 38 Murray St., New York, N. Y. 


Chicago Office, 345-359 W. Austin Ave. 


Factories, Easton, Pa. 


When writing to Advertisers please mention Mitt Suppress. 
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PROPERLY DESIGNED— BETTER MADE 


PARKER VISES 











- Renewable Tool Steel Parker Vises are 
rope used in every 


- A Swivel ith th 
steamed Be 74 ever Ss h Oo p w h ere 


~ Seven Points — economy and 


. — cae Se Slide . ‘ e fli c i enc y are 
Nene en te ana Of SUPErior construction _ practised. 
give Parker Vises first Handled by job- 


solid underportion. 
bers who desire 


ive theipy. 
eo the best” 


. Handle that stays put. 


6 Castings of Parkco Choice in all industries. 
- Extra strong nut and 


eorew. THE CHARLES PARKER CoO. 
Master Vise Makers > ; Meriden, Conn., U.S. A. 








When writing to Advertisers plea 
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(Continued from page 85) 
Too often when this is given we do not do our part, 
but practice unethical sales policies, which not only reflect 
upon us, but cheapen the manufacturers’ goods and 
break down the reputation they have built up on quality 
and stability of prices.” 

Too little thought is being given to credit conditions 
and a closer alliance between the sales and credit depart- 
ments, he said. He suggested that dealers in every 
locality represented in the association give some thought 
to whether they are not going too far in the matter of 
so-called service to customers, referring particularly to 
the extension of much free delivery. He said reports 
had been made of free deliveries by truck to points from 
sixty to seventy-five miles from the dealer’s warehouse. 

“We do not believe our customers expect any such 
service, and rather look upon us as poor business men 
when we are willing to take their business at such a 
high cost of distribution,” said Mr. Smith. ‘There are 
enough legitimate items of expense that we must of 
necessity carry in the operation of a business like ours, 
but when we expand our overhead to a point that surely 
is a reflection on our intelligence as business men, it 
seems it is time for grave reflection.” 

Mr. Smith said that the association should resist with 
every effort it can command the ‘continued drain upon 
our resources by the transportation lines,” stating that 
he believed the railroads should be forced not only to 
withdraw the Pullman surtax, but reduce freight rates, 
rather than continue efforts to increase them. 

SHOULD RAISE STANDARD OF SELLING 

“The time seems to have come when we should turn 
our attention to a concerted effort looking toward raising 
the standard of selling in our business,” continued Mr. 
Smith. “We cannot be satisfied with the small net 
return received by the members of our association and 
others in the south in this industry; which condition 
exist with the members of every industry 
allied to our line. We have attended a 
number of meetings in the last year, in which it seemed 
to us the need for better selling standards was the para- 
mount issue. 

“There is an immense amount of capital and brains 
invested in the businesses represented in our association. 
Are we capitalizing it to the best advantage? We are 
inclined to think not. It can be done through unpreju- 
diced co-operation. We maintain that it matters not 
how unpleasant our personal friendships may become, 


seems to 


more or less 


we should make our business friendships run true to 
form, not only for the good of our business and those 
dependent upon us for its success, but for the good of 
the industry as a whole.” 

In conclusion Secretary Smith expressed his thanks 


to officers and members of the executive committee for 
their active and unselfish co-operation during the last 
year and to those members who participated in the work 
of the association. 

Because of the absence of F. W. Glover, chairman of 
the textile committee, the annual report of that commit- 
tee was not made, although brief mention made 
of the fact that it was proceeding satisfactorily with 
its work. George Winship, chairman of the executive 
committee, also being among those absent, the report of 
that committee was read by Secretary Smith, and was 
in the main as follows: 


Was 


REPORT OF EXECUTIVE COMMITTEE 

In addition to the regular meeting of your executive com- 
mittee held in Birmingham, November 19th, 1926, at which 
the full committee was present, except C. C. Rose, of Little 
tock, Arkansas, and F. M. Archer, of Bluefield, West Vir- 
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ginia, two special meetings of your committee were held 
in Cincinnati in the late winter and early spring, and the 
second regular meeting was held in Detroit June 12th. 

At the November, 1926, meeting the annual selection of 
the convention time and place was made, and resolutions 
of sympathy adopted in connection with the death of Harry 
Haslam, Jr., of the Georgia Supply Company, Savannah, Ga., 
and of Wallace M. Pattison, of The W. M. Pattison Supply 
Company, Cleveland. 

APPROVES MONTHLY TRADE LETTER 

Your committee expresses its approval of the monthly 
trade letter sent out from the secretary’s office at the sug- 
gestion of one of our members, and believes that this letter 
has been of considerable service to our members, as attested 
by a great many letters of commendation received from 
some of our most influential members, advising of the bene- 
fits derived by them through same; and unless having your 
disapproval, we will endeavor to continue this service. 

We again urge upon our members a careful analysis of 
their overhead cost and a budgeting of their expense ac- 
counts, and the establishment of proper methods of cost 
accounting, in order that they may arrive at the proper 
basis upon which to sell their goods at a profit. The cry 
is still heard in the land, not only in our industry, but in 
others, that profits are not adequate; and surely if we know 
accurately what our cost of doing business is and budget 
our business accordingly, we should, as good business men, 
have no difficulty in reaching a fair profit. Striving for busi- 
ness without a proper profit is not a compliment to us. 

We urge a continued effort seeking regular terms from 
manufacturers of two percent for cash in ten days, and of a 
similar insistence upon our part with our customers who 
are so lax in remitting to us within the discount period 
and who seek terms of settlement less two percent covering 
periods extending 45 days beyond the discount period. 

We can materially increase our membership if the exec- 
utive officials of every firm represented in our association 
will, without prejudice, seek the membership of all eligible 
concerns located in his territory. 

IMPOSSIBLE TO CREATE TRAFFIC DEPARTMENT NOW 

It has been suggested by one of our leading members that 
there should be formed within our association a general 
traffic department for the purpose of reviewing rates and 
classifications on lines handled by us. While we favor such 
a department, we realize the impossibility of creating it 
with the funds at our disposal; so submit this for your 
consideration and discussion at this meeting. 

We urge your interest in efforts looking towards the 
repeal of or amendment to the Sherman Anti-Trust Act and 
the Clayton Act, in order that reputable business men may 
reasonably co-operate in the successful operation of their 
businesses. We have stood ready to co-operate with the 
special committee appointed by the manufacturers for this 
purpose ever since that committee was created, and with 
such other associations as have shown an interest in this 
matter. Possibly congress may take some notice of the hard- 
ships that the so-called anti-trust law is imposing on small 
business—now that the American Federation of Labor (which 
has received an adverse ruling in the supreme court) has 
announced its intention of taking up the cudgels and seeking 
repeal of or amendment to the act. 

At the request of the New Orleans Association of Com- 
merce and members of our association in that city, we are 
submitting to you the draft of a Flood-Control bill, and a 
preamble and resolution covering the same, in order that, 
at the coming session of congress, something may be done 
to prevent disastrous floods in the Mississippi valley. 

We urge your interest also with your members of con- 
gress looking towards substantial reductions in federal tax 
rates, particularly the corporation income tax and the removal 
of the federal estate tax law, and of all war excess taxes 
which should not now be continued after war conditions 
have passed. 

OFFERING TOO MUCH SERVICE? 

We strongly urge our members to inquire into whether 
they are not offering much greater service to their custom- 
ers than they can safely and profitably supply. We refer 
particularly to the growing evil of truck delivery to points 
way beyond the city territorial limits to which such deliv- 
eries should be confined. Information has reached us show- 
ing deliveries made from 75 to 100 miles distant from deal- 
er’s warehouse. Such service adds very heavily to overhead 
cost and frequently wipes out the profit on the transaction. 

Requests from others not members of our association to 
bulletin over and odd stocks to the members of our associa- 
tion have reached us from sources both within and without 

(Continued on page 121) 
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American’s First Executive Session 


Executive Sessions Featured by 


Discussion of Problems of 


Utmost Importance to Trade, Intermingled with Interesting Papers 
| : ¢ fal 


morning, June 14th, the first executive ses- 
sion of the American Supply and Machinery Manutfac- 
turers’ Association was opened, with President Don S. 
Brisbin in the chair. He congratulated the membership 
on the good attendance, and briefly told the story of 
the work involved in planning and making possible a 
successful triple mill supply convention. He called atten- 
tion to the rather widespread dissatisfaction over asso- 
conditions, and stated that the work of the 
president of the association at the present time was not 
a letterhead job. He was convinced that members were 
no longer willing to pay membership dues merely for the 
fun of the thing. A committee of five from each of the 
three worked hard in the formulating of 
plans for the convention. He expressed his belief that 
plans of the Na Association for 
With manutacturers as 


Tuesday 


ciation 


associations 


the tional dealer 


members, 


one 


association, 


associate 





JOSEPH M. HOTTEL, A VETERAN MANUFACTURER 


was not feasible when viewed from all angles. He stated 
was possible for the dealers to unite. 
He stated he was that there was only one 
vay for manufacturers and dealers to get closer together, 
and that was to lay all cards on the table. There was 
no doubt that the situation was serious. He _ believed 
that there were certain fundamentals that applied to all 
associations. In concluding, President Brisbin expressed 
appreciation of the honor conferred on him, and reported 
fine co-operation from the secretary and all other officers 
Charles E. Allinger and Robert 
B. Skinner were especially complimented on their work 
in preparing the elaborate entertainment scheduled for 
the trip. B. F. Ruether 


that of course it 
convinced 


Xt 


and working committees. 





presented the report of the 
auditing committee, which was approved. 
Secretary Fred D. Mitchell was then called on for 
his report and spoke substantially as follows: 
ECRETARY MITCHELL’S REPORT 
I or on year of wh this convention is the cul- 
natior yee! » me the most interesting I have known 
a =e t TC almost two decade 
There appe to be more earnestne about solving busi- 


ness problems, and Mr. Goodwin gave us inspirational exam- 
ples in his talk of last evening as to how some of these 
problems may be solved, and very profitably, too. 

The thought of this boat trip was a most happy one of 
President Brisbin’s. I think you will all agree that it is 
starting in a way that indicates it will be a big success. I 
wish to say right here that it has been a pleasure to have 
worked with Mr. Brisbin, for he is a real salesman of the 
dynamic school. I must here acknowledge the good work of 
Mr. Hottel in connection with promotion and contact, and 
Mr. Ruf’s enthusiastic help on new membership. Mr. Dixon 
Williams has given much time and a very great deal of 
careful thought to the effect of legislation on business. I 
know you will all agree that Mr. Williams knows his subject 
and that he handles it in a masterly way. 

It is a duty to mention the financial situation of our asso- 
ciation. The period covered by the report of the auditing 
committee includes 13 months instead of the usual twelve, 
and this is reflected in the expenditures. Our gross revenue 
of about $10,000 is too small to enable us to attempt such 
constructive things as sales surveys, or even trips through 
the trade by your secretary-treasurer. There have been 
more executive meetings this current year, and these have 
increased the outgo. It seems to me, however, that we 
should increase revenue and increase our prestige by an 
increase in membership. You yourselves can sell the associa- 
tion better than I can, for you can speak as satisfied cus- 
tomers while I can only write letters, make calls and try 
the usual direct salesmanship. Just as it is better for 
every individual to be on a telephone exchange that has a 
million subscribers than on one that has a hundred thousand, 
so the greater our membership the greater our power for 
aggressive action. 

Your New York office has tried through the friendly chat 
sheet that we call “Little Talks” to keep in closer touch 
with all of you. In these monthly messages the effort is to 
give you the views of one of our own members. You have 
no idea how glad we are to have constructive suggestions 
made for better ways of securing membership interest. 

You have all heard talk as to the possibilities of having 
one general mill supply association. I am for whatever will 
result in the greatest good to the industry as a whole. I 
know you all realize how much thought and care must be 
given to any such amalgamation, since the reaction of every 
member must be considered. 

One of the things we have had to face is the fact the 
mill supply end of a manufacturer’s business may be only 
» percent of his total production. This has made it more 
difficult to secure his 100 percent interest in any strictly 
mill supply association. 

I would be indeed foolish to attempt to forecast the future, 
but certain trends begin to stand out. Mr. Goodwin’s talk 
interested me tremendously, since he spoke not as a theorist 


but as a man who had had business visions, and who had 
gone out and by dint of hard work had made them into 
business actualities, and money making actualities, too. It 


eems to me that we must do more analytical thinking about 
our industry; that we must do a lot of cold-blooded inspec- 
tion, 1 that we must talk these thoughts over so that 


and 
we may arrive at constructive action. This year the program 


has been developed with the idea of showing both sides of 
the question, and this should foster a free expression of 
belief and opinion from all. If this convention does the 


good that it 
constructive 
able to a 


should do when we come to the platform of 
action that is listed for Friday, we should be 
semble and write down ideas which will have a 
lasting effect of good in the mill supply business. 

It seems to me that never before 
our conventions where the spirit 


have I attended one of 
is quite so friendly as at 


this one. As we left dynamic Detroit and watched Mr. 
Allinger’s airplane cut circles about our slow-moving ship, I 
could not keep back the thought that we are living in a new 
age, and this new age has affected our business existence a 
thousand ways. Just as the “Spirit of St. Louis” blazed an 


epoch-making trail from New York to Paris, so I trust this 
very convention will mark the beginning of plans for a new 
and better functioning of this great mill supply industry, and 
































it is my sincere hope that in this work of the American Asso- 
ciation may be a power for progress. 

Dixon C. Williams, chairman of the committee on anti- 
trust legislation, then presented his report, substantially 
as follows: 

REPORT OF ANTI-TRUST LAW COMMITTEE 

Had your committee known when they were appointed at 
the Atlanta convention nearly two years ago, the inter- 
minable difficulties they were to experience in arousing and 
quickening a sentiment in the interest of modification of the 
anti-trust laws, now for long years a part of our national 
statutes, every one of them, doubtless, would have been more 
pronounced in their disinclination to serve. I speak for those 
on the committee who have collaborated more intimately and 
so valiantly during this period, when I say that nothing in 
the world, save a high sense ef patriotic duty, a devotion 
to the welfare of the business interests of this country, and 
loyalty to your association, have kept them steadily grinding 
away at a problem, the solution of which many declared 
would be impossible. 

We began with every discouragement. We had the oppo- 
sition of nearly every political office holder with whom we 
came in contact or who consulted, and suspicion on 
the part of a good many individuals and organizations whose 
support we have sought, and in many instances, vainly sought. 
We began our work conscious of the fact that the masses 


Was 


of the people, for years under the persuasion of the dema- 
gogue in politics, had been educated to believe the very 
reverse of what we were trying to accomplish as best for the 
general public. It cannot be denied that the committee has, 
at times, become greatly discouraged at the lack of interest 
on the part of some important organizations. Indeed, two 
members of the committee have declined to render any service, 
and we have been handicapped by having members of the 
committee living geographically far apart. Comparatively 
recently, acting under the authority you gave us, we added 
an additional member to the committee who has evinced a 
most profound interest in the movement, and has been offer- 
ing every within his power. I refer to Irving 
Lemaux. 


assistance 
Our original such an interest 
with the various trade organizations as would bring together 
representatives from those bodies to a conference to be held 
in some central city with a view of then formulating a pro- 
gram and perfecting a permanent organization which would 
carry the work through to a successful conclusion. They 
realized the fact that ultimately it would be necessary to 
employ some one individual with the proper experience and 
qualifications, upon a salary commensurate with the work 
to be accomplished, and have such an individual devote such 


proposition was to create 


time and attention to the movement as would result in 
success. 
ENGAGED IN WIDE CORRESPONDENCE 
With this end in view, your committee opened corre- 
spondence with more than 400 trade organizations. Letters 


were sent to these, explaining the proposition of the present 
committee, assuring all of them that the work we were doing 
was volunteer work; that they were not wanted to pledge 
themselves to the expenditure of any sum at the moment; 
that the committee did not presume to have a cut and dried 
program; in fact, they were all invited to attend a conference 


at a date which was to be named and there, after free and 
full discussion on the part of every delegate, settle upon 
the policy to be pursued, select an executive committee to 
have the work in charge and arrange for the preparation 


of a bill to be introduced in congress for such modification of 
the Sherman and other anti-trust would free the 
hands of the general business public and inaugurate a new 
era of prosperity. 


acts as 


We have had the positive assurance of 16 organizations that 
they would send a representative, one or two of those inti- 
mating that their attendance would depend upon the con- 
ference being held in some particular city. Several of those 
agreeing to representation have since written asking when 
the conference would be called, and seemed most anxious 
for the work to progress. We have had 12 responses in 
addition to this, from people who expressed a deep interest 
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in the movement, but desired further information before 
pledging themselves to its support. Many declined because 
they thought there was some politics hidden in the proposi- 
tion; others that it was hopeless; others that their propor- 
tionate share of the cost of prosecuting the work would be 
too great. All this entailed a large amount of work which 
we, the committee, have gladly performed. We have suffered 
from Jack of proper newspaper publicity, through which 
means we could have best carried our propaganda to the 
general public. Knowing that your association was not in a 
financial condition to be committed to any such expenditures 
we have been compelled to content ourselves with letter 
writing and such cartoon letters as one of the members 
of the committee has issued in the name of his own corpora- 
tion, trying to show the folly and menace in price cutting. 
The last one of these, “Tumultuation Among the Economic 
Assassinous,” has met with particular favor, and a second 
edition became necessary because of the many requests for 
extra copies. Some trade organizations have asked for and 
received a hundred copies each. 

Near the close of 1926, your chairman became rather dubi- 
ous of results. Heavy pressure of work in his own organ- 
ization, with many demands for speaking engagements, made 
him wonder, as it did two other members of the committee, 
whether we were justified in continuing the effort. Indeed, 
one of the members of the committee thought it had been 
disbanded. Just at this time a brilliant ray of light came 
athwart the gathering clouds of doubt, and that was infor- 
mation to the effect that the American Bar Association was 
deeply interested in the movement, and was ready to lend 
itself to an investigation of the matter, realizing the 
necessity for some change in the laws that had become 
so burdensome. Your chairman received, through Rush C. 
Butler, an attorney of Chicago, an invitation to address the 
Commerce Committee of the American Bar Association at 
a meeting to be held in New York, March 23rd. As one 
result of that meeting I have had given me in confidence a copy 
of the report of the committee, urging the American Bar 
Association’s participation. I am not at liberty to release 
that report until it has been delivered at the meeting of 
the bar association. This evidence of the interest of that 
association was a source of renewed courage and confidence. 
We had received no encouragement from the Manufacturers’ 
Association, none from the various chambers of commerce, 
but to feel that such an organization as the American Bar 
Association was convinced that the movement ought to suc- 
ceed, created a new determination upon our part to carry 
on the work, and keep the movement alive until we could 
have a conference with your body in convention assembled. 


WORK HAS CHANGED SENTIMENT CONSIDERABLY 
There is very strong evidence that our work has con- 


tributed in no small degree to a favorable change in the 
sentiment of the people generally. There are hundreds now 
in sympathy with the movement where there was one two 
years ago. Some with whom we have been in contact have 
pinned their faith to the movement for favorable resale legis- 
lation. We felt and feel now that were they able to suc- 
cessfully fulfill all their desires in this direction they would 
realize the inadequacy of such legislation as has been sug- 
gested. Some have counselled patience, claiming that recent 
court decisions have unloosed some of the shackles which 
have been binding business men to an evil fate, but they 
can now realize that it was their wish only that was father 
to the thought. 

The recent supreme court decision in the pottery case 
shatters every argument of those who counselled patience. 
I rejoice in that decision. It was the only one the honorable 
court could have handed down under the circumstances, as 
the law now stands, and it has thoroughly clarified the situa- 
tion. The shackles of those who have found comfort in 
some of the lesser courts’ deliverances have been riveted and 
relocked afresh, and it is now clear that the contemplated 
resale legislation in the supreme court’s decision comes ridicu- 
lously short of adequate relief, and that our only way of 
escape from economic serfdom and ruin is either repeal or 
drastic modification of the Sherman law, the Clayton and 
federal trade commission acts. The necessity for the reme- 

(Continued on page 126b) 
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Sidelights on the Triple Convention 


Col. Frederick H. Payne, president of the Greenfield Tap 
& Die Corporation, in speaking regretfully of the absence of 
Mrs. Payne from the ship, stated that Mrs. Payne and their 
two daughters had but recently returned from a five months’ 
stay in Europe, much of the time in France and Italy. Miss 
Groverman B. Payne is seventeen years of age, and Miss 
Carolyn thirteen. Their time was spent largely with tutors 
in Paris and Cannes, studying French. 


John Trix, Sr., American Injector Co., Detroit, was the 
oldest delegate attending the convention. Mr. Trix is sev- 
enty-nine years of age. Despite his age, he is full of life 
and vigor, and was thoroughly interested in the business ses- 


sions and entertainment of the program. On the very day 
the triple convention voyage started he had returned from 
a lake trip with the Detroit Chamber of Mr. 


Trix’ company is a charte) Asso- 


Commerce. 
American 


member of the 





JOHN TRIX, STILL GOING STRONG 
ciation, and he has been a regular attendant at conventions. 
Comparing this vear’s convention with those of earlier days, 
he said: “While the basic principles of the mill supply busi- 
ness were the same then as they are now, there is more to 
be considered nowadays. In years gone by the margin of 
profit was greater and we did not have to figure as we do 
now. This convention has been the best one I have ever 
attended, and I believe it will be productive of a great deal 


of good. I feel that we all now have a common interest and 
it we understand each other better than we have in the 
past.” Mr. and M rrix will leave June 30th on a month’s 


Mallory Bedingfield, manager of the Baltimore, Md., plant 
f the Chicago Nipple Manufacturing Co., reported three 
orde taken from dealers in Midland, Ontario, during the 
one d top of the convention ship in that town. 

H. FE. Dickerman, The Dickerman Hoist Mfg. Co., Cleve- 

the ship his regrets at not being present, 

the result of an unexpected press of events due to launching 
ew business. It will easily be recalled that “Dick” has 

! missed many conventions during the last seventeen years. 


W. C. Allen and R. I). Black, The Black & Decker Mfg. 
( ind J. H. Jewett, R. & J. Dick Co., Inc., were the out- 
tanding optimists of the convention voyage. They appeared 
on the ene minus topcoats. “It was eighty-five in Towson 
vhen wv ert,” 1 Mr. Aller Though the rest shivered at 
time ( r tently ma ned that 


he was very 


com fort- 


able without a topper. H. E. Thayer, The Chas. Parker Co., 
also came without his topeoat, but not because he was an 
optimist in this respect—he forgot his. 

* oR * 

If you missed seeing “Irve” Lemaux on the dock at Macki- 
nac Island, sporting a gorgeous Prince Albert coat, of cardi- 
nal color and black trimmings, and a high silk tile, you 
missed something of importance. 


* At * 


Did you ever see a hundred or more youngsters standing 
on a dock beside a big ship towering five or six decks above 
them, milling around furiously to secure coins thrown from 
above by the passengers? The convention crowd had that 
pleasure and excitement both at Mackinac Island and at 
Midland. The players on the dock were of both sexes, and 
various nationalities, including a fair sprinkling of Indians. 
Rough stuff, much of it, illustrating all the tricks of massed 
play on the football field. 

Monte Carlo night on the Noronie was hot stuff, with the 
interest equally divided between the roulette and chuck-a-luck 
tables. The sky was the limit, and bets of a thousand dol- 
lars on a single number were not infrequent. 


Those who carried remedies for sea-sickness on the trip 
had a slow moving article on hand, as the lakes and straits 
were without waves of any noticeable strength or height. 


The pages of history are replete with expressions coined 
by famous men, and it was Harry Casper, sales manager of 
the Pittsburgh Gage & Supply Co., who supplied the by-word 
of the triple convention. “Hold everything!” exclaimed 
Harry early on the voyage, and the words echoed and _ re- 
echoed through the big ship throughout the trip. Harry, 
by the way, furnished some of the sparkling bits of humor 
of the convention, but perhaps his crowning achievement was 
his interpretation of a radio ‘announcer through the mega- 
phone in the ball room. Among Harry’s assisting artists on 
the “studio” programme that evening were Kenneth Merrill, 
M. B. Skinner Co., pianist; sil” Todd, Somers, Fitler & 
Todd, sang baritone or monotone, or something like 
that, and Hugo Weidman, National Tube Co., who performed 
the extraordinary feat of 
chair. 


who 


playing a harp on an ordinary 


P. R. Helm, Pratt-Gilbert Co., Phoenix, Ariz., traveled the 
greatest distance of any delegate attending the convention. 
Mr. Helm traveled 2,300 miles from Phoenix to Detroit, 
which is approximately 1,000 miles farther than the most 
distant point from which any other delegate came. 


Alvin Smith, genial secretary of the Southern Association, 
wore the hottest costume in the costume ball, held on Thurs- 
day evening. It sure was hot! Alvin wore the full regalia 
of an Alaskan Eskimo, from lace boots to peaked hood, and 
his face was flushed from heat and exertion. 
to the trouble of 


occasion, 


He even went 
having off his dapper mustache for the 


Arthur Langston, who recently retired after many years 
of service with Jenkins Bros., was called upon for a little talk 
by Announcer Lemaux on the last evening of the convention. 
Mr. Langston stated that he 


had attended every convention 
of the Southern association- 


twenty-six in number—and that 
he hoped to attend many more. He gave it as his opinion 
that the place and way of conducting this year’s convention 
was fine. Mrs. Langston was also constrained to 
ward and bow. 


come for- 


While the members of the triple convention were visiting 
Midland, a representative of MILL SUPPLIES took the oppor 
tunity to visit the two principal hardware and mill supply 
houses of the city. His first call was upon Hartman & Sons, 
Hartman, the owner and manager, with 
associated. This 


where he met C. FE. 


vhom three sons are business was estab 
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lished in 1903. He also called upon F. W. Jeffrey & Sons, 
Ltd., and had an interesting conversation with Edward 
Jeffrey, who is vice-president and manager. This business 
was established thirty-five years ago, and, like Hartman & 
Sons, has an excellent location on the main street in Mid- 
land. Both of these houses sell heavy hardware and mill 
supply items, including bolts, nuts, tackle blocks, shovels, 
paints, roofing, glass, pipe, wire, rope, transmission supplies, 
marine equipment, valves and fittings. 
R 4 

Mr. and Mrs. Charles E. Allinger entertained a party of 
approximately forty at dinner at the Detroit Golf Club Sun- 
day evening, June 12th. The single table was generously 
decorated with lovely flowers of many hues, and the menu 
well upheld the reputation of that fine club. Outside the 
clubhouse the forest setting was exceptionally beautiful, with 
greens and fairways that awakened the interest and praise 
of every golfer. 





CHARLES L. WASMER 


Among the manufacturers present at the convention was 
Charles L. Wasmer, president of Cleveland Wrought Products 


Co., Cleveland, Ohio. Mrs. Wasmer was also present. 


Joseph M. Hottel, Delta File Works, a veteran in the mill 
supply business and former president of the American Asso- 
ciation, was signally honored on the first evening of the 
convention voyage. His name was called out between musical 
numbers by the announcer and his achievements noted. Mr. 
Hottel was forced to show himself, and the members of the 
assemblage displayed their esteem for him by rising in a 
body. 

George Puchta, president of The Queen City Supply Co., 
former president of The National Supply and 
Distributors’ Association, at present a member 
of that association’s advisory board and of the Mill Supply 
Council, was called the father of the Mill Supply Council 
idea by L. J. Larzelere, Farquhar Machinery Co., 
ville, Fla., president of the Southern Association, 
while the was presiding at the first joint session of 
the associations. 


Cincinnati, 
Machinery 


Jackson- 
retiring 


latte) 


Just before the Noronie slipped away from her moorings 
two daring airmen entertained the conventionites. While 
the ship was at her dock these bird men did all sorts of flips 
and flops and turns that made spectators gasp. As _ the 


Voronie moved up the stream the plane circled it time after 
swooping low around the bow, the pilot wav- 


hand in a friendly, carefree manner. 


time, each time 


ing’ his 


Souvenirs in quantity, many of them very useful, were 
passed out during the convention voyage. Almost every day 
conventionites found something at their plates. At the even 
ing meal on Monday the ladies beautiful corsage 
bouquets, while a box of candy was handed to each upon 


received 





returning to the ship at Mackinac Island. On Wednesday 
noon a whole bag full of souvenirs was found at each plate, 
gifts of various manufacturers. Among the souvenirs 
handed out by manufacturers during the convention were 
nail files and pencils galore, watch charm drills and valves, 
bridge score pads, ash trays, steel rules, mirrors, pipes, key 
cases and trick dice. In addition, various favors were given 
out during the different parties. 

3irmingham may well be proud of itself because of the 
fact that it was represented 100 percent at the convention, 
five dealers and their wives from that city being present. 

Mr. and Mrs. W. C. Lambert, Swank Hardware Co., posed 
for their picture on the bridge deck Wednesday morning, 
June 15th, in observance of their twenty-second wedding an- 
niversary that day. 


“Need sleep?” asked Ben, 
“Oh, no, not I; 
“T put Belladonna in my eye.’ 


’ 


“Bob” Kelley, Victor Saw Works, with his famous cane, 
Was as usual one of the bright features of the convention. 
On Thursday evening he entertained the assemblage with 
a recitation of “The Shooting of Dan McGrew.” 


It is reported that a reward was offered Friday morning 
by Alvin Smith for the identity of the gentleman whom he 
heard throatily caroling “The End of a Perfect Day” at 
> a.m. 


When delegates arrived in Detroit they were made to feel 
at home in the convention headquarters established by the 
three Detroit members of the National Association—The 
Chas. A. Strelinger Co., The Rayl Company and The Boyer- 
Campbell Co.—in the Book-Cadillac hotel. Information was 
provided at this headquarters and cigars and cigarettes were 
passed out. At the time the headquarters was visited by 
representatives of MILL Supplies Ed Bernstein and R. L. 
Parkinson, of The Rayl Company, and Clarence Kershaw 
and D. C. Henderson, of the Strelinger company, were on 
duty. On leaving Detroit each person taking the conven- 
tion trip was presented with a card from the three Detroit 


houses wishing him or her “Bon Voyage.” 


W. L. Graham, Empire Machinery & Supply Corp., was 
“tickled pink” over his suecess during the golf tournament. 
in Midland. Mr. Graham didn’t have his clubs with him, 
but he borrowed a driver and played all the way around with 
it, putting and everything with the one club; and he made 
a very good score, too, including one birdie. “When I drove 
the first ball 200 yards, the man who owned the club said, 
‘It’s yours for ten dollars,’” said Mr. Graham. “The next 
time I drove I hit the ball 255 yards and he changed his offer 
to fifteen dollars.” 

Accompanying William H. Ottemiller, of the Wm. H. 
Ottemiller Co., Inc., York, Pa., was his bride of recent date. 
Mr. Ottemiller’s son, Fred, and the latter’s bride of a few 
months, were also members of the Ottemiller party. 


On Wednesday morning a radiogram was delivered to the 
presiding officer of the triple session, reading as 
“Delivered S. S. Noronie Monday four best sellers. 
—Allen Manufacturing Co.” 
boys? Among other radiograms received by 
Irving W. Lemaux, Indianapolis Brush & Broom Mfg. Co., 
from his wife, sending her best to all on the convention voy- 
age and wishing them a most enjoyable outing. 


follows: 
(Signed) 
Mark one up for Anthony, eh, 


the i Was one 


Shortly before the Novronie slid into her dock in 
a dove alighted on the ship. Edward P. Welles, new 
dent of the National Association, and one of the members 
of the Mill Supply Council, picked it up and carried it inte 
the ball room. Holding it aloft, he said: 
the peace ship. Here is the dove of peace.” 


Detroit 


presi- 


“They call this 
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ALVIN M. SMITH, Secretary, Southern Supply and Ma- 
chinery Dealers’ Association—I think the convention has 
resulted in a better understanding, both among distribu- 


tors and between distributors, on the one hand, and 
manufacturers, on the other; and that out of it we will 
get a plan, not only of co-operation, but of co-ordination 
that will benefit both distributors and manufacturers. 
I believe the mill supply council will be an asset to both 
branches of the industry. 

FRED D. MITCHELL, secretary, American Supply and 
Machinery Manufacturers’ Association—The convention 
achieved its object and was an unqualified success. The 
creation of the mill supply council insures the continu- 
ance of triple conventions, which makes us all happy. 
The personnel of the council assures constructive action. 

GEORGE W. FERNLEY, secretary, The National Supply 
and Machinery Distributors’ Association—This has been 
the most constructive and most enjoyable convention that 
has been held since the organization of our association 
twenty-two years ago. 

W. L. GRAHAM, Empire Machinery & Supply Corp., 
Norfolk, Va.—I have been present at twenty-four con- 
ventions. This is one of the best and most enjoyable I 
have ever attended, and it has far surpassed my expecta- 
tions. I think it will result in a great deal of good. 

C. M. SEYMouR, Columbian Vise & Manufacturing Co., 
Cleveland—I think it has done more constructive good 
than any five conventions they have ever had. This 
applies to both jobbers and manufacturers. 

N. J. C. LESTER, C. M. McClung & Co., Inc., Knoxville, 
Tenn.—I think we have done more really constructive 
work this time than ever before. 

P. R. HELM, Pratt-Gilbert Co., Phoenix, Ariz.—I know 
I have gotten more good out of this convention than out 
of all others I have attended. 

EDWARD B. HUNN, The C. S. Mersick Co., New Haven, 
Conn.—I think it is the best convention we ever had, and 
the best opportunity the mill supply men and manufac- 
turers have had to sit down and talk over matters of 
common interest. 








IRVING LEMAUX, Indianapolis Brush & Broom Co., In- 
dianapolis—One hundred percent complete in every de- 
tail. 

H. J. SuTTON, Sutton-Osborne Supply Co., Asheville, 
N. C.—As a place to hold a convention I doubt very much 
if the Noronic could ever be improved on, and | think 
this has been the most successful convention we have had 
from the standpoint of attendance at meetings and pleas- 
ure for everybody. 

T. C. KEELING, Nashville Machine & Supply Co., Nash- 
ville—My impression of the whole convention is that it 
was decidedly the best convention which has ever been 
held in that it really has accomplished something, and, 
furthermore, was held under ideal conditions. 

ALEX PATON, The Rayl Co., Detroit—We are on the 
road to real progress in the solving of our difficulties. 

W. W. TAyYLor, Arkansas Mill Supply Co., Pine Bluff, 
Ark.—I believe it has been the most constructive con- 
vention of any we have had, and the gentlemen I have 
talked to have concurred in the opinion that more prog- 
ress has been made than ever before. 

Wm. A. PURTELL, Allen Manufacturing Co., Hartford, 
Conn.—The getting together of committees from each 
association in creating the joint mill supply council, is 
one of the many constructive pieces of work accomplished. 

JOHN TRIX, American Injector Co., Detroit—It is the 
best convention I have ever attended, and I believe it is 
productive of a greater amount of good than any past 
convention. 

H. H. KUHN, The Hardware & Supply Co., Akron, 
Ohio—It is the most enjoyable and constructive conven- 
tion we have ever had. 

C. J. ELDERFIELD, Elderfield-Hartshorn Hardware Co., 
Niagara Falls—I believe this convention is not only one 
of the most successful ever conducted, but has been the 
means of disposing of a great deal of misunderstanding 
regarding the much discussed subject of overhead. 

J. H. WiLuiAMs, J. H. Williams & Co., Buffalo—I 
think more has been accomplished making for a better 
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Top row, left to right W. A. Kemmerer, The Bittenbender Co.. Scranton, Pa.: W. H. 
(seated) N. A. Gladding, E. CC. Atkins & Co., Indianapolis: (standing) Alex 
Chain Co., Columbus, Ohio; Charles E. Allinger, The Chas. A. Strelinger Co., Detroit; Philip Pidgeon, Pidgeon-Thomas Iron Co., Memphis: 
LaRue, Graton & Knight Co., Worcester, Mass.; A. M. Jones, Butfalo Bolt Co., North Tonawanda, N. Y.; T. H. Winston, A. L. Henderer’s Sons, 
Wilmington, Del.; A. D. Barton, H. H. Barton & Son Co., Philadelphia; W. W. Taylor, Arkansas Mill Supply Co., Pine Blut, Ark. 

Second row, left to right —J. N. Mackin, E. C. Atkins & Co., Indianapolis; C. W. Titgemeyer, Osborn Mfg. Co., Cieveland; D. D. Peden, Peden Iron & 
Steel Co., Houston; Geo. T. Bailey, Oliver Iron & Steel Corporation, Pittsburrh; Horace E. Daie, Oliver Bros., Ine.. New York: PF. A. Dewey, Yale 
& Towne Mfg. Co., Stamford, Conn.; W. L. Goodwin, Goodwin, Nicholas & Morton, ine., New York: H. J. Fuller. Yale & Towne Mfg. Co., Stamford, 
Conn.; Lawrenee G. Puechta, Queen City Supply Co., Cincinnati: Thomas H. Winston, A. L. Henderer’s Son's, Wilmington, Del.; B. H. Ruether, The 
Mechanical Rubber Co.. New York; M. B. Skinner, M. B. Skinner Co., 


Glatt, Vietor Balata & Textile Belting Co.. New York; 
Paton, The Rayl Co., Detroit; Don S. Brisbin. Columbus MeKinnon 


Chicaso. 

Third row, left to right A. E. Thornton, Skinrer Chuck Co.. New Britain, Conn.; J. C 
M. B. Skinner Co., Chieaxo: William T. Todd, Jr., Somers, Fitler & Todd Co., Pittsburgh: (seated) Robert B. Skinner, Skinner Chuck Co., New Brit- 
ain, Conn.; Irving W. Lemaux and his gang; the Owen Sisters, Detroit, in a popular act. 

Fourth row, left to right P. A. Boylan, The W. M. Pattison Supply Co., Cleveland; W. F. Wrisht, Wright Mf¢ 
Henry Disston & Sons, Philadelphia; H. F. Wright, Wright Mfe. Co.. Lisbon. Ohio; W. H. Smith, The W. M. 
Geoghegan, Northern Navigation Co.; Charles E. Allinger, The Chas. A. 
kee; H. Z. Callender, Whitman Barnes-Detroit 
Detroit Corporation, Detroit. 


Fifth row, left te right Edward P. Crawford, W. A. Purtell, W. C. Stauble and R. E. Gre 


and Mrs. Robert P. Kelley, Vietor Saw Works, Inec., Middletown, New York; Miss Sarah R. 
Midland Orchestra. 


Keaney, Libbey Glass Mfg. Co.. Toledo; K. G. Merrill, 


Co., Lishon, Ohio: J. C. Mitchell, 
Pattison Supply Co., Cleveland; F. D 
Strelinger Co., Detroit: W. W. Ethier, The Western Tron Stores Co., Milwau- 
Corporation, Detroit; W. J. Finn, The Chicago Screw Co., Chiecazo; M. J. Kearins, Whitman Barnes- 


vory, all of The Allen Mfg. Co., Hartford, Conn.; Mr. 
Thornton, New Britain, Conn.; “Direetor™ Allinger and his 
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Dealers say that two things about Whiting Leather Belting 
make it easy to sell and profitable to stock. 


First, its easy-to-get-ability: a dealer, and his customer, 
can have a Whiting Belt just when it is needed. The com- 
pact, high-geared, personal-service Whiting organization 
sees that deliveries are right. 


Second, its stand-up-ability: dealers never hesitate to back 
up a Whiting Belt with their reputation—because the 
Whiting organization backs them up with sound leather, 
honest workmanship, and closest inspection. 


Write us—we want, on our list of distributors, more dealers 
handling a trade that appreciates quality and delivery. 





General Office and Factory: Long Island City, New York 


Factory Branches at 


21 Noble Court 314 Market Street 9 So. Clinton St. 
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(Continued from page 102) 
feeling and a better spirit of co-operation for the manu- 
facturer than at any convention I have attended. 

W. J. RADCLIFFE, E. A. Kinsey Co., Cincinnati.—I 
never Was at a meeting where I was happier, and I think 
we have accomplished more than at any previous meet- 
ing. Another thing that stands out very strongly in my 
mind is the spirit of co-operation shown by manufactur- 
ers and distributors. 

A. M. JONES, Buffalo Bolt Co., North Tonawanda, N. 
Y.—The biggest piece of constructive work at this con- 
vention was that the three associations met really as one 
body and displayed a keener sense of understanding of 
each other’s problems. 

J. M. Horret, Delta File Works, Philadelphia.—My 
opinion is that this convention was as near 100 percent 
as it was possible to get, both in its executive sessions 
and entertainment feature, and beyond any question of 
a doubt the most successful from any aspect of any con- 
vention the mill supply associations have held. 

JOE WINSHIP, Fulton Supply Co., Atlanta.—Best ever. 

R. D. BALDWIN, Simonds Saw and Steel Co., Fitchburg, 
Mass.—The fact that impresses me the most is that the 
three associations have started something in the line of 
co-relations, which promises a more far-reaching effect 
than any other action at any other convention for years. 

C. M. Murray, Transmission Ball Bearing Co., Buf- 
falo.—I think without any question that it was the most 
successful convention that has ever been attempted. It 
has done more to consolidate good feeling and improve 
the relationship between manufactures and their dealers 
than any efforts which have been made in past years. 

MORGAN H. FOWLER, The Fairbanks Co., New York. 
What has appealed to me the most has been the wonder- 
ful get-together spirit of the delegates, probably at- 
tributable very largely to the fact that the convention 
was held on the Noronic and brought everyone in close 
contact with each other. 

Wm. F. WurstTErR, E. Keeler Co., Williamsport, Pa. 
This is the first mill supply convention I have ever at- 
tended, and I can say that benefits received from the 
meetings will enable me to conduct my business more 
efficiently. 

J. W. CROSSMAN, Indianapolis Brush & Broom Mfg. Co., 
Indianapolis.—It has been a wonderful trip, one long to 
be remembered, and I sincerely hope another convention 
can be arranged something similiar to this one. 

W. A. SOMERS, Somers, Filter & Todd Co., Pittsburgh. 

I have enjoyed the trip very much, and think it has 
been the means of encouraging the people to attend the 
meetings more regularly than when held in some city 
where there are outside attractions. 

H. J. CASPER, Pittsburgh Gage & Supply Co., 
burgh. 


Pitts- 
Most enjoyable convention I have ever attended, 
from the standpoint of both business meetings and so- 
cial entertainment. 

H. L. Coats, Flexible Steel Lacing Co., Chicago.—lIt 
is without question the best convention that I have ever 
attended, and it is to be regretted that there was not a 
more nearly 100 percent attendance of the members of 
the three associations. 

FRED S. DURHAM, Bonney Forge & Tool Works, Allen- 
town, Pa.—This convention is something exceptional 
nothing has been overlooked in any way that tends to 
make the trip pleasant and comfortable for members. | 
don’t know how we can thank the jobbers, who had the 
program in charge, enough for their thoughtfulness. — I 





think this is really the best convention which has been 
held. 

HARRY RUHF, Cleveland Tool & Supply Co., Cleveland. 
—It has been an exceptional convention on account of 
the keen interest shown in the well attended meetings, 
and the entertainment was taken care of in a very fine 
manner. 

E. S. NORVELL, E. C. Atkins & Co., Indianapolis.—The 
spirit of friendliness predominated. 

C. L. SMITH, McComb Supply Co., Harlan, Ky.—I 
think this convention was the greatest success of any 
convention I have ever attended. 

EDWARD P. WELLES, Charles H. Besly & Co., Chicago. 
—We have created a sentiment here that is the most mar- 
velous thing I have witnessed in my lifetime in the mill 
supply industry. I think this has been the greatest con- 
vention we have ever had in the twenty-two years The 
National Supply and Machinery Distributors’ Associa- 
tion has existed. I believe we have a new word which 
applies to all of us—and that is co-operation. 

JOHN E. RAWLS, The Mechanical Rubber Co., New 
York.—The most interesting convention, scenery most at- 
tractive, and details perfect. 

T. E. HAZELL, Wm. H. Taylor & Co., Allentown, Pa.— 
This has surely been the finest convention ever. I think 
it will be productive of results, and there should be a 
great deal to report next year. 

R. S. SMITH, Smith-Meadow Supply Co., Inc., Birm- 
ingham, Ala.—I want to say for my family and myself 
that we have never had a better time than we have had 
at this convention. I think that a great deal has been 
accomplished, and I am heartily in favor of triple con- 
ventions. 

P. O. BOYLAN, The W. M. Pattison Supply Co., Cleve- 
land—The Noronic without doubt has proved the great- 
est melting pot for clear thinking in mill supplies that 
could have been devised. 

G. H. MANNING, Tennessee Mill and Mine Supply Co., 
Knoxville, Tenn.—This convention has been the _ best 
ever. The entertainment features have been excellent, 
the attendance at meetings has been splendid, and the 
business sessions have been very fruitful. 

GEORGE PUCHTA, The Queen City Supply Co., Cincin- 
nati—The spirit of co-operation in evidence at this con- 
vention has never been exceeded. It seems to be realized 
that modern methods of doing business require such a 
spirit, and it is expected that splendid results will come 
from it. The business sessions were very much in earn- 
est, the entertainment was delightful, the officers and 
crew of the ship were wonderful and the reception ac- 
corded by the entire city of Midland, Ont., was one that 
will never be forgotten. 

W. C. ALLEN, The Black & Decker Mfg. Co., Towson, 
Md.—In the six years I have been attending conventions, 
I think this is the best ever. I believe the spirit mani- 
fested between the three associations is better than I 
have seen in previous conventions. 

S. A. ELLICSON, Chicago Pulley & Shafting Co., Chi- 
cago.—This convention has welded the three associa- 
tions together in a way never before possible, and the 
information we secured from our good friend Mr. Good- 
win was helpful to both manufacturers and distributors. 

EF. M. McArtTuHUR, Yost Manufacturing Co., Meadville, 
Pa.—I am much encouraged at the progress made at this 
convention, 

C. W. TITGEMEYER, The Osborn Mfg. Co., Cleveland.— 
This convention has been a great success. It will rank 








106 vi rT 


re Ne ee cee ante 


as one of the most important ever held by the three 
associations. 

J. W. FRIEL, Standard Pressed Steel Co., Jenkintown, 
Pa.—The 100 percent attendance at business meetings, 
and the several pieces of constructive work begun are 
splendid testimony to the success of this convention. 





L. J. MCLAUGHLIN, Cleveland Wheelbarrow & Mfg. 
Co., Cleveland.—Manufacturers and distributors have 


linked arms and are united in the common purpose of 
improving relations between one another. 

J. MUHLEMAN, Bunting Brass & Bronze Co., Toledo.— 
This convention has been remarkable for its constructive 
work. 

M. B. SKINNER, M. B. Skinner Co., Chicago.—I con- 
sider the 1927 triple convention to be the most signifi- 
cant in the history of the mill supply industry. More 
has been accomplished during it than was thought pos- 
sible. The Mill Supply Council will eventually serve to 
draw the three associations together, and I think will 
eventually be the means of converting them into one big 
association with the following advantages: Unification 
of service, consolidation of ideas on business practice, 
creation of a code of standards covering troublesome 
problems, reduction of expense of at least 50 percent in 
operating one association, as compared with three sepa- 
rate organizations; induce a vast increase in membership 
—beyond anything we have any idea of now. The triple 
convention proved once for all that internal friction is a 
thing of the past. It is dead and gone forever. It 
demonstrated that our industry has as capable men in it 
as any industry in the world. We have come through a 
hot and arid valley, and are at last climbing the green 
and fruitful heights. 

HORACE ARMSTRONG, Armstrong Bros. Tool Co., Chi- 
cago.—I feel that the convention was a success in every 
way. The organization of the Mill Supply Council 
promises a solution of many of the difficulties encoun- 
tered in the past. 

ROBERT B. SKINNER, Skinner Chuck Co., New Britain, 
Conn.—The Triple Convention appealed to me in many 
ways great success. The formation of the Mill 
Supply Council was a wonderful move forward. I am 
sure that every person on the boat had a good time, and 
as the newly elected President of the American Associa- 


as a 


tion, I am confident that the next twelve months will 
develop a decided forward movement. 
W. A. KEMMERER, The Bittenbender Co., Scranton, 


Pa.—One of the most interesting and instructive con- 
ventions I ever attended. I feel sure we are definitely on 
our way to accomplish results. 

DIXON C. WILLIAMS, Chicago Nipple Manufacturing 
Co., Chicago.—I have attended many conventions, but 
never one that promised so much constructive improve- 
ment for the associations and the mill supply field. While 
we all have faith in what the Mill Supply Council will 
accomplish, every individual must realize that the work 
must not be left entirely to the Council. We must all 
put our shoulder to the wheel. 


WYLIE K. LEE, Clipper Belt Lacer Co., Grand Rapids, 
Mich.——I hope everybody agrees that the Triple Conven- 
tion was a great success. There is every prospect that 
something definitely constructive will now be accomp- 
lished to aid both manufacturers and distributors in 
reaching a better understanding and more complete co- 
operation. 

H. FE. THAYER, The Charles Parker Co., Meriden, Conn. 
—To me the convention was a success. I believe a real 
foundation has been laid on which something construc- 
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tive can be built, but there is a tremendous amount of 
work to be done. 

J. A. CARSON, Libbey Glass Mfg. Co., Toledo.—The 
Triple Convention this year has entirely changed my idea 
of the value of the associations and the conventions. I 
am now for them, and believe we are on the way to 
better things. 

H. Z. CALLENDER, Whitman Barnes-Detroit Corp., De- 
troit—Believe we are at last on our way to secure a 
constructive program and carry it to a definite conclu- 
sion. The appointment of the Mill Supply Council of 
five men from each of the three associations, certainly 
promises that. 

FREDERICK H. PAYNE, Greenfield Tap & Die Corp., 
Greenfield, Mass.—The Triple Convention seemed to me 
a success in every way. Co-operation between manufac- 
turers and distributors seems to have been the keynote. 
A definite constructive program is promised, and I be- 
lieve will be carried to a successful conclusion. 

ROBERT P. KELLEY, Victor Saw Works, Middletown, 
New York.—One of the most interesting and enjoyable 
conventions I ever attended. There is every reason to 
believe that real co-operation between the various inter- 
ests in the mill supply field will become an accomplished 
fact. 

G.-C. 
certainly 


Horst, Jeffrey Mfg. Co., Columbus, Ohio.—It 
was a successful and enjoyable convention. 
There was evidently a new spirit abroad, and I have 
great hope that much will be accomplished during the 
next twelve months in improving the understanding be- 
tween dealers and manufacturers 

DON S. BRISBIN, The Columbus McKinnon Chain Co., 
Columbus, Ohio.—I thoroughly enjoyed the hard work I 
put in for the American President 
during the past year, and congratulate my successor on 
the wonderful opportunity now offered him in securing 
definite results. The appointment of a Mill Supply Coun- 
cil of fifteen, five from each association, promises much 
that we have all been waiting for for so many years. 

H. H. WRIGHT, Wright Mfg. Co., Lisbon, Ohio.—We all 
had a wonderful time, and I am convinced that the next 
twelve months will accomplish more for the three asso- 
ciations and the mill supply field than has been possible 
at any time in the past. 


Association as its 


R. S. GRANT, Dodge Manufacturing Corp., Mishawaka, 
Ind.—The most successful mill supply convention I have 
attended. There was everywhere evinced a definite spirit 
of co-operation, which cannot help but improve condi- 
tions in the mill supply field. 

L. J. LARZELERE, Farquhar Machinery Co., Jackson- 
ville, Fla.—I feel that the convention was a great suc- 
cess; and, as the retiring President of the Southern 
Association and a recently appointed member of the Mill 
Supply Council, I can only say that I enjoyed my work 
in the past and will give my best thought and effort to 
working out the many problems that will confront the 
Council as a constructive body. 

PHILIP PIDGEON, Pidgeon-Thomas Iron Co., Memphis, 
Tenn.—I think the Triple Convention was even more suc- 
cessful than any of us hoped for. 


W. S. LEECH, P. Wall Manufacturing Supply Co., Pitts- 
burgh.—I have been very much impressed by the spirit of 
co-operation manifested between manufacturers and dis- 
tributors, and believe the mill supply associations are 
working toward a solution of the problems which con- 
front them. 
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Broke the Bank at Monte Carlo 

(Continued from page 53) 
the greatest amount of currency, and one for the lady 
who trimmed the banks the hardest. Mrs. Frank W. 
Knott won a handsome beaded bag donated by Robert 
B. Skinner, and F. R. DuGuay walked away with a set 
of tire chains donated by The Columbus McKinnon Chain 
Co. They each won a fortune, but the amounts were not 
revealed by the management. Incidentally two banks 
were put out of business by L. J. McLaughlin, of the 
Cleveland Wheelbarrow & Mfg. Co. 


NORONIC PARK RACES 

Six Gentlemen Rode Their Own Steeds in Six Six-Fur- 
long Races, a Feat Probably Unequalled in Turf 
History — Heavy Part-Mutuel Betting on Every 
Race. 
June 16, 1927. Six races, all six furlongs, with six 
contestants in every race, and the same horses in every 
race, something unique in the turf history of this coun- 
try. In addition, the identity and breeding of the horses 


were hidden, all racing under a number, one to six. Fur- 


ther, it was not only a case of gentlemen riders, but 





owners only were permitted to mount. setting was 
under the pari-mutuel system, and as the three associa- 
tions were in control, they saw to it that the bettors did 
not receive more than was good for them. The track 
was fast, and that fact did not please some of the con- 
testants, liking heavy ground and a greater distance. 
There was also some crowding at the barrier, despite the 
best efforts of Charles Allinger to give all a fair chance. 
Alvin Smith gave his mount a masterly ride in the first 
race and landed it by a neck ahead of L. J. Larzelere, 
The next two events were taken by B. H. Ackles’ mount, 
which broke from the barrier quickly, and was never 
headed in the second event. Don Brisbin looked like a 
real contender several times, particularly in the third 
event, but his mount at critical times ran wide at the 
turns and was out of it. In the fourth race George A. 
Fernley got a rather bad start, but steadied his mount 
quickly and booted him home, a neck ahead of Larzelere. 
The fifth and sixth events were taken rather easily by 
Ackles, number five mount, owing to the persistence of 
the giant dice turning up the number 5. If you do not 
understand this, “ask me another.””. Fred Mitchell’s hoss 
was evidently out of condition, for in addition to bad 
starts he several times evidenced a disposition to return 
to the barrier. All winners paid 4 to 1, with the excep- 
tion of the fourth race, which paid five to one, with your 
stake retained by the officials. Something new in the 
betting game. 
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The attendance was large and enthusiastic, and the 
betting furious at the six machines turning out tickets. 
The profits were turned over to the entertainment com- 
mittee. Results: 

FIRST RACE: 


Finish 


Horse and Jockey Start 4 1% Streteh Lengths 
Number Six (Smith) ? 3 1 2 1 2 
Number One (Larzelere).......... 1 2 1 2 2 
Number Three (Brisbin) ...... 4 i) 4 4 3 
Number Four (Fernley) ...... 3 4 3 5 3 
Number Two (Mitchell) ........ 6 3 6 3 
Number Five (Ackles) ee 6 5 6 1 

SECOND RAC E Finish 

Horse and Jockey Start 14 % Stretch Lengths 
Number Five (Ackles) .......... 1 1 1 1 nose 
Number One (Larzelere) 3 4 2 2 nose 
Number Four (Fernley) 4 } 4 } 4 
Number Three (Brisbin) 3 2 5 5 i) 
Number Two (Mitchell) 2 5 6 6 i) 
Number Six (Smith) z 6 3 4 D 

THIRD RACE Finish 

Horse and Jockey Start 1 ly Stretch Lengths 
Number Five (Ackles) - a 2 Z 2 1 
Number Four (Fernley)..... 4 4 3 1 1 
Number Three (Brisbin) ...... 2 S 1 } 4 
Number Two (Mitchell) - 5 5 5 5 4 
Number Six (Smith) aa 6 6 4 4 
Number One (Larzelere) 6 1 4 6 5 

FOURTH RACE Finish 

Horse and Jockeys My % Stretch Lengths 
Number Four (Fernley) j zZ 1] l 
Number Three (Brisbin) eercot tn 1 3 1 
Number Six (Smith) = 4 5 “4 
Number Two (Mitchell) 4 3 4 4 
Number One (Larzelere) 5 4 6 2 2 
Number Five (Ackles) 5 5 6 3 


Now, dear reader (you know that is the usual way of 
addressing you), you probably think you are about to 
receive the detail of the last two races. Well, you are 
wrong. Four is enough, and anvway Number Five won 
them both, and the writer of this has forgotten just how 
the gentlemen riders conducted themselves and their 
mounts. Furthermore, at this point on the ship you 
were busy either cashing in your tickets or tearing them 
up. So that’s that. 


THE WHY OF SNAPSHOTS 
{ Lot of Them Were Taken on the “Noronic™ 


Were Suitable for Reproduction, Some Not 
Were Complete Failures 


Vany 
Some 


The presence on board ship of photographers was due 
to three business papers. They engaged Spencer & 
Wyckoff, of Detroit, to take a certain number of pictures 
on the boat and ashore. The papers had no interest in 





MAGICIAN CECIL DOES A CARD TRICK 


the sale of prints to convention people, nor in snapshots, 
single or groups, posed by the photographers. This 
explanation is made principally to cover the loss of the 


big group picture posed at Mackinac Island by the 
papers. The photographer made an error somewhere 


in preparing his camera, and his film was a dud. 
some of the films met with an accident or 


Then 


were lost. 
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“It will move a 
car farther in a 
given number of 
strokes than any 
other mover, and 
with less effort.”’ 









— 
cS 
eS 
“SS 











o “ ess 
— eS SS 
wor > SS “ SS 
We — —— Soe eA seo === a ARN TANS MAAR SN 
a Soo SASS 7 WIth 
—-== AALSETELESTLS a ih 
2008 Chesca eeesaseeas see ees = =~ ——-=5 these ne 8 < — - th 





Every Sidetrack Means a Customer 


You don’t need to hunt for customers for ATLAS Car Movers. 
Just keep your eyes open, if you are a salesman, and wherever 
you see a sidetrack, you can sell an ATLAS, or several of them. 
ATLAS Car Movers are a specialty, because they require a little spe- 
cial effort to sell. But the special effort is mainly OFFERING it to 
users of freight cars. ATLAS Car Movers are so well and favorably 
known, they’re easy to sell. 





Try this, mill supply salesmen. You will find it an easy way to swell 
your total sales. If your house does not stock ATLAS Car Movers, 
ask your sales manager to write us. 


APPLETON CAR MOVER CO., Appleton, Wisconsin 2 
Associate Member National Supply and Mach’y Distributors’ Ass’n. Move the Earth 
__ moat | 


OUR POLICY IS TO SELL THRU THE JOBBER 


la le | 


Give Us a Place to 
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Unit stores 
nd cla abalanced tock 
lot of tcol in of fittings in a 


judre feet of compact space 


Unit No. 720—For Small Tools. Cone Unit No. 710—For Pipe Fittings. A steel 





tains 60 compartments 3” wide (48 of them — unit ready to use, for the systematic storage 
sloping) and 6 drawers 432” x 6” x 12”. of 6500 fittings. Iron pipe sizes 3/8” to 1”.Con- 
Totai 100 compartments, each separately tains 123 individually indexed compartments. 
indexed. Shipping wt. 240 Ibs. Price, $48.00. Shipping weight, 245 lbs. Price, $54.00. 

Pri F. O. B. Philadelphia. Write for complete Catalogue of the Lupton line 


DAVID LUPTON'’S SONS COMPANY, 2239/1 East Allegheny Ave., Philadelphia 
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Joint Meetings of Three Associations 
(Continued from page 75) 
the membership by the association on association stationery 
on a vital question would bring a good response. 

Do you know how many we got? Just 28. Here is what 
we asked: 

I—Do you believe the direct selling manufacturer has 
sales arguments more convincing to consumers than those 
available to distributors? 17 answered “No,” 3 answered 
“Yes,” 8 were in doubt. 

II—Can you name a few good reasons why the distributor 
can serve the trade better and more economically than can 
the manufacturer? 28 answered “Yes.” 

I1I—1l)o0 you distribute these reasons to your salesmen, your 
customers or your prospects? 24 answered “No,” 4 answered 
“Yes.” 

At first this seemed funny, pitifully so, because this proved 
a lack of interest in associations and common problems. Next 
it proved distributors were not using the very arguments 
they considered were the best ones they had, and previous 
evidence had shown they were as an industry, slipping. 

However, with a little thought on the subject, I’m sure you 
will agree with me that at last comes a glimmer of hope. 
We can commence to see where something definite sticks out 
to be done, and, that is simply a combined effort among dis- 
tributors to build up the importance of their industry. 

When a thought is advanced that has as its basis a combi- 
nation of individuals to do a certain thing, immediately great 
waves of opposition appear, because men everywhere have a 
wholesale respect for federal laws, but Mr. Herbert Hoover 
has said: 

“When the objectives of cooperation are to eliminate waste 
in production and distribution, to increase education as to 
better methods of business, to take collective action in polic- 
ing business ethics; to supply information equally to members 
and to the public, upon which better judgment may be formu- 
lated in the conduct of business, then these activities are 
working in public interest.” 

COMBINATIONS FOR EDUCATION WITHIN LAW 

So it seems that the one thing really needed is the one 
thing the Sherman Act doesn’t prohibit—education. 

What might this combining of distributors hope to ac- 
complish by education? 

1st—To procure from business transactions a fair profit. 

2nd—To curb competition of direct sellers. 

srd—To reduce price cutting. 

1th—To restrict operations to proper territories. 

oth—To educate buyers to the distributor’s importance. 

6th—To educate his sales force. 

7th—To educate himself. 

8th—To educate manufacturers. 

Just why hasn’t it been tried? Well, as a matter of fact, 
it has been tried by means of community groups, but what 
good can come from a perfect understanding among Milwau- 
kee jobbers if Chicago jobbers are not working under the 
same agreement? Wherein would Cleveland jobbers hope for 
success if Pittsburgh jobbers were not in accord? 

How could Terre Haute improve conditions if Indianapolis 
was not in harmony? It takes a nation wide movement, and 
that is where the association comes in. 

I think men shy at the word education. It seems like a 
long slow process, but don’t forget, it’s only been in recent 
years that our children are being saved by the movement for 
a “Sane Fourth of July.” Only a few years ago we started 
to “Swat the Fly;” spitting in public places is rather the 
exception now, whereas before men started to conquer dis- 
ease by education of the public our sidewalks were filthy. 

Educating the public has been done and will be done when- 
ever men want to do it badly enough to combine their efforts 
to do it. 

I believe the real season why it isn’t being done is a lack 
of leadership, and since no movement is being sponsored to 
unify distributors, they are being torn apart by internal 
strife. I don’t expect to get away with that statement with- 
out some evidence to prove it, so in addition to what we know 
about what competing sales systems think of distributors, 
what consumers seem to think, what dealers seem to think, 
and what manufacturers seem to think, let’s consider this. 

I’ve been in a good many towns where there were several 
large distributors, and where efforts had been made to estab- 
lish a working community group. Being interested I’ve in- 
quired about how it worked, and in each case found that 
someone was out of step. By the time I’d gotten around 
each had been named. Should such a condition be allowed 
to exist? 

It has been said to me: “Get together?—why it’s abso- 
lutely impossible as long as so and so is in business. I 
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wouldn’t trust him on a bet.” And men, some of you would 
be surprised if ’'d name a few of these men that someone 
says can’t be trusted by men they compete with. 

It has been said to me: “There are too many distributors, 
some of these fellows shouldn’t be in business; squeeze them 
out and keep them out.” 

It has been said to me by men running supply houses which 
have age and size: “Why should we show these fellows how 
to run their business? If they won’t be good we will spank 
them and make them like it.” 

It has been said to me by men running supply houses not 
having the dignity of great size and age: “I’m afraid to 
make suggestions because the older houses demand the right 
of leadership.” 

It has been said to me: “The associations don’t stand for 
anything constructive—they are dead from the neck up.” 

It has been said to me: “Why should I go to association 
meetings? They only chew the rag and go home and think 
up new ways to harm business.” 

It has been said to me: “Association officials never come 
around—we don’t know what they are doing or want to do.” 

It has been said to me: “I’m fed up on the associations 
and have dropped out.” 

It has been said to me: ‘Why have two associations?” 

I have no suggestions as to whether there shall be two 
associations or twenty of them, but this much is sure, let 
jealous thoughts arise between them and team work vanishes. 

Question and cross-question whenever, wherever and whom- 
ever you will, and you will find that direct selling, price cut- 
ting and territory jumping are the factors that disrupt peace- 
ful and profitable operations. 

Education of distributors would show them that their sales 
problems are the same regardless of geographical location, 
consequently a uniform remedy is needed. The preachments 
necessary to bring about good will and unity of thought 
ought to be coming from a centralized point, from men in- 
terested in the whole, rather than a group, or community. 

It has been said to me: “How can you get men together 
nation-wide when you can’t get those who live in the same 
town together?” and that presents the million and one stories 
that gossip peddles around. Jistributors won’t get together 
because they are afraid of one another. 

A lot of mistakes are willful, without doubt, but gossiping 
tongues make them all willful. 

Let a man give his brother’s son a handful of bolts to fix 
a toy wagon and pretty soon you will hear where he sold a 
carload of pulleys for a bale of hay. Some one is sure to 
believe the story—get sore because he didn’t get to bid on 
the carload of pulleys—and then knock 5 percent off on pipe. 

Whether you want to believe it or not, there is internal 
strife, and, a little traveling around with your ear to the 
ground will give you all the proof you want. 

All right what is going to be done about it? 

Personally, I feel whatever plan of action is taken, if one 
is to be considered, should be directed by the associations. 
Unfortunately there is no particular love for the associations 
as they stand today. They are not particularly interesting to 
the majority of the members, and it goes without saying 
non-members are not at all interested. Without interest, 
there will be no work, and whatever the associations do de- 
pends entirely upon how many work, how much they work, 
and how much thought there is back of the work. 

We cannot condemn the associations, however, because, w* 
as individuals are the associations, and if we refuse to go to 
meetings, participate in the program and make suggestions, 
then we defeat the chance of helping the industry. Even if 
we all do work there really is not much chance of success 
until the membership enrollment approaches 100 percent of 
the potential field. 

However, the very minute the association gets a platform 
that will interest members and non-members enough so that 
they will want to contribute time, thought and money for the 
betterment of the industry, you will see a reversal of form, 
and the activities of the industry will be controlled. When 
things have progressed that far, some one will be picked who 
has brains enough to straighten things out. He will be 
picked out for his ability to make the cash register ring up 
profits, with no thought for goodfellowship or geography. 
It will take time to be sure, but no success is possible until 
something is tried, and while watchfully waiting for a leader 
to bob up, the mail order house, the chain store, the ware- 
house system, and the direct seller taxe more and more of 
the volume and profit. 

As quickly as distributors commence to act in unison, they 
are going to learn they hold in their hands the balance of 
power that will control manufacturers’ policies of sale. 

Last August, the respected and missed advisory secretary 
of the National Association, Mr. T. J. Fernley, told me some 
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What two files did 


Two 14-inch flat bastards of different brands. 
Both picked at random; both tested in a scientific 
machine under identical stroke, speed and pres- 
sure. 


Did they behave alike? They did not! 


One was “done” on both sides after 7782 strokes. 
The filings weighed 247 grams. 


The other was still cutting fast on the frst side 


after the same number of strokes. Its filings 
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A large machinery-building concern 


made the test to settle whether it was get- 
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manufacturers were not invited to become associate members 
of that body, simply because their sales policies showed them 
not to be properly in sympathy with distributors. 

The association couldn’t advise the membership, but each 
member could easily find these things out for himself, and, 
if he were working for the industry, could bring about the 
desired results for the industry. The curbing of direct com- 
petition can be done in this way most effectively. Let me 
illustrate. 

It costs the distributor about 21 percent to sell. Is it reas- 
onable to suppose the manufacturer can sell direct for the 
ame amount or less? If he can you will have to admit there 
is something wrong with the distributor’s selling, and the 
mere fact that some manufacturers do undersell the distribu- 
tor does not prove there is anything wrong with the distribu- 
tor’s selling, but does prove that the high cost of selling 
direct is equalized for the manufacturers by the distributor's 
support. 

REFUSE SUPPORT TO FICKLE MANUFACTURER 


A manufacturer may have a sales outlet through a supply 


house in one territory that he values so highly that he leaves 
iim unmolested absclutely. His sales cost there will be about 
» percent. In an adjoining territory he may be selling direct, 
much to the embarrassment of some other distributor, and 
may be making price schedules that produce a price war 
from other manufacturers. If it costs him approximately 
21 per cent to sel] direct, don’t you see it is the distributor’s 
upport elsewhere that makes possible lower prices? 

In other words, education of distributors would show them 
that they should investigate the sales policies of prospective 
sources of supply, and if that policy of sales didn’t protect 
the industry, refuse support. 


If distributors were working in perfect harmony, manufac- 
turers would soon become acquainted with the fact that they 
could get their volume in one of two ways only, direct or 
through the distributor, and I imagine production would be 
more carefully checked. 

Manufacturers are not going to willfully produce more 
than they can sell, any more than distributors are going to 
, buy more than they can sell, and production is no 
“lon the possible output of a machine than pur- 
re based on the size of the distributor’s bankroll. 
The bargains offered may be the result of over production 
or in the hope of stimulating volume, but if the buyer will 
first make sure the bargain is not offered promiscuously, he 
would save a lot of markdowns. <A bargain offered every- 
where is a decline—it gets the buyer no added profit, because 
other manufacturers immediately commence shooting at the 
price, and it then serves only as having established a lower 
‘ket, and any distributor caught with that item in stock 
is stuck for a markdown. 

Let the direct seller sell direct, then he won’t hurt dis- 
tributors. Let him study his market direct and take care of 
his misjudgments direct. Let distributors cooperate with 
their sources of supply and help base production on their 
intimate knowledge of the field. Let them give their source 
of supply a steady output, and the increasing strength of the 
source of supply will come right back to the distributor in 
quality and price. 

“How can the distributor render better service to the 
manufacturer?” 

It’s a subject so broad, so deep and so perplexing that to 
tackle it makes chills run up and down my back, but one 
thing stands out: When men want a solution badly enough 
they Will get rH. 

NECESSITY FOR GETTING STARTED 
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However, first must come understanding. Second must 
come a guiding head who will see the whole, rather than a 
line or community, or group—who will gather, assort and 
distribute the necessary data to closely knit individuals into 
a working, thinking, fighting unit. 

The brainy type of men who distribute industrial supplies 
are men used to success and capable of it. Many have defi- 
nite ideas, because I’ve heard them expressed. Let’s get 
those ideas out in the open, reject the impractical, accept the 
practical, but above all things get going. I’ve tried to prove: 

Ist, the necessity of a governing head. 

2nd, a police department. 

Srd, a platform interesting to all. 

{th, 100 percent support to the governing head. 

Can such a program be worked out? Not until an effort 
is made, that’s sure, and remember that some of the unselfish 
hard workers who have contributed so fullheartedly in the 
past are getting fed up with criticism. They want help. 
Failing to get it don’t be too sure they won't get as indif- 
ferent as those who have contributed nothing. Then what? 

If distributors want to help manufacturers, let them help 
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themselves, then they can do a bit of dictating to that fel- 
low who won’t play the game. 


ALVIN M. SMITH STATES DEALER’S VIEWS 


Following Mr. Gattshall’s talk, Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va., and secretary of the 
Southern Supply and Machinery Dealers’ Association, 
discussed the subject from the viewpoint of the dealers. 
Mr. Smith stated that while some of Mr. Gattshall’s 
ideas synchronized with his own, he would not admit that 
the dealer had not faced the major facts. He declared 
a great deal of the fault rests with the manufacturer, 
and that there are just as many manufacturers passing 
out of the picture as there are distributors. Mr. Smith 
spoke in part as follows: 


If we gave our customers the kind of service some of our 
manufacturers give us, we would have few customers left in 
one or two years. It is sometimes ten days to two weeks 
after shipment before we receive invoice and bill of lading. 
Three to four letters are sometimes written before receiving 
replies. Answers to telegraphic inquiries are sometimes 
received by letter several days after the message is sent. 

Frequent errors are made in shipment. There is often 
failure to furnish the original bill of lading with invoice as 
requested, and seldom, if ever, is the freight rate inserted, 
as requested. Request for freight routing is often ignored, 
or improper routes are shown. There is often failure to 
adjust reasonable complaints, and prices are sometimes not 
in accordance with terms of sale and frequently not in ac- 
cordance with terms of contract where contracts exist. In- 
voices often fail to show how goods are shipped, and dates 
on bills of lading do not correspond with invoice dates. 

Manufacturers’ salesmen sometimes report to his cus- 
tomers’ office from thirty minutes to an hour late, and take 
from an hour and a half to two hours for luncheon and are 
prone to stop work too early in the afternoon. Many manu- 
facturers offer exclusive sales contracts requiring large ware- 
house stocks with considerable investment and with resale 
prices entirely too low to justify even the expense of ware- 
housing, not to mention cost of handling, invoicing and col- 
lecting. Some manufacturers place accounts in the hands 
of manufacturers’ agencies carrying no stock or other invest- 
ment and give them the same price as the distributor, who 
warehouses the goods, and stand for price cuts made by the 
manufacturers’ agent, as well as his securing the benefit of 
the work of the jobber’s sales organization. 

Many of the complaints on distribution made by the manu- 
facturers is due to creation of distributors who in no sense 
of the word are such, having no sales organization, or, at 
most, one man; insufficient capital and insufficient warehouse 
space. Such people cut prices to move goods and secure 
needed money, thus making trouble for the legitimate dis- 
tributor in the territory. 

Sales co-operation promised by manufacturers is not al- 
Ways given. I have in mind one exclusive agency, where five 
months after the contract had been closed the co-operation 
promised by the manufacturer had not been given, and the 
division sales manager was found working in the distributor’s 
territory in the interest of another agent. 

Concessions made by manufacturers to encourage increased 
business are prolific causes of failure to function. Special 
concessions in price invariably encourage price cutting on 
the part of the distributor. Some manufacturers overstock 
distributors and then complain of infrequent orders. 

I know of some cases where a well known manufacturer of 
a popular line has overstocked a distributor in one section, 
claiming other distributors were required to carry the same 
stock, and where inquiry among these other distributors 
revealed that they were carrying fifty percent less stock. 

Mr. Smith then proceeded to list other faults of some 
manufacturers as follows: 








Failure to give extreme 
prices and offering alibis when such action is discovered 
by distributors; failure of manufacturers of standard 
trade-marked and patented goods to protect the jobber, 
despite written statements that they do so; practice of 
taking business direct when they know that the distribu- 
tor is in a good position to handle it; soliciting both 
jobber and consumer trade; failure to quote in accord- 
ance with request, such as naming F. O. B. factory prices 
when delivered prices are requested; requesting jobbers 
to handle business on five percent or a brokerage, vet 
insisting on stocks being carried: having a resale price 
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policy and refusing to back same up, though in posses- 
sion of information showing that cut-price jobbers are 
demoralizing price on their product; seeking agency con- 
tracts with one distributor before cancelling with exist- 
ing distributor; establishing a market for their goods 
through the distributor and putting the majority of the 
expense of such distribution on the distributor, then 
deciding to step in and take business direct; failure to 
co-operate in trade practice, this evidenced by a recent 
change in the method of selling bolts, in which a suffi- 
cient number of manufacturers have declined to co-oper- 
ate with others in the standard list and package, as well 
as in price, to prevent it from becoming fully effective; 
refusing to ship carload business direct to distributor’s 
customer, but agreeing to make such direct shipment to 
consumers in the same territory; seeking distributors’ 
business on a stock-carrying basis and offering a_ profit 
on resale insufficient to cover cost of distribution. 

“The committed to dealer 
distribution and adhering to same one hundred percent, 
in holding their loyal distributors (despite the efforts of 


success of 


manufacturers, 


others to get them away from them) is pretty conclu- 
sive evidence on our part that, where a manufacturer 


chooses to commit 
heartedly and 


1 
+ 


he distributor 


himself to dealer distribution whole- 
proper support to his distributor, if 
is at all alive to the possibilities (as we 


give 
believe he is), this relation is satisfactorily functioning 
on the part of both the manufacturer and distributor,” 
said Mr. Smith in conclusion. 

Mr. Puchta expressed his belief that both 
turers and distributors were on the defensive. 


attention to the 


manufac- 
He called 
‘ fact that the bolt and nut manufacturers 
have recently been doing a big job, the greatest in the 
history of the mill supply game. They had sixty percent 


over production after deflation, which then carried a cost 
of nine dollars a ton on selling direct to the consumer 
over and above the cost of selling through the distributor. 
Mr. Puchta stated they had now ceased selling con- 
sumers, and were turning over all accounts to distrib- 
utors, except in a few isolated cases. 

It was then brought out by Mr. Puchta that commit- 
tees of five from each of the dealer organizations had 
been appointed to sit in with a similar committee to be 
appointed by the American Association to consider im- 
provements in associations’ methods. These committees 
consisting of fifteen men were to comprise a new Mill 
Supply Council, with a general understanding that they 
would have four meetings annually, and present. some 
definite plan either at an especially called meeting or at 
the next annual meeting. 


FINAL TRIPLE SESSION 


All Associations Made Short Work of It on Friday Morn- 
ing—Nashville, Tenn., Selected by Joint Committee 
as Place for 1928 Triple Convention. 


Following the last executive session of the three asso- 
ciations on Friday morning, June 17th, came the final 
joint meeting of the associations. 

Ik. P. Welles, the newly elected president of the 
National Association, was asked to preside, and took the 
chair. Then came the presentation of the officers of 
all three associations, and each individual was invited to 
the platform to speak a few words to the united member- 
ship. All were appreciative of the honor conferred, and 
incidentally promised to assist in every way in bringing 
about better conditions. 

Mr. Welles stated that he considered this the greatest 
convention ever held, with a liberal use of the word ‘‘we” 
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as used by the famous “Lindy.” He declared the newly 
appointed Mill Supply Council recognized the inter- 
dependence of all in the industry. He also had words 
of appreciation for Mr. Goodwin's aid. 

The three committees on time and place then reported 
as a joint committee, that a triple convention would be 
held next year at Nashville, Tenn., on May 15, 16 and 17, 
subject to a vote of approval of all three associations. 

Vational Considers Vital Problems 

(Continued trom 81) 
in any part of the United States, doing a business of a mil- 
lion dollars a year, and will proceed, to the best of my ability, 
to show the cost of doing business by that particular house. 
I will then show you figures of what the present profit of 
those already engaged in the industry is and will give you 
some figures as to what might be called a suggested profit to 
be obtained. This will present a picture that I would like to 
show to the manufacturer. Then we would like the manu- 
facturers to give us a picture of their problem, and from 
these two pictures we hope before the convention is over, 
after re-touching the two negatives referred to above, to get 
a composite picture that will be presentable and pleasant to 
look upon by distributors and manufacturers alike. We do 
not want this composite picture, however, to be a caricature, 
each man present at this convention, whether he is a 
distributor or manufacturer, should, in my judgment, work 
with the definite viewpoint outlined above. 


page 
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Again referring to our typical mill supply house, doing a 
business of a million dollars a year, we will imagine that 
some of our friends have an idea there is a lot of money in 
the mill supply business, get their friends together, and with 
what they can raise themselves organize a corporation with 
$250,000 capitalization. They have decided to occupy a store 
having a floor space of 75 by 150 feet. It will be a four- 
story and basement building, giving about 56,250 square feet 
of They are to have sixty employes, fifty of whom 
are clerks, bookkeepers, stenographers, ete., and ten depart- 
ment heads, officers and salesmen. The average wage of the 
fifty employes is $55 a week, amounting to $91,000 a year. 
The average of the ten officers, department heads, trav- 
eling men (including traveling expenses), $6,000 a year, or 
$60,000, making a total of $151,000. Now you can add the 
rent. Figuring the rental of their new building on the basis 
of 25 cents a square foot, the amount of this rent would be 
$14,062.50. For comparison this rental can be figured on 
whatever basis is market per square foot in your particular 
city. If the building is owned and not rented, figured on a 
replacement value with taxes and cost maintenance, etc., the 
figures will be approximately the same as rental. Therefore, 
the principal items of expense are rent, salaries of officers 
and employes, and incidental expenses. Incidental expense 
will run about 36 percent of the cost of rent and salary ac- 
count, and in order that you may know what the incidental 
expenses are in the average business per year and may cove} 
all of the items that go into the expense of running a busi- 
ness, I have detailed them as follows, omitting actual figure 
for brevity: 


space, 


wage 


LISTS INCIDENTAL EXPENSES OF THE BUSINESS 
Per Per 
Month Year 
Advertising, which is in the nature of cata 
logues, newspapers, ete. $5,000 
Association memberships of all kinds 300 
Audits 
Average Auto Expense—five cars 150 1,800 
Auto insurance 20 360 
Carfare 5 60 
Christmas cigars or novelties 
City inspection of elevators 1 12 
Clock ser, ice By 36 
Club dues and entertaining 
Collection expense 10 120 
Commercial reports 17> 
Convention expense DOO 
Fuel 0 600 
Insurance 150 1.800 
Interest 
Legal expense 
Overtime and supper 150 
Papers and periodical 150 
Patrol and cleaning lon 1,800 
Power and light 125 1.500 
Directors’ fee 160 
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Incidental repairs about building, display 
and window trimming : ; 
Shipping expense, boxing, nails, lumber, 
twine, paper, etc. 500 6,000 
Stationery : 100 1,200 
Sundry supplies for offices 40 480 
Taxes of all kinds 1,500 
Teaming and auto delivery 1,250 15,000 
Telegrams 60 720 
Telephone 250 3,000 
Towel service 10 120 
Vehicle tax : 50 
Water tax ‘ ue 4 48 
Freight 4,000 
Postage 5,000 
Depreciation on autos 1,000 
Depreciation on furniture and fixtures 500 
Bad accounts, figured on basis of 14 of 1 
percent a year 2,500 


Excess discounts allowed over discounts 
earned : 

(Memo: Discounts allowed—$12,600: dis- 
counts earned—$10,000) 


Total of items listed without figures 


2 600 
ps 759 


Total : $61,000 
ONLY $5,000 PROFIT, WITHOUT DIVIDENDS 

The total expense of this little corporation covering the 
above mentioned items, which we believe you will agree are 
fair, amounts to $227,000 per year to sell a million dollars 
worth of merchandise in a fairly good year; but the average 
profit not only for our industries, but all general merchandis- 
ing industries in the United States, as far as I can learn, 
for 1926 was 23 percent, so that if we take that average 
profit, which is about the same as the distributors made 
during 1925, you will find they reflect a gross profit on sales 
of $250,000; but having spent $227,000 to get this $230,000 
profit, their gain on the year’s business was $3,000, or three- 
tenths of one percent of their sales. 

This typical mill supply house was a corporation and stock- 
holders wanted some dividends on the basis of the capitaliza- 
tion of $250,000. Had they paid 6 percent dividends on their 
capital stock, they would have amounted to $15,000. Having 
only $3,000 in the bank to pay them dividends, they 
shy $12,000. 

Now, take the mill supply business for 1925. Suppose one 

our mill supply men s doing the same amount of 
business ($1,000,000) with approximately the same expense. 
The figures of the cost of doing business in the mill supply 
business from 41 different large houses, having been in busi- 
ness for many years, in 1925 were 20.77 percent, including 
interest on capital owned or borrowed of 2.29 percent. 

What is the suggested remedy? If the industry could 
have a gross spread of 25 percent, we could make a little 
money—not very much—and to make 6 percent interest on 
our sales, we would have to have a 30 percent spread, which 
ix something to work for. 


were 
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The above outline represents the expense account of run- 
ning this typical supply business. Now take the merchandise 
end. The average mill supply house will find that approxi- 
mately 25 percent or $250,000 of these sales is made up of 
merchandise items covering a close profit of not over 10 
percent, up $25,000; 10 percent over-counter sales, or 
$100,000 priced at 25 percent of retail price, set up $25,000; 
leaving 65 percent or balance of $650,000 sales, which must 
be priced at net 27.7 or $180,000, to even make up a gross 
of $250,000 or 23 percent of sales; so if on 23 
we are only making 2.23 on sales, is it 
that we should have a g 
line of business? 

In conclusion, my suggestion as to how the distribution of 
mill supplies can be made more profitable is first, to 
closer co-operation between manufacturers and distributors, 
that these problems may be discussed, analyzed and under- 
stood by all; second, maintain a resale price Q's by 
manufacturers, based on a spread that will cover the cost of 
distribution and leave a reasonable profit for the distributors. 

As I stated in the beginning of this talk, this is simply to 
introduce the subject for discussion, and doubtless some will 
wish to discuss the subject further, or have something more 
definite to suggest. 

N. A. GLADDING SPEAKS 

The next speaker was N. A. Gladding, E. C. Atkins & 
Co., Indianapolis, who discussed the same subject from 
the manutacturer’s point of view. 
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Mr. Gladding stated that his company is both manu- 
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Laid-up! 


You will make better customers of your 
truck customers by selling them trucks 
that need not be laid-up for first-aid 
treatment every few weeks. They will 
welcome an opportunity to cut-out truck 
repair bills. 
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Anchor Trucks laugh at gruelling service. 
Made of steel throughout. No wood to 
splinter or break. Only a few parts— 
practically nothing to get out of order. 


“Special Flexible” 
Hoisting Rope 


Made in a wide variety of types and sizes. 
Write for Catalog 102. 


ANCHOR POST FENCE COMPANY 
9 East 38th St., New York, N. Y. 
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Where extreme flexibility is desired, 
Wickwire Spencer “Special Flexible” 
Wire Hoisting Rope serves the purpose 
ideally. 











This rope is much used on cranes and 
similar machinery where rope is oper- 
ated at high speed and where sheaves 
and drums are necessarily small. 








“Special Flexible” Hoisting Rope has 
six strands with 37 wires to a strand. 
In ropes larger than 134 inches in 
diameter in hoisting apparatus this 
construction is usually preferred to the 
6x19. 
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It is furnished in four grades—Cru- 
cible Cast Steel, Extra Strong Crucible 
Cast Steel, Plow Steel and Graystrand. 


Our catalog will gladly be sent upon 
request. 


Wickwire Spencer Steel Company 


General Offices: 
41 East Forty-second Street, New York 
208 South Lasalle Street, Chicago 
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facturer and distributor, for it maintains a supply house 
in Memphis. 

The speaker declared that while it is a good thing to 
have up-to-date methods, there are a good many good 
old common sense ideas, which it pays men in business 
to live up to. In commenting on Mr. Welles’ talk, he 
said that unless distributors hold to good resale prices 
established by the manufacturer, they are of no value. 

Part of the distributor’s ills he laid to the weakness 
of the distributor in granting price concessions and the 
shrewdness of buyers in securing them. The remedy, he 
stated, is for distributors in localities to get closer to- 
gether. One of the greatest weaknesses in the mill 
supply business today is the fact that some salesmen 
are buffaloed by buyers and then return to their sales 
managers and inform them what so-and-so has done, 
when so-and-so hasn’t done it at all. 

Mr. Gladding suggested that distributors first main- 
tain resale prices and that they boil down souvenirs. 
He cautioned his listeners to remember when providing 
cartage and packing without proper provision for han- 
dling the cost of them that service is just about bank- 
rupting some people. Mr. Gladding expressed the 
opinion that things will be much better for the distribu- 
tors if they will take hold of lines they want to handle 
and really sell them. 

PRICE CUTTING DISCUSSED 

There followed a general discussion of resale prices 
and price cutting, and manufacturer’s relations toward 
houses which cut prices, Charles E. Allinger, The Chas. 
A. Strelinger Co., Detroit, and Messrs. Gladding and 
Hunn being among those participating. R. T. Mitten, 
The Black & Decker Mfg. Co., Towson, Md., said he 
believed it would be a good idea for executives of supply 
houses to visit consumers and sell them on the advan- 
tages of buying through the distributors. Among other 
things, he called attention to the fact that too many 
manufacturers assume the responsibility of selling 
direct, and maintain branch houses, which are in reality 
competitors of supply houses. Lawrence Puchta, The 
Queen City Supply Co., Cincinnati, mentioned the fact 
that some manufacturers have one policy for selling and 
another for buying and stated that the tendency of their 
buyers to haggle salesmen is likely to cause a lack of 
confidence on the part of the distributors. Mr. Welles 
stated that he believed 98 percent of the distributors 
would uphold the right kind of a price. Mr. Helm said 
that the problems of distributors in other sections of the 
country are much the same as in Arizona, and that he 
believed a better understanding would have to be worked 
out. H. E. Ruhf, The Cleveland Tool & Supply Co., 
stated that where some distributors keep stiff backs in 
their home territories as regards prices, they weaken 
when they get into overlapping territorities. 

President Ackles then read a letter from W. L. 
Rodgers, president of the Pittsburgh Gage & Supply Co., 
in which the latter stated his inability to attend the 
convention because of an operation. William Todd, 
Somers, Fitler & Todd Co., Pittsburgh, was instructed 
to send him a radiogram from the Noronic expressing 
the regret of the association over his inability to attend 
the convention and extending best wishes. 

“Co-operation” was the topic of an interesting address 
by W. J. Radcliffe, The E. A. Kinsey Co., Cincinnati. 

W. J. RADCLIFFE SPEAKS 

Mr. Radcliffe said that profit is the lifeblood of trade 
and industry and that he believed it is possible for dis- 
tributors to obtain a profit. He stated it as his opinion 
that it would be well if the distributors in a given 
locality knew each other. If a distributor does not know 
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his competitors and is unable to analyze their problems, 
he is very likely to misjudge them, Mr. Radcliffe said. 
He said that the trouble has been to get all centers to 
co-operate properly, but that if this work can be carried 
out, it should result in great good. 

P. O. Boylan, The W. M. Pattison Supply Co., Cleve- 
land, was the next speaker. Mr. Boylan’s subject was, 
“The Net Margin on Which We Operate and Methods by 
Which We Can Conserve It.’ He spoke in the main as 
follows: 

P. 0. BOYLAN SPEAKS 


We are doing a considerable volume of business, but, 
unfortunately, a great deal of that volume is gained at the 
sacrifice of profit, and profit is what we must have if we 
hope to endure. 

It is my firm belief that we can conserve our profits and 
build our businesses up to a thing of life only by intensive 
study of our individual businesses. There is no general rule 
that can be applied (except, perhaps, that you insist that 
every bill of goods sold show a profit) that would operate 
the same in all houses. Statistics covering a period of five 
years or more indicate that the net profit after paying all 
charges approximates about one and three-quarters percent 
on total sales, or, roughly, $17.50 per $1,000 sold. This 
represents the money you distribute to surplus and dividend. 
We are dealing with the present—past years, with inventory 
appreciation not considered. 

Authors of recent articles in trade journals, eminent econo- 
mists, business prognosticators all point to the fact that we 
are due for further price reductions, especially so in products 
of which steel is the basis. In view of all this we will pay 
particular attention to our stock purchases, we will do every- 
thing possible to increase our turnover to prevent serious 
inventory losses. What, then, beyond this extra buying cau- 
tion, can we do to maintain our present profit standard? We 
can, of course, reduce our working organization. This method, 
however, usually acts with reverse English, so, generally, we 
shall not do it. We can and will redouble our efforts to 
sell specialties, and they can be sold. More time should be 
devoted to promoting the sale of merchandise at suggested 
resale prices, showing pleasing profits. 

GET DOWN TO EARTH WITH EMPLOYES 

In addition to these things and all others you men have 
done over and over for years with gratifying results, I 
believe much good can be accomplished in our individual 
houses by getting down to earth in our talks with the people 
responsible for the every day operation of our business. 
Instead of discussing volume in hundreds of thousands per 
month, let’s talk about the very few dollars profit we can 
show for a thousand dollars effort. It seems reasonable to 
suppose that an error entailing a loss of, say, seven or eight 
dollars, representing fifty percent of the profit on one thou- 
sand dollars worth of business, so explained to the one 
responsible for the error, should impress him or her very 
considerably. Now, gentlemen, this all may sound very fool- 
ish to you, perhaps you will say academic, but I can assure 
you it has been tried out quite extensively during the few 
months of this year, and I, personally, will vouch for the 
truth of the statement that it has proved remunerative. 

I did not intend to mention psychology, but I can’t avoid it. 
You must admit you are doing a lot of growling and kicking, 
so we must conclude that whatever you have done, while 
helpful, is not a cure-all, so why not go back and plug up 
some of the small leaks generally overlooked that will help 
keep $17.50 from looking like seventeen cents? Trifles make 
perfection, but perfection is no trifle, as in any great super- 
structure erected on a solid foundation, care and attention 
must be bestowed on the apparently insignificant minor flaws 
and defects which manifest themselves from time to time, 
in order to prevent their inroads from resulting in dangers 
and perhaps catastrophes of major consequence to the entire 
structure. So in the great superstructure of the mill supply 
business, built on a solid and safe foundation through the 
arduous endeavors of many here today, and some who are 
not here, and, incidentally, upon the safe preservation of 
which many of us depend for our daily sustenance, strict 
attention must be paid to the leaks before referred to, to 
prevent their expansion, or we shall find ourselves inundated 
by the flood of disaster and ruination, and we shall be con- 
fronted with the threatened destruction of our structure and 
its enchanting tower, our profit. 

George Puchta then brought before the association 
the idea of the Mill Supply Council. He told how com- 
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mittees from the National, Southern and American asso- 
ciations had held several meetings with the idea of 
arriving at some action that would result in co-operation 
between the three for the best interests of both distribu- 
tors and manufacturers. Finally, he said, the committee 
had agreed 100 percent on the action to take, presented 
the following resolution as the first step in bringing it 
about, and moved its adoption: 
MILL SUPPLY COUNCIL APPROVED 

“RESOLVED: That a committee of five from The 
National Supply and Machinery Distributors’ Associa- 
tion and a committee of five from the Southern Supply 
and Machinery Dealers’ Association be appointed by the 
respective presidents of these associations, with the 
request that a similar committee of five be appointed by 
the American Supply and Machinery Manufacturers’ 
Association. 

“This joint committee to be known as ‘The Mill Supply 
Council,’ to meet not less than four times per year, their 
expenses to be paid by their respective associations. 

“The object of this Mill Supply Council shall be in 
every possible manner to bring about closer co-operation 
among the various members, and improve conditions in 
our industry.” 

Mr. Allinger seconded Mr. Puchta’s motion, and it was 
adopted unanimously. 

Mr. Allinger, the hard working chairman of the enter- 
tainment committee, then announced plans for enter- 
tainment during the convention trip, and President 
Ackles appointed the following nominating committee: 
W. J. Radcliffe, The E. A. Kinsey Co., Cincinnati, chair- 
man; P. R. Helm, Pratt-Gilbert Co., Phoenix, <Ariz.;: 
George C. Pearson, Smith & Pearson, Inc., Auburn, N. 
Y.: Charles E. Allinger, The Chas. A. Strelinger Co., 
Detroit; B. C. Hanssen, Louis Hanssen’s Sons, Daven- 
port, Iowa; H. J. Casper, Pittsburgh Gage & Supply Co., 
Pittsburgh; W. C. Lambert, Swank Hardware Co., Johns- 
town, Pa. 


WEDNESDAY AFTERNOON MEETING 

Discussion of Local Groups, Including Report of George 
Puchta; Discussion of Elimination of Unprofitable 
Lines, Mr. Welles’ Five Points, Addresses by H. F. 
Seymour and H. H. Kuhn. 

The meeting of The National Supply and 
Machinery Distributors’ Association was held Wednesday 
afternoon, June 15th, at 3 o’clock. 

Reports were received from distributors from various 
sections of the country reporting the progress that had 
been made in the establishment and functioning of local 
associations. 


second 


George Puchta, chairman of the committee on local and 
sectional associations, then made his report. Mr. Puchta 
said that W. J. Radcliffe and he had done some preaching. 
He stated that wherever they visited to urge the organi- 
zation of local associations, distributors were asked to 
assemble at a certain time, the history of the movement 
was outlined to them and the purposes of local groups 
explained to them. Mr. Puchta said that Mr. Rad- 
cliffe and he had found that some of the distributors had 
not known one another previous to these meetings. In 
each the local association was organized before 
Messrs. Puchta and Radcliffe left, and a chairman, to act 
as umpire, was chosen. 
other week. 

Mr. Puchta said that after the distributors had been 
brought together in local groups, they found that the 
other fellow was not so bad as they had thought and that 
much of the information that had been handed out was in 
reality misinformation. Some troubles were traced to 
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the untruthfulness of some buyers and others to the fact 
that some salesmen are not friendly enough with buyers. 

He told how a clearing house had been established in 
Cincinnati a few years ago when distributors found 
themselves loaded with heavy stocks, purchased at high 
prices, and how by means of this clearing house much of 
these goods had been moved. The distributors who 
formed the clearing house placed with each other 1,800 
orders on a declining market, he said. 

At the conclusion of his talk, Mr. Puchta made a 
motion that it be recorded as the sentiment of those 
assembled at the meeting that each and everyone should 
work to promote the advancement of local associations. 
The motion was seconded by H. J. Casper, Pittsburgh 
Gage & Supply Co., and was carried. 

SIMPLIFICATION IS DISCUSSED 

President Ackles, who is a member of the planning 
committee of the Division of Simplified Practice of the 
Department of Commerce, discussed simplification and 
told of the handicaps encountered in the efforts to bring 
about simplication through the failure of some manufac- 
turers to co-operate in the movement. Fred W. Hess, 
Vonnegut Hardware Co., Indianapolis, then made an 
inquiry regarding standard heads for cap screws, and 
Secretary Fernley stated that the new standard sizes 
would be announced July 1. 

Taking up the subject: “Are Distributors Simplifying 
Their Businesses Through the Elimination of Unprofit- 
able Lines?” President Ackles alluded briefly to essays 
that had been written on what elimination had done in 
improving conditions in various businesses. H. H. 
Smith, The Strong, Carlisle & Hammond Co., Cleveland, 
then asked Mr. Ackles if he did not think elimination of 
lines by distributors was a pretty difficult proposition, 
and Mr. Ackles agreed that it is. E. B. Hunn, The C. S. 
Mersick & Co, New Haven, Conn., said that there are 
many items in the mill supply business that distributors 
have to handle under present conditions or take the bull 
by the horns and charge a higher price. William T. 
Todd, Jr., suggested that in local sections one man might 
be selected to handle slow moving stock, while George 
Vonnegut, Vonnegut Hardware Co., Indianapolis, sug- 
gested that if a distributor couldn’t use certain stocks 
that he had on hand, some other distributor might take 
them off his hands. 

Instead of discussing the subject, “How Can Manufac- 
turers Be Educated to the Fact That the Distributor Is 
the Most Economical and Efficient Medium of Distribu- 
tion?” it was suggested that E. P. Welles again read the 
five points on “How Can the Manufacturer Assist the 
Distributor?” which he had read at the triple session in 
the morning, after consultation with other distributors. 
They are as follows: 


MR. WELLES’ FIVE POINTS 


How can the manufacturer assist the distributor? 
By using the service of the distributor and not competing 
with him. 


By suggesting resale prices with adequate margins and 
enforcing such prices. 

By assisting in the education of the distributor’s salesmen, 
by sending thoroughly posted salesmen from the home plant 
to work with them, having previously advised the distribu- 
tor of the date of arrival of such salesmen so that. suitable 
appointments may be made. 

By allowing the cash discount of 2 percent 
and freight so that the distributors in all centers may be 
on the same basis. 

By refraining from endeavoring to establish new distribu- 
tors, realizing that an increase in the number of outlets will 
not increase the demand. 

H. F. Seymour, The Columbian Vise & Mfg. Co., Cleve- 
land, then delivered an the subject, “Is 
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Emphasizing Price Rather Than Service One of the 
Chief Causes for Lack of Net Profits?” Mr. Seymour’s 
address was in the main as follows: 

H. F. SEYMOUR’S ADDRESS 

I hesitate to make any suggestions to you gentlemen as 
you know so much more on this subject than I do, but, hav- 
ing been asked to make a few remarks, on the subject, 
“Is Emphasizing Price Rather Than Service One of the 
Causes for the Lack of Net Profits?” I have written some 
thoughts, and considered it from a standpoint of both dis- 
tributor and manufacturer, as they are so inseparably linked 
in the distribution of most manufactured products. As 
Mr. Ackles said yesterday, the manufacturers are the produc- 
ing end, the distributors the selling end. Each of these two 
groups function differently, yet there are some points which 
apply to both. 

To render the first step in service both must carry an 
ample stock, yet that is not sufficient—it must be a well 
balanced and complete stock. A well balanced stock which 
is not too large for the trade requirements can only be 
had by a proper system, and, furthermore, it must be in 
this way that service, as far as delivering merchandise is 
concerned, can be rendered. Such a stock will be turned 
quickly and that means profit. 

Gentlemen, you cannot separate quality from service. 
Prompt delivery is only the first step. It is what happens 
after the goods are delivered that spells real service. But 
unless the manufacturer or the distributor is making a fair 
profit, he cannot render that selling service which is so 
necessary in building permanent sales. This point was re- 
cently emphasized by the Graham brothers, who, I believe, 
have just bought the Paige Automobile Co., when they said, 
“We have found that to sell well is to serve well.” 

SERVICE AND QUALITY STRONG FOUNDATION 

The foundation of sales built on service and quality rather 
than price cutting, whether by the manufacturer or by the 
distributor, is as strong and lasting as the very rock of 
Gibraltar, and it cannot be undermined any easier than 
could that great fortress. Price cutting is reflected all along 
the line and finally ends in quality cutting. I believe a 
price buyer always expects more than he pays for, while a 
quality buyer asks only for what he has a right to expect. 
It seems to me that a cut price article presupposes inferior- 
ity, and in the last analysis it is impossible for an inferior 
article to give service. 

In the long run profits follow quality and service. On the 
other hand, we must not penalize quality products at a fair 
price by having our overhead so high that competition wipes 
us out. The tendency today must be toward reduced han- 
dling costs. They say golf and kindred sports have had 
a bad effect on cost reduction in many instances. Nothing 
is easier than to cut prices; and, by the same token, nothing 
is more difficult than to bring them back again. In addition 
to that, price bills are shifting trade. 

This same thing holds true in respect to volume of sales. 
Price, with its companion low price profits, can build up 
sales rapidly, and they can also go down just as rapidly. 
It is heedless to point out to you that an extra ten percent 
on the sales price given away does not mean ten percent 
of one’s profits—it means forty percent of those profits, 
assuming them to be normally twenty-five percent gross. 
With an average profit of 2314 percent, while many distribu- 
tors are as low as 16%% percent, it is easily seen what hap- 
pens to profits by making such a ten percent cut. Often- 
times holding your volume is better than increasing it when 
that increase means lower net profits. 

DON’T ENCOURAGE TOO MUCH SERVICE 

There is still another side to this whole question. En- 
couraging any buyer to think in terms of too much service 
is detrimental to the industry and can only result eventually 
in that buyer paying more for his products to offset the 
increased costs of such abnormal service. For instance, 
I believe, from your own figures, deliveries by distributors 
have increased from 60 percent seven years ago to 90 per- 
cent today and you are now considering ways of adding this 
to the customer's cost. 

From the manufacturer’s viewpoint he should do every- 
thing he can to prevent a distributor from cutting prices 
under a fair profit. His very existence depends on the in- 
terest the distributors take in his products, and their inter- 
est and enthusiasm drop directly in proportion to their 


profits. 


To quote from a famous slogan: “Don’t forget that 
quality is remembered long after price is forgotten.” 


Following Mr. Seymour’s address, H. H. Kuhn, The 
Hardware & Supply Co., Akron, Ohio, who was later 
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elected vice-president of the association, 
subject, ‘Looking Ourselves Over.” Mr. 
large part as follows: 


spoke on the 
Kuhn spoke in 


I’m not going to attempt to tell any of the men who have 
been in the game longer than I how to conduct their busi- 
ness, but I have attended every convention since 1916, save 
the year I was in France, and in almost every one without 
exception, the cry has always been “How Can We Get the 
Manufacturer to Help Us?” 


I wonder if this is the “denis we really need? Of course, 
we must have the co-operation of the manufacturer, and 
while some of them seem delighted in doing things which 
would be better left undone, yet the fact remains that they 
cannot solve our problems. In trying to arrive at some 
decision as to the cause of the supply man not making a 


satisfactory profit, I have come to the conclusion that our 
chief difficulty lies in the fact that we are continually asking 
the help of the manufacturers while in reality we should 
be trying to help ourselves; but seem to be unable to do so. 
The manufacturers have their function to perform the 


same 
as we have. We cannot live without them, and we will all 
freely admit that it is almost impossible to live with some 
of them. They, of course, cannot exist without us, but before 
we go to them for help or insist upon them doing some things 
for us, let us admit to them, that we are not functioning 
as we should, then get our own house in order and after 
we have done this, ask for, and I am sure we will receive, their 
most hearty co-operation. 
SHOULD CONSIDER OWN FAULTS 

A year ago the statement was made by one of our mem- 

bers that practically all of our disturbing conditions are 


caused by about 5 
majority are 


percent of the 
“regular fellows” 
of the game. Do you think these figures are 
it is true that some very few practice 
the fact remains that scarcely any 
“holier than thou” attitude, as no doubt most of us have 
contributed a small share to developing the present situa- 
tion. I quite agree that possibly ninety-five percent of the 
jobbers know how to conduct their business, but, unfortu- 
nately, they do not use their best judgment at all times. I 
think that if we looked ourselves over more often and were 
really honest with ourselves and tried to keep our own linen 
clean instead of worrying so much about the other fellow, 
that our lot would be a happier one. Speaking of ‘“Look- 
ing Ourselves Over” reminds me of an old doctor who took 
care of the sick and ailing in a little village in which I lived 
when a boy. He had a great habit of talking to himself, 
and when overheard and some one inquired as to 
whom he was talking, he would answer, “Dammit, I’m talk- 
ing to a gentleman.” Let’s get in the habit of talking to 
the gentlemen in our own business. In our own particular 


jobbers, while the 


and observe all 


great 
the rules 
correct? While 
unethical things, yet 
of us can assume the 


he was 


territory we believe we have no “five percenters” and yet 
e have some very unsatisfactory conditions. They are cre- 
ated by someone or something; they don’t, like Topsy, ‘‘just 
grow.” Each of you analyze conditions surrounding your 
own business and determine if the other fellow caused it or 
did you contribute your little share. 


It has been suggested that certain manufacturers publish 


a resale price. They have done so, but some have made no 
effort to maintain it. How many of us endeavor to use 
these resale prices when we know the manufacturer is not 


endeavoring to enforce them? 

Vises are a concrete example. I dare say not a jobber 
at this meeting would follow the manufacturer’s suggestion 
on an inquiry for five vises listing at $60 each. We all 
know that for many years valves and fittings—both ex- 
pensive lines to handle—were sold from stock at a profit less 
than the cost of doing business. A movement was started 
by a manufacturer, and we believe the others followed, for 
making a set-up of a suggested resale price which would 
show a return to the jobber sufficiently attractive to make 
the sale of fittings worth while. Now what has happened? 
We hear from several sources that some distributors are 
upsetting the apple cart. To quote one of the largest manu- 
facturers of valves and fittings who was in our office re- 
cently: “If the jobbers do not have sense enough to keep 


a profit, or make a profit when they can, they do not 
deserve to realize a satisfactory return on their investment.” 
We are all listening to the tales our salesmen bring in 


and sometimes permit them to quote prices and do things 
which we know should not be done. Why do we do it? 
Because we think the other follow is. We should impress 
upon the minds of our men that quoting low prices or mak- 
ing some concession is not salesmanship. If all we had to 
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offer was some special inducement of that kind, it — 
be well to fire them all and replace them with order boys. 

Iue to some thoughtless statements by a few of our job- 
bing friends, our company has a reputation in our own com- 
munity of which we are not particularly proud. Several of 
our customers have made statements to our salesmen that 
instead of trying to meet or quote under all the prices they 
receive, we spend most of our time trying to induce the 
other fellow to get a higher price for his merchandise. We 
discount all the stories our salesmen bring in, but we know 


that some of our customers have this impression. We most 
assuredly do not try to meet all the crazy prices we hear, 
some of which we know to be quoted. Neither do we devote 


our time nor 
there is no 
or our 


energy to watching the other fellow; but 
harm in any of our jobbing friends calling us 
calling them and inquiring if it is understood cer- 
tain conditions are prevailing and discuss our mutual prob- 
lems. We have done this and think it is all right, as long 
as we do not discuss prices. Unfortunately, some of our 
friends have discussed these things with their salesmen who 


do not always use the information discreetly. There is one 
thing we are guilty of, and would like everyone to know 
it, and that is keeping faith with the manufacturer who 


has the courage and good sense to set a resale price on his 
product and puts forth some effort to maintain it. There 
is not a manufacturer on this ship who will tell you that 
we do otherwise. This, in the opinion of some of you, might 
not be good business, but we believe it is. 

Now please, gentlemen, don’t think our organization is lily- 
white. It isn’t, but we do try to play the game squarely and 
carry on in such a manner that our competing friends look 
upon us as being possessed with at least the average amount 
of intelligence. 

If all of us would realize that the other distributor is 
human and in business for a profit the same as we are, and 
if we would sell ourselves on the idea that a little intelligent 
co-operation would selve most of our problems and follow 
Mr. Puchta’s suggestion of having regional meetings; and 
if our worthy president would appoint a committee of three 
to get the first meetings together in these different localities 
at which time a secretary would be appointed, whose duty 
would be to call meetings regularly at which we could dis- 
cuss problems confronting us, I believe this business would 
be more enjoyable and from it we could derive some pleasure 
instead of a lot of grief. It is my sincere wish that each 
individual in this organization will look himself over quite 
often, very carefully; and if we keep our own house in order 
and occasionally remember the golden rule, I believe a year 
from now the manufacturers of red ink cannot say “We 
enjoyed a nice volume of business from the members of 
The National Supply and Machinery Distributors’ Associa- 
tion. 


P. R. Helm, 
stated that 


Pratt-Gilbert Co., Phoenix, Ariz., then 
he had come 2,300 miles to attend the con- 
vention. Such a trip requires considerable time and 
money, unless a man can combine other business with the 
convention, he said, and suggested that future dates be 
so arranged as to come after railroad excursion rates 
effective. He also said that he would like to add 
that while the problems of the mill supply distributor 
in his section of the country are much the same as those 
of distributors in other sections, there are some which 
apply only to distributors in his section, and declared 
that regional meetings would be helpful and might in- 
crease membership in the association. He was assured 
by President Ackles that regional meetings are under 
consideration and that it is likely that such a meeting 
will be held in his section before long. 

Secretary F. D. Mitchell of the American Association 
then read two resolutions which had been passed by that 
association, and they were adopted unanimously by the 
National. 


are 


— 


FRIDAY MORNING MEETING 


Discussion of Bolt and Nut Situation, Election of and Brief 
Talks by New Officers, Treasurer’s Report, Passing of 
Resolutions. 

The final meeting of The National Supply and Machin- 
ery Distributors’ Association was held Friday morning, 
June 17th. 

In the absence of W. 


Rodgers, Pittsburgh Gage & 
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VOGEL Petannedl Frost-Proof Closets 






















give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 











VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


i Wilmington, Delaware 





























“THE CHASE” 


Line of 
Factory Trucks 
Industrial Cars 
Charging Trucks and Cars 








Dump Cars 


Schultz Friction Clutches Turntables etc. 








THE MANUFACTURE of several 
types of Friction Clutches and their 
correct application to machines and 
power transmission equipment has been 
our service to American industries, ex- 
tending over a period of thirty years. 
Many mill supply houses have profited 
by this expert service. Shall we send 
you our catalogue? 


A. L. Schultz & Son 
1675 Elston Avenue 
Chicago, Ill. 


We solicit your inquiries. 


THE CHASE FOUNDRY & MFG. CO. 
Columbus, Ohio 





Established 1897 
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chairman of the bolt and nut committee, 
because of illness, H. J. Casper, of the same company, 
discussed the situation in Pittsburgh, and this was fol- 
lowed by general discussion of the subject. A letter, 
containing certain suggestions, from R. H. Welton, 
Chase, Parker & Co., Boston, was read, and referred to 
the secretary’s office and the new officers. One of the reso- 
lutions committees, consisting of George Puchta, W. J. 
Radcliffe, Edward P. Welles, T. E. Hazell and E. B. 
Hunn, then presented resolutions regarding the death of 
T. James Fernley, former advisory secretary-treasurer of 
the association; and another committee, consisting of 
Messrs. Radcliffe, Puchta, Welles, H. W. Strong and 
George Vonnegut, presented a resolution concerning the 
late W. M. Pattison. Both resolutions were passed. 

W. J. Radcliffe, chairman of the nominating commit- 
tee, then read the selections of that committee, and they 
were adopted unanimously and the following officers 
elected: President, Edward P. Welles, Chas. H. Besly & 
Co., Chicago; vice-president, H. H. Kuhn, The Hardware 
& Supply Co., Akron, Ohio; members of the executive 
committee, L. A. Clark, Samuel Harris & Co., Chicago; 
Kk. B. Hunn, The C. S. Mersick & Co., New Haven, Conn. 
Mr. Hunn was elected to succeed himself, while Mr. Clark 
succeeds W. A. Somers, Somers, Fitler & Todd Co., Pitts- 
burgh. H. E. Ruht, The Cleveland Tool & Supply Co., 
Cleveland, and T. IE. Hazell, Wm. H. Taylor & Co., Inc., 
Allentown, Pa., are holdover members of the executive 
committee, their terms not expiring until 1928. 





Supply Co., 


NEW OFFICERS SPEAK 


In taking office, President Welles thanked the associa- 
tion for the honor conferred upon him, discussed very 
briefly the Mill Supply Council and announced the Na- 
tional Association members of that council as follows: 
E. P. Welles, George Puchta, H. W. Strong, W. J. Rad- 
cliffe and B. H. Ackles. Messrs. Puchta, Strong, Rad- 
cliffe and Ackles are all former presidents of the asso- 
ciation. On motion of P. O. Boylan, seconded by A. E. 
Douglas, The FE. A. Kinsey Co., Cincinnati, Mr. Welles’ 
selections were approved by the association. 

“Our company appreciates the honor given us,” said 
Vice-President Kuhn, when called upon for a few re- 
marks. “I assure you that I will use all my ability to 
see that the duties of the office of vice-president are dis- 
charged properly.” Mr. Hunn said: “I thank you for 
the honor. I will do everything I can to assist the presi- 
dent.” Mr. Clark, the other newly elected member of 
the executive committee, had left the boat and could not 
be called upon. 

Secretary-Treasurer Fernley then read the treasurer’s 
report, which had been audited by H. W. Maddock, Mad- 
dock & Co., Pittsburgh. On motion of W. J. Radcliffe, 
it was adopted. Resolutions were then passed thanking 
officials of the Northern Navigation Co., officers and 
crew of the Noronic, the entertainment committee and 
Detroit distributors’ committee, and the mayor and peo- 
ple of Midland, Canada, for their efforts and courtesy. 

“We have a slogan that applies to all of us, and that is 
‘co-operation,’ "’ said President Welles just before the 
close of the meeting. ‘‘We have just attended one of the 
most successful conventions in the history of the indus- 
try. The keynote has been co-operation—according to a 
well defined plan. Our objective is profit for all. We 
ask for patience, courage, loyalty, faith, hope and charity. 
If we go out with a smile, how are they to beat us 
fellows—‘we’? We are in a depressed cycle now, but the 
sun is shining. Co-operate and be patient, and, as Mr. 
Puchta says, ‘if we don’t get results from this, it will 
be our own fault.’ ”’ 





Southern Association in Fruitful Meetings 
(Continued from page 95) 
our territory, and we have declined to extend this service 
beyond our own membership. If it is your desire that we 
co-operate with other associations and non-members in this 
service, your authority to do so may be extended at this 
meeting. 

Much has been said in the trade press and by letter since 
your last convention concerning the weaknesses of the dealer 
in his distribution methods; so that with the other two asso- 
ciations meeting here we have provided an entire session 
for a discussion of “Facing the Facts in Distribution,” and 
we hope that every member present will be prepared to 
thoroughly discuss the situation, either on the defensive or 
the offensive side. 

NEED SUPPORT OF MEMBERS 

We hear much from within and without the association 
concerning trade association activities, some of which is 
more or less unfavorable, but which does not seem to take 
into account that any trade association can function only 
when it receives the wholehearted support of every member 
in the organization, and the original thoughts and ideas that 
can be recommended for practice and working out the prob- 
lems confronting members in an industry. In addition to 
this, a trade association cannot do any more than its finan- 
cial resources permit, and as your dues have never been 
excessive (now amounting to only 23 cents per working 
day), you have never had sufficient funds to largely extend 
your activities. 

You should not overlook the personal, unselfish service 
given to the industry annually by all those gentlemen elected 
to office, and to your executive committee, who give freely 
of their time and neglect their personal business to act in 
behal7 of the industry as a whole. 

Some of the resignations received from members have 
been explained as being prompted by a belief that the asso- 
ciation is not doing all for its members that it could. The 
members taking that position and retiring from the associa- 
tion are not by any means aiding the industry through its 
association to perform service that it might rightfully expect 
to do through an increase in its facilities to do so. 

We are sincerely appreciative of the co-operation given 
us by the members of the association showing an active 
interest in the industry and bespeak for our successors a 
continued co-operation on your part. 


GENERAL DISCUSSION HELD 


Under the head of new business, a general discussion 
was held. President Larzelere spoke of the agitation 
among some ot the business papers with reference to 
the mill supply distributor being eliminated as a factor 
in industrial distribution; and, while in his opinion, too 
much has been said in this respect, he believed that 
some good will doubtless come of it. He spoke of the 
movements which had been made during the last year 
to bring the three associations closer together and of 
the first meeting. which was called in September, 1926, 
to which executive committees of all three associations 
were invited. Following this, a meeting was also held 
in Cincinnati, when the idea of a triple convention was 
discussed and the presidents of all three associations 
were constituted a committee to formulate a convention 
plan. At this meeting considerable study was given to 
the success of the Automotive Equipment Association, 
and the by-laws of that association were studied with the 
intention of applying them, if possible, to the mill sup- 
ply field. 

The next meeting for further discussion of the triple 
convention was called in March, 1927, when the executive 
This 
meeting had as a guest Mr. Webster of the Automotive 
Equipment Association, who explained how that asso- 
ciation operated and what it had accomplished. 


committees of all three associations were present. 


MILL SUPPLY COUNCIL RESOLUTION PRESENTED 
The next meeting was held in Detroit, just prior to 
the start of the triple convention, June 13th, and as no 
plan had then been formulated regarding one associa- 
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This coupon brings 
a free sample 


of Kester Solder to prove these 


“sales points” 


HERE is but little sales effort neces- 

sary in making a Kester customer. Any 
one of the following features of Kester 
Solder are sufficient to make a quick sale, 
a clean profit and repeat business: 

2. Kester Solder needs no separate flux— 
it carries its own scientific flux in tiny 
sockets within itself. 

2, It requires only heat—a touch of Kester 
and a touch of heat makes any job com- 
plete. 

3. It saves one-third of soldering time. 


4. Eliminates the uncertain operation of 
separate fluxing. 


5 Genuine solder made of pure virgin tin 
. 
and lead. 


6. Handy packages, one, five, ten and twenty 
pound spools. 


To prove to yourself that Kester salespoints are 
facts that have built a substantial and profitable 


business for our dealers, we will send you a test 
sample free. Send the coupon today. 





l || 4215 Wrightwood Avenue 


Chicago, U.S.A. 

[ Originators and world’s largest manufacturers 
of Self-Fluxing Solder 

ww YOUR JOBBER CAN SUPPLY YOU 
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H-K- Wood's 


Mo-lyb- -den-um 


The American Super Steel 


Shovels 


THe WOOD SHOVEL AND TOOL CO pious onto. usa 





ASIER and faster work results with the use of 

H. K. Wood's Mo-lyb-den-um Steel Shovels 

and Scoops because of their lighter weight and 

greater adaptability for the particular uses for 
which they are designed. 


No other shovel or scoop has such long life and 
half a dozen ordinary shovels and scoops go to 
pieces under the use that really puts a shovel 


or scoop into an inseparable tool-relationship with 
a workman. 


Standardization in many great industries, after 
the severest tests, proves that discriminating pur- 
chasers buy these super-shovels because it is 
economical to do so, just as workmen prefer them 
because they lighten every shoveling job. 





THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio, U. S. A. 
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tion for all, George Puchta, of The Queen City Supply 
Co., Cincinnati, volunteered a resolution as follows: 
“That a committee of five from The National Sup- 
ply and Machinery Distributors’ Association and a com- 
mittee of five from the Southern Supply and Machin- 
ery Dealers’ Association be appointed by the respective 
presidents of these associations, with a request that a 
similar committee of five be appointed by the American 
Supply and Machinery Manufacturers’ Association, this 
joint committee to be known as ‘The Mill Supply Coun- 
cil,” to meet not less than four times each year, their 
expenses to be paid by their respective associations. 
The object of this Mill Supply Council shall be in every 
possible manner to bring about closer co-operation among 
the various members, and 
industry. 
Vice-President T. H. 
method 


improve conditions in our 
Keeling spoke of the present 
of distribution by some mill supply houses as 
more or less of a trading proposition, and said that the 
modern trend of business shows this method to be wrong. 
The problem now is to discover the proper position of the 
mill supply distributor in relation to the manufacturer, 
he declared. 

President Larzelere asked for a motion on Mr. Puchta’s 
resolution, which was immediately made and seconded, 


but, before it was put to a vote, Mr. Larzelere asked 
for comments of members. 
H. C. Sutton, Sutton-Osborne Supply Co., said it would 


be a good idea 
of action and 
five which 


for the association to lay down a plan 
limitation to their committee of 
is to act for the entire association member- 
ship, also to determine whether their will be 
final. KE. L. Parker, Taylor-Parker Co., asked if it was 


govern 


actions 


not a fact that conditions prevailing in the Southern 
Association were different from those elsewhere, and 
cited the sale of saws as an example. He expressed 


the opinion that supply houses in the South sold in gen- 
eral a greater quantity of saws than supply houses in 
the North. President Larzelere said that many condi- 
tions varied and different problems prevail at different 
points, but the really vital matters concerning the mill 
supply distributor and jobber are the same everywhere. 
Mr. Parker said that he believed very satisfactory results 
are secured from group meetings. 

President Larzelere said that after all the Mill Supply 
Council would be just a trial for a year, and worth try- 
ing. He said he believed the council will be a clearing 
house in which five selected men 
will meet together to discuss 
interest. 


from each association 
problems of common 


MILL SUPPLY 


Melrose Holmgreen, of 


COUNCIL FAVORED 

Alamo Iron Works, spoke in 
favor of The Mill Supply Council idea, urging his fel- 
lows to look at its good points and not the problems on 
which individual supply houses and associations differ. 
He said he personally favors the idea of raising the dues 
of members in the mill supply associations and then 
refunding to members who attend the convention each 
vear their railroad fare cost in traveling to and from 
the point the convention is held. He likened this to the 
plan of the Automotive Equipment Association. 

ID). D. Peden, of Peden Iron and Steel Company, spoke 
favorably of The Mill Supply Council idea, saying he 
believed it would accomplish something toward better 
understanding of the problems of all in the industry. 
He said that, unfortunately, the Southern Association 
has not been progressing with its membership and that 
more aggressive action was necessary. Mr. Sutton spoke 
of the fact that not a great deal of differ- 
ence between the problems of the northern and southern 


there was 
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mill supply men, and said the mill supply council should 
bring these dealers into closer relationship. Clyde W. 
Beckner, of the West Virginia-Kentucky Hardware & 
Supply Co., said he believed the mill supply dealers of his 
state favor the plan, particularly as they are so close 
to northern mill supply houses. 

Secretary Smith said he doesn’t believe that the mill 
supply jobber has failed to function, that he believes 
there are more manufacturers with no firm sales policy 
than there are jobbers with no loyalty to manufactur- 
ers they represent. He said further that the two mill 
supply distributor associations have an annual purchas- 
ing power estimated at more than $500,000,000; and 
that he the work of The Mill Supply Council 
will enable the members of these associations not only to 
purchase and sell more but 
on their sales. 


believes 


to make a greater profit 
He asked that the Southern Association 
pass the resolution, as it will tend to bring manufactur- 
ers and dealers closer together. President Larzelere rec- 
ommended that jobbers cut out a shopping tendency in 
buving with the that they 
the lines of fewer manufacturers. 

The motion to put the question of the Puchta resolu- 
tion before the members present having been made and 
seconded, President Larzelere put the question, and it 
Was carried unanimously. 


suggestion concentrate on 


DISCUSSION OF TRAFFIC SUGGESTION 


Considerable discussion arose over the suggestion that 


the association appoint a traffic committee. Mr. Sutton 
stated that this would be a good thing for members, 


as the efforts of such a committee would be to protect 
their freight rate interests in local regions. 
Larzelere stated, however, that 


President 
such a committee needs 
the co-operation of a traffic expert and that the Southern 
Association would not this year be able to undertake 
the financial expense in connection with the operation 
of such a committee. 

Secretary Smith reported that the New Orleans Cham- 
ber of Commerce had the Southern Association 
to pass a resolution, which, in substance, requested Con- 
gress to pass the O’Connor bill to create waterways and 
reservoirs. 


asked 


This bill is expected to remedy to a great 
the problem of flood control and the present 
method of securing funds for such work. This 
lution was carried. 

Secretary Smith read a communication from a com- 
mittee on internal revenue taxation, in Washington, rec- 
ommending improvement with respect to income tax laws. 
Secretary Smith said he had written a letter advocating 
certain reductions, and a motion was made and carried 
approving his action. Mr. Smith read a letter from the 
Division of Simplified Practice of the Department of 
Commerce with regard to the abuse and waste in the use 
of the cash discount. 


degree 


reso- 


There was some discussion of this 
among members, and mention was made of the fact that 
at the present time the two percent discount is some- 
times taken by the customer before the freight charge 
is deducted, and by others after it is deducted from the 
total of the invoice. President Larzelere suggested pass- 
ing a resolution favoring the establishment of a uniform 
plan by the Department of Commerce, and instructing 
Secretary Smith to inform the department of this action. 
The motion was made and carried. 

Following this discussion, President Larzelere ap- 
pointed a nominating committee and requested that they 
render their report Friday morning, June 17th. 

Secretary Smith then made his report of cost dis- 
tribution for 1926, but stated that there had been, unfor- 
tunately, only twenty-nine complete reports received out 























wants “VICTOR BLADES ” 


When there is a hard and ticklish cutting job to be 
done in the shop, the boss will always ask for 
Victor Blades. These blades have established them- 
selves as a necessity in the minds of the foremen 
and mechanics when hard cutting jobs confront 
them. 


Let us send you free samples 


of this Wonder Blade 


VICTOR SAW WORKS, Inc. 


MIDDLETOWN, N. Y. 
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KIELEY 





The Kieley Special “98” Reducing 
Valve is a strong Favorite with 
Jobbers because its simplicity makes 
it adaptable for all Conditions and 
assures a profit on Resale. The 
Kieley Catalogue contains a com- 
plete Line of Steam, Water and Air 
Specialties of Special Interest to 


Jobbers. 
Kieley @ Mueller, Inc. 
34 West 13th St. New York City 
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CAST IRON 


EXHAUST HEAD 


Built to last a lifetime. 


Bucket Type Steam Trap 
SWARTWOUT Steam Separators 
PATENTED Return, Lifting and Va- 


cuum Trap 

Steam Separators—Re- 
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Low Pressure Float Trap 
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Air Separator 


THE SWARTWOUT COMPANY 
General Offices: 18523 Euclid Avenue. Cleveland 
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of the total membership of 136. Some discussion was 
given to the findings of these reports, following which 
the meeting was adjourned. 





SECOND EXECUTIVE SESSION 


William L. Goodwin, Guest of Association, Participates in 
Discussion on Bolt and Nut Packages, Cost Deter- 
mination, Use of Word “Distributor,” Salesmen’s Com- 
pensation and Automobile Expense. 


The second executive session of the Southern Supply 
and Machinery Dealers’ Association was held Wednesday 
afternoon, June 15th, with full attendance of all mem- 
bers on the ship. The association had as its guest at 
this meeting William L. Goodwin, who had been invited 
to sit in the discussion which it was planned to hold at 
this meeting. For this reason the major portion of the 
programme for this meeting was dispensed with in order 
to give the greatest amount of time possible to Mr. 
Goodwin. However, President Larzelere called for dis- 
cussion of the new bolt and nut list, which received 
numerous comments from various members present. In 
general the opinion seemed to be that the bolt and nut 
manufacturers should be asked to consider providing a 
smaller package for smaller sizes of bolts and nuts, and 
a further opinion was expressed that smaller packages 
should also be provided for lag screws. 

GOODWIN PARTICIPATES IN DISCUSSION 

Mr. Goodwin was asked to take part in this discussion, 
and he said that in the electrical jobbing industry the 
general policy would be to appoint committees to handle 
various individual problems which came up, and in this 
particular instance he believed it would be advisable for 
the Southern Association to appoint a committee on pack- 
ages, Which would take up with the bolt and nut manu- 
facturers the advisability of making certain changes in 
their methods of packaging. In this procedure, such a 
committee should have full authority to make decisions. 
President Larzelere suggested that a motion be made 
requesting Secretary Smith to write the bolt and nut 
committee of the opinion held by the members of the 
Southern Association. This motion 
carried. 


Was seconded and 

A general discussion was then led by Mr. Goodwin, in 
which numerous problems of the mill supply dealer were 
taken up. Mr. Goodwin spoke on cost determination, and 
recommended that members of the Southern Association 
endeavor to ascertain the actual costs of operating vari- 
ous departments of their businesses by careful analysis. 
He recommended that each dealer keep records, in which 
not only the cost of handling various articles would be 
listed, but also the cost of delivering, which contributes 
very often to the excessive overhead in some sales. 

Mr. Goodwin suggested that the Southern Association 
adopt the name “distributors” instead of calling them- 
selves dealers or jobbers, for he expressed the belief that 
in time the jobber, as such, will be eliminated, but will 
be replaced by the same men, or organizations, known 
as distributors, and rendering a new character of service. 
It is interesting to note that shortly afterward B. M. 
Gladding of E. C. Atkins & Co., Inc.. Memphis, made a 
motion to change the name of the Southern Supply and 
Machinery Dealers’ Association to the Southern Supply 
and Machinery H. C. Sutton, 
of Sutton-Osborne Supply Co., made a further motion 
that a resolution be referring the 
suggestion by Mr. Gladding to the entire membership 
of the Southern Association. 


Distributors’ Association. 


suggesting passed 
This was carried. 
GOODWIN DISCUSSES INSURANCE COSTS 
Mr. Goodwin made interesting comments on insurance 
costs, suggesting that dealers might decrease their yearly 
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insurance overhead by carefully analyzing their sprinkler 
and fire insurance rates. He made the very good sug- 
gestion that a fireproof vault might be constructed in 
the basement of a supply house, in which valuable records 
and data could be placed when not in use, so that even 
in the event of a fire, there would be little danger of 
these being destroyed. Several among those present 
mentioned that they were employing such a safeguard 
at the present time. 

The question of salesmen’s compensation was also 
given considerable discussion, and it seemed the general 
consensus of opinion that best results and greatest sales 
are obtained from salesmen when they are paid on a 
salary and commission basis. This method of compen- 
sation is an incentive to the salesman to increase his 
income by increasing his sales, it was brought out, and 
several present expressed themselves as being satisfied 
with this plan, which they are employing in their own 
organizations. 

The question of providing salesmen with cars for use 
in traveling was also discussed, and Mr. Goodwin ex- 
plained that he did not favor this as practical. Rather, 
he believed the employer should determine approximately 
what it costs him to purchase and maintain a car for 
his salesman on an annual basis, and then pass this 
amount to the salesman as part of his annual income, 
with the stipulation that the salesman purchase and 
maintain his own automobile. Mr. Goodwin stated that 
where this plan has been tried, it has been found that 
salesmen have taken a greater interest in the operation 
and care of their cars, and have more energetically cov- 
ered their territory and secured a larger volume of busi- 
ness from it. 

Secretary Smith then read a resolution from the Amer- 
ican Supply and Machinery Manufacturers’ Association, 
expressing the readiness of that association to join with 
the distributor bodies in the creation of a united mill 
supply association whenever this viewpoint meets com- 
mon ground. The resolution was referred to the incom- 
ing executive committee. 





THIRD EXECUTIVE SESSION 
Group Advertising Discussed, Papers on Important Sub- 
jects by E. L. Parker and W. W. Taylor, Election of 
Officers, Brief Talk by New President. 

The final meeting of the Southern Supply and Machin- 
ery Dealers’ Association was held Friday morning, June 
17th, and the first business of the meeting was the pass- 
ing of resolutions commending the officials of the 
Northern Navigation Company, and the officers and crew 


of the S. S. Noronic, for the unfailing interest and 
courtesy extended to members at the convention. Another 


resolution was made, complimenting the committee on 
entertainment and programme, which so generously gave 
of its time and efforts to make the entertainment features 
of the convention a success. Both of these resolutions 
were carried unanimously. 


There was brief discussion of the subject of group 


advertising, in which all members present took part. 
Following this a paper was read by Mr. E. L. Parker 
of the Taylor-Parker Co., picking as his subject. ‘Pool 


Buying.” which was in the main as follows: 
MR. PARKER'S PAPER 
an important factor in the economical dis- 
tribution of most all commodities, and this is especially 
applicable to the mill supply business. All manufacturers 
prefer to ship in earloads or quantities of 10,000 Ibs. or 
more, as this eliminates hauling or draying, and, in most 
instances, even on that class of material that is handled on 
a very close margin, are willing to make a concession in price. 
In Norfolk, from a handling standpoint, we are ideally 
situated for pool buying—the four mill supply firms being 
located within 500 ft. of each other. There is also a saving 


Pool buying is 
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in freight and handling charges to the dealer and the farther 
the dealer is from his source of supply the greater the saving. 
In pooling orders we are co-operating with the manufacturer 
in addition to helping ourselves. 

It seems to me that it would be a good idea to place orders 
through one dealer and let him in turn send one order to the 
manutacturer. By this method every dealer would receive 
the benefit of allowances or “extras” for quantities. This 
applies particularly to C. R. steel, soft steel and a few other 
items. 

BRINGS DEALERS CLOSER TOGETITER 

Pool buying has a tendency to bring the dealers closer 
together and put them on more friendly terms. This in 
itself is worth consideration. 

It also brings about a discussion of prices, and will show 
up the factory salesman who quotes you a supposedly special 
or inside price, secures a nice order and then goes to the 
other dealers with the same line. It also wakes up the 
buyer who has been deluded into the idea that he has a better 
price than his competitors. 

Goods shipped in carload are less lable to damage and 
are usually received in good condition, and as practically 
all carload shipments are loaded by the shipper there is very 
slight chance of losses in transit—also the handling, collect- 
ing and adjusting of freight claims is reduced to a minimum. 
Now as to less than carload purchases the saving may be as 
high as 20 percent on some articles. 

CITES EXAMPLE OF SAVING 

Just a few days ago we sent an order to a manufacturer 
for eight dozen wrenches. Had this order been increased to 
twelve dozen we would have received an extra 2'2 percent. 
I took it up with the manufacturer, stating it was an over- 
sight, and while they allowed the additional discount in this 
instance, he said he could not do so in the future, but in the 
same letter stated he would make the extra discount 10 per- 
cent if ordered in twenty-five dozen quantities. By pooling 
orders we will probably do this in the future. 

Now this subject is very closely allied to extra charge 
made by manufacturers on small shipments—these charges 
are your protection. We are now enjoying more protection 
on machine bolts, ete., on account of this policy. It is not 
fair to expect a manufacturer to refuse to ship an order from 
a concern if he does not have a regular agent or distributor 
in that territory. There are times when a manufacturer is 
selling all the dealers in a given city and to refer an order 
received from a consumer in that city to anyone of these 
dealers would probably cause him to lose business from the 
other dealers. Preferentials and extra discounts obtained 
through pool buying should in most cases be considered as 
confidential and not used to cut prices to consumers, for if 
used in this way, there would be nothing gained. 

Pool buying sometimes works to the disadvantage of the 
legitimate jobber when ten or twelve retailers get together 
and purchase in carload quantities—thus taking this business 
away from these jobbers. However, as a whole, the advan- 
tages are far greater than the disadvantages and I think it 
can be used to a far greater extent than now, and if handled 
rightly, will help to increase our profits. 

Mr. Parker further stated that he highly recommends 
pool buying among mill supply houses in a community, 
as it has a definite tendency to keep stock on hand in 
better condition, and keeps jobbers in the same city, or 
territory, working together. 

There was also an excellent paper by W. W. Taylor. 
of the Arkansas Mill Supply Co., on how to combat mill 
purchasing agencies, as follows: 

W. W. TAYLOR SPEAKS 

One of the newer problems, at 
the practice of several lumber companies owning four or 
five mills situated in different states, establishing a central 
purchasing department, incorporated as a mill supply com- 
pany. This is done for the sole purpose of purchasing the 
requirements of their own mills direct from manufacturers 
at jobbers’ prices. 

Of course, should they receive orders for mill supplies 
from other firms, they would doubtless accept and fill them. 
They might even lay claim to traveling salesmen—whose 
activities however would be confined chiefly to periodical 
calls at their own plants and taking orders for their own 
needs. An ocensional call, more or superficial, could 
be included to neighboring factories. 

We have no quarrel to pick with the legitimate mill supply 
house doing a general business on recognized business prin- 
ciples, whether the stock be owned by mill operators or other 
individuals, and readily concede their full rights to existence. 


least in our territory, is 


less 
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Our only complaint is against the operator using the title 
of “Mill Supply Company” as a subterfuge for obtaining 
prices from the manufacturer to which they are not entitled 
as consumers. 

We do not overlook the advantage to the buyer in concen- 
trating his purchases of certain commodities in order to 
secure special discounts allowed in specified quantity orders; 
or on a volume basis over a six or twelve month period; 
and in the saving on heavy staples between C. L. & L. C. L. 
freight charges. 

COMBAT MILL PURCHASING AGENCY 

So much for the conditions we face; the remedy calls for 
our best and concerted thought and action. We suggest the 
following as a basis for study. 

Urge manufacturers to thoroughly investigate before 
quoting prices and be assured that their prospective cus- 
tomer is fully entitled to limit prices. Such proof should 
be, for instance: 

(a) Membership in the 
Dealers’ Association. 

(b) Having been established long enough in the mill 
supply business to prove that they properly cover a satis- 
factory territory with a sufficient sales force calling upon 
the trade in general, the majority of business being secured 
from plants having no interlocking directorates with their 
own; not being misled by statements of newly formed com- 
panies that such is their intention. 

We are strongly of the opinion that a complete analysis 
of the business transacted by firms operating their pur- 
chasing departments as mill supply houses would reveal, 
over a five year period, results very different from their 
expectations, and in many instances a direct loss, as against 
buying through well-managed mill supply houses. In other 
words we believe they fail to take cognizance of the following 
factors in determining their costs: 

1. Interest on capital investment. 

2. Taxes and insurance on increased stock of merchandise. 

}. Loss on declining markets. 

4. Loss of remnants in certain commodities. 

>. Idle capital invested in slow-moving sizes in order to 
make quantity purchases. 

6. Handling and delivery costs to plants other than their 
own. (If any.) 

When these matters are rigidly checked we feel that the 
savings effected will be more than offset by the additional 
overhead expense in conducting this experiment. Unfor- 
tunately, during this try-out the established mill supply 
dealer must suffer the loss of business from such mills unless 
the manufacturers refrain from quoting extreme prices on 
their products, and maintain a satisfactory margin between 
dealers’ and consumers’ prices. 


Southern Supply & Machinery 


Following this talk by Mr. Taylor, a suggestion was 
made that the Southern Association refer to the mill 
supply council in an endeavor to correct this situation. 
Mr. Taylor also suggested that manufacturers be urged 
to study this condition. 

‘i ee ea the fact that the subject 
of machinery should also receive discussion at meetings, 
the case with many members of the Southern 
Association that machinery sales constitute a consider- 
able portion of their business. In this respect, an 
interesting comment was made by Secretary Smith, who 
said that his company had sold approximately $500,000 
worth of machine tools to railroads in his territory last 
vear. 


Keeling spoke of 


as it is 


ESTABLISHED RESALE PRICES NECESSARY 


Mr. Keeling further commented on the fact that 
unless definite resale prices are established by manufac- 
turers in various lines, it is difficult to blame a jobber 
in one city for selling at a certain price and another 
jobber in another city for selling at another price, when 
there is no established resale price. 

The next business of this meeting was the election of 
officers for the ensuing vear. The report of the nomi- 
nating committee having been read, it was unanimously 


carried that the following officers be elected: President, 


T. C. Keeling, Nashville Machine & Supply Co., Nash- 
ville; first vice-president, W. W. Doe, Alabama Machin- 
ery & Supply Co., Montgomery, Ala.: second vice- 


president, D. D. Peden, Peden Iron & Steel Co., Houston, 
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Texas. Executive Committee—L. J. Larzelere, Farquhar 
Machinery Co., Jacksonville, Fla., chairman; Clyde W. 
Beckner, West Virginia-Kentucky Hardware & Supply 
Co., Huntington, W. Va.; Philip Pidgeon, Pidgeon-Thomas 
Iron Co., Memphis, Tenn.; C. J. Salm, Dixie Mill Supply 
Co., New Orleans, La. 

the election, President Keeling made a 
short talk, assuring the members that he will devote his 
best effort towards solving their present problems and 
making the comment that it is an encouraging fact that 
the association is in a good position to meet these 
problems. He urged that members of the Southern 
Association make it a point to send to Secretary Alvin M. 
Smith all questions which they believed should be con- 
sidered by the joint mill supply council. 


Follow ing 


First American Executive Session 


(Continued from page 98) 


dial legislation we 


seek must be apparent to all in view of 
conditions. 
I quote from an anonymous pamphlet. 


present economic 


Why the individual 


responsible for this excellent little brochure failed to acknowl- 
edge “his child” is a mystery to me, because it is replete 

th useful information to merchants and manufacturers 
everywhere, and contains nothing of which he might be 
ashame I quote from the first page of the little booklet: 

“Perhaps there is no legitimate line of business requiring 
the capital, attention to detail, risk and technical knowledge, 
necessary in the distribution of plumbing and steam sup- 
plies, which is so poorly paid and the net margin of profit 
so small. It is safe to say that if we could tabulate the net 


houses in the country, after proper 














nterest charges and reasonable salaries to the operating 
eads, the figure would not exceed 2° of the sales. Many 
of the concerns are not breaking even; some just turn the 
corne nd a few make some money. And this condition 

<ts in the face of four years of the greatest demand 
this country has ever known. There is something wrong 
omewhere, and this something is made up of two factors: 

1. There are too many distributors—a condition which 
cann he re and 

“2. The suicidal competition among them, brought about 
by distrust of competitors and craze for volume, irrespective 
a 9” 

LAW HELPS TO BRING PRICE CUTTING 

Price cutting is the result almost wholly of the condi- 
tions brought about by the Sherman law and related statutes. 
It now become a fine art. Men in almost every indus- 
tr) e with each other in seeking cunning methods by which 
t h tring’ ¢c etitors. 

Example of baleful influence of these price cutting 
emoniac fou in the radio business, in fact, the list of 
uffere ould be too long to tabulate. And then it suf- 
ficex for us to realize the heaviness of our own cross. 

The Sherman law as it now stands and is construed, is 
the friend of the price wrecker, a traitor to his country, and 
t if honest merchants. 

not deny but that some manufacturers and mer- 








chant e particeps criminis with the Sherman law in the 
case in which we find ourselves, brought about by unfair 
competition. What an immense change for the better would 
elop if the jobber and wholesaler would encourage con- 

uC e and discourage destructive manufacturers. They 
are constantly insisting that manufacturers shall outlaw the 
e cutting jobbe) Is it not fair to ask the jobbers why 

ey will not outlaw the price cutting manufacturers? But 
long human nature remains as it now is, unless there 
me constraint put on the disturber of economic condi- 

tions, « ome opportunity provided for legal conference and 


the disasters of unfair and wicked competition 


f t and helpful application of the Sherman law 
to ind economics, as it now stands, is in the opinion of 
many thoughtful people an utter impossibility. 

The busine men of Germany, England, Australia and 
Cana are in an enviable position with respect to this 
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situation. These great nations permit co-operative agree- 
ments. In this country the principle of competition has 
long been emphasized under the mistaken idea that compe- 
tition is ever the !ife of trade, and in the interest of the 
consumer whose interest must be ever paramount. An indus- 
try may be threatened with disaster by ruinous competition 
or over-production, but the owners dare not confer as to 
prices, output and profit lest the jail doors swing wide, and 
they are invited to enter. In this country, and upon this 
question, no consideration is to be given to the public as a 
whole. It should be constantly kept in mind that the con- 
sumer is not the only tax payer and supporter of this gov- 
ernment, whose welfare should be taken into account. 

Senator Beveridge, one of the most brilliant stars in our 
legal luminary, stated in an address: 

“For twenty years I have spoken and written 
repeal of the Sherman law, which never cured 
aggravated business evils.” 

He further stated that representative business men in 
England, France and Germany had told him that business 
in those countries could not function a single year handi- 
capped by the Sherman law. The National Association of 
Credit Men have by resolution inveighed against the law in 
its present form. 

For years the current of public opinion has run contrary 
to the views expressed herein, but latterly and gradually 
public men, economists and national ofticialdom seem to have 
become more and more impressed with the cogency of the 
reasoning of those who favor national relief by way of 
remedial legislation. 

There are so many inconsistencies in the treatment of the 
subject, exceptions of such a character have been and now 
are being made so as to justify the claim of class legislation. 
The Labor Unions have been the beneficiary of some of these 
exceptions. The agriculturists are likewise being favored 
and should be. The railroads have been especially blessed in 
being permitted to openly breach the law. 

APPLICATION OF CITED 

The lawyers have a schedule of fees to be charged, fixed 
by the bar association of each city. The dentists are show- 
ing in the same limelight. The banks have their agreements 
for the charges they make for the service they render. 

Under a Washington date line of May 25th, the Associated 
Press shows that a governmental agency, the shipping board, 
flouts the Sherman law with the approval of governmental 
authorities, as follows: 

“The shipping board today approved an agreement among 
eleven intercoastal ship lines designed to promote co-opera- 
tion between the carriers in the observance of rates and prac- 
tices. 

“The members have agreed that four times the amount of 
freight moneys or other compensation received by an offend- 
ing member shall be the limit to which the others are to be 
compensated for breach. 

“The carriers on west-bound traffic have agreed to pool 
their earnings over six months’ periods, the division of profits 
being on the basis of tonnage handled by the individual mem- 
bers.” 


& 


the 
only 


for 
but 


EXCEPTIONS IN LAW 


And then under the same date line the following appears: 

“Increases which railroads proposed to make in class 
freight shipments from Portland, Ore., and other Pacific 
ports to inland points along the Columbia river were declared 
today by the interstate commerce commission to be justified. 
The roads were notified that after June 1st they may put 
the increases into effect.” 

If this isn’t price fixing with a vengeance, what will you 
call it? 

Recently, as the result of an overproduction of crude oil, 
and particularly in the Seminole field, the operators have 
organized for the purpose of combining so as to limit pro- 
duction, and thus stop the falling price of crude and save 
the industry from disaster. 

One naturally wonders why all this favoritism? We do 
not object to the privileges enjoyed by these various indus- 
tries and organizations, but are moved mightily to inquire 
why the jail door persuasively when that 
class of our business men constituting the great majority 
of those from whom our government must receive its major 


is ever opened 
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financial support, seek the same privileges, namely, the mer- 
chants and manufacturers? If they should dare to confer 
and agree on costs, prices and profits, they are assured of 
a swift kick upon their individual hemispheres which will 
land them in durance vile for months to come, and at the 
same time will be requested to replenish the national treas- 
ury and lawyers’ pockets to the tune of thousands. This 
class of our citizens do not desire, nor, indeed, could they 
effect a monopoly, but they do covet a system which will 
reward their industry, and enable them to put a check upon 
the silliness of fools and the rapacity of the sneak thief, the 
price cutter, and be made to bring our laws affecting our 
economic situation into harmony with those of other im- 
portant civilized nations. 
RECOMMENDATIONS MADE TO ASSOCIATION 

In conclusion let me recommend because of the glaring 
necessity for relief and the apparent general quickening of 
interest in the modifications sought, that you reconstitute 
your committee fewer in numbers, with its members living 
in closer proximity to each other, giving it authority to join 
with any movement with the same objectives, and willing to 
eliminate itself in favor of any strong and cohesive, con- 
structive effort which may develop. 

Since our last meeting the cost of the prosecution of the 
work has amounted to only $45.70, which my firm gladly ad- 


vanced, and it would have been a mite more but for the 
warning of your secretary-treasurer. 

Your committee in retiring from the task you assigned 
them two years ago, wish to thank you most sincerely for 


the opportunity you have given them to render service to so 
Important a matter. 

If aught I have said today seems to have been tinged with 
too much asperity may your kindly judgment be tempered 
with the knowledge of the fact that I believe that even the 
dreaded price cutter and the hated Sherman law possess some 
elements of good, if we will only believe the teachings of 
the Saviour of Men. 

W. C. Allen, industrial sales engineer, The Black & 
Decker Mfg. Co., spoke on the affirmative side of the 
question, “Should we give the distributor more help in 
selling our products?” His address follows: 

SHOULD WE GIVE THE DISTRIBUTOR MORE HELP IN SELLING OUR 
PRODUCT ? 

In order that I could more intelligently speak on this sub- 
ject, I have talked to a number of distributors in the last 
three or four weeks, asking their opinion as to whether they 
felt that the manufacturers should give the distributors more 
help. 

They were unanimous in the opinion that most manufac- 
turers did not give the jobbers enough help in creating a 
market for their product. 

The main reason as given to me by these distributors for 
desiring this aid is that it would help in the education of 
their salesmen. They are not interested in the business 
that the manufacturer’s salesman secures for them as much 
as they are interested in the pains taken by the manufac- 
turer’s salesman in the educational work and training and 
knowledge of his product that he can impart to the distrib- 
utor’s salesman. 

When a manufacturer sends his salesman into the field to 
sell his product he has in most cases only one thing to think 
about. He, being a specialist in his line, knows all the rami- 
fications and uses that his product can be put to. The dis- 
tributor’s salesman, whose number of lines that he is sell- 
ing vary from three thousand to ten thousand different items, 
cannot be expected to have more than a smattering knowl- 
edge of these different lines. Therefore, he is dependent 
upon the manufacturer’s help for the knowledge that he can 
secure of a manufacturer’s product. 

Having been a distributor’s salesman for a good many 
years myself, at which time I used to carry two complete 
catalogues, in both of which were listed a total of fourteen 
thousand different items, it was hardly possible for me to 
have all the technical knowledge, as well as the applica- 
tion for all of these products. It was natural that I should 
develop pet lines and concentrate most of my selling effort 
on these pet lines. These pet lines were developed through 
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the efforts of the manufacturers’ salesmen who worked with 
me, giving me the benefit of their knowledge of their respec- 
tive products. Having served as a distributor’s salesman, I 
believe that I can appreciate the problem of the distributor’s 
sales manager in trying to build up a volume of business on 
each and every product listed in his catalogue. 

My own company, which sells its product one hundred per- 
cent through the jobber, realizing this point, has found it 
necessary to have a force of sixty-nine men in the United 
States and Canada whose sole duty it is to help the distrib- 
utor create a market for our product. In the merchandising 
of our line, and in rating the value of the work done by our 
salesmen, we put more importance on sales talks and sales 
clinics held with the distributors’ salesmen than we do on 
actual missionary work and retail orders received from the 
consumer for the distributor. Having built up a national 
distributing system through this effort, we credit our rapid 
growth since the closing days of the war to the fact that we 
have helped our distributors create a market for our prod- 
ucts. 

Dealers cannot be relied upon to do a great deal, if any, 
creative selling. A manufacturer must not stop at produc- 
ing a satisfactory product. He must create the demand and 
prove to his dealers that his product is in demand. 

All of this work and effort on the part of the manufac- 
turer’s sales organization will not be productive unless the 
sales manager of the distributor will follow through and 
back up what the manufacturer has given him in the way 
of help. We are forced to admit that at times it becomes 
discouraging, due to the great amount of effort we manu- 
facturers are putting forth, to find a good many of our dis- 
tributors’ sales managers who do not back us up in our 
work. The first distributor I talked to, located in one of the 
largest cities of the middle west, brought up this point dur- 
ing my discussion with him. He stated that in talking to 
the sales managers of other distributing organizations he 
felt that too many of them were overlooking the assistance 
that was being rendered to them by the manufacturers’ rep- 
resentatives, and were not properly following up their efforts. 

SALES MANAGERS SHOULD BE INTERESTED 

His method was to have every manufacturer’s salesman re- 
port to him on every call made with one of his salesmen. 
These reports were tabulated, kept before him on his desk, 
which served as a constant reminder to keep after his own 
sales force on the calls made in company with the manufac- 
turer’s representative. This is sound logic, and we hope will 
be adopted by all of the distributors’ sales managers. I per- 
sonally have given a great many sales talks to distributors’ 
organizations at which time the distributor’s sales manager 
did not think enough of the time that was being given to 
them to be present at this sales meeting. Naturally, the 
salesmen are not going to take as much interest in a sales 
meeting given by a manufacturer’s representative when their 
own sales manager is not in attendance at this meeting. 

We might add in this discussion another thought for the 
distributor, in the proper use of the vast amount of adver- 
tising and sales promotional helps that are available for the 
dealer by all the manufacturers. The members of this or- 
ganization spend millions of dollars a year in literature and 
advertising material, a tremendous percentage of which finds 
its way into the waste basket due to its becoming obsolete 
on the dealers’ shelf. This literature, which is put out to 
have a special sales appeal to acquaint the user with the 
current information and prices on the manufacturer’s prod- 
uct, has its greatest value at the time it is furnished to the 
distributor, and some method should be devised to insure its 
distribution to the consumer before it has a chance to be- 
come obsolete on the dealers’ shelf. How many of you 
gentlemen have seen tons of your own advertising’ matter 
discarded without even being put into use? 

As a suggestion to the manufacturers’ men, let us ac- 
quaint the dealer’s organization with all the advertising and 
sales helps that are available. Further, to the dealer may 
we suggest that he have some one in his organization, pref- 
erably a man who has a thorough knowledge of sales and 
advertising, whose sole duty it would be to utilize the manu- 
facturers’ advertising and sales promotion helps. This per- 
son should be above the caliber of the ordinary clerk or sten- 
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ographer, whose compensation should be based on a commis- 
sion on total sales or a percentage of profits, or still further, 
a percentage of increase in business, making him feel that 
he is one of the most important links in the distributor’s en- 
tire organization, which we feel would encourage this man 
to think of the best and most advantageous ways of using 
the advertising helps that are now available. If such a 
scheme were adopted nationally by our distributors, we, the 
manufacturers, could be called on to give the distributors 
further advertising and sales helps. We, as one organiza- 
tion, are always glad of an opportunity to work to the limit 
with the distributor that we find has developed ways and 
means of effectively using the helps that we furnish. 

At our conventions the last several years there has been 
considerable discussion about price maintenance. There 
would be less talk about price maintenance if the manufac- 


turers would give the dealers more help in creating a mar- 
ket for their product. A manufacturer starts out to mer- 


chandise a new item and, after deciding that the best method 
of merchandising is through the distributor, sends his sales- 
man out to see the distributor about taking on this product. 
The distributor in turn thinks that the product has merit, 
decides to put in a stock, gives the salesman an order, which 
in due course of time is shipped, and goes on the distribu- 
tor’s shelf. The salesman travels over a given territory and 
is successful in selling a good many distributors a stock of 
his product. 


DISTRIBUTOR NEEDS HELP IN CREATING MARKET 


About three or six months after he has called on his dis- 
tributors he comes back and starts over his territory again, 
calls on the distributor all enthusiastic to receive a large 
rder to replenish the initial stock that he sold the distributor 
some months before. Much to his amazement, he finds that 
the distributor has moved very little of his merchandise. 
He becomes discouraged with this distributor, thinks that 
he has picked the wrong outlet and immediately goes out in 
that community to seek further distribution that he can 
lepend upon to sell his product. If he is a good salesman 
he has no trouble in selling other distributors on his line. 
The first distributor, receiving no help from the manufac- 
turer in creating a demand for this particular product, finally 


vets ( 


gets discouraged seeing this merchandise remain on his shelf. 
His next and most natural move is to put a special price on 
his merchandise in order that he may reduce his investment, 
get his money out of this particular stock of merchandise 
and put it in something else that moves more rapidly. 

The natural course of events, when the other distributors 


hear of a cut price being offered on this product, is to re- 
port it back to the manufacturer. The manufacturer com- 


plains to the jobber about this unwarranted sales practice, 
but does not realize or take into account that the real rea- 
son behind this price cutting is the fact that he, the manu- 
facturer, has done nothing more than sell the distributor a 
stock of his merchandise. He has given him no assistance 
in creating a market or demand for his product. There- 
fore, the distributor is forced to take drastic measures .in 
order to clear his shelf of slow moving merchandise. 
We believe if the distributor generally was given more 
help in creating a demand for the great number of products 
that he is called upon to sell it would help to reduce this 
price cuting. From our observation the nationally 
advertised lines of merchandise that are backed up with a 
real co-operative policy on the part of the manufacturer are 
not the lines that are subjected to this unwarranted prac- 
tice. It the duty of our sales organization to impress upon 
the distributor’s salesman when working with him that our 
published prices as appearing in all our literature and ad- 
vertising are the net prices to the consumer. This co-opera- 
tion and the constant impressing of this sales policy on the 
minds of the distributors’ salesmen has reduced our com- 
> cutting to a minimum. 


, 
evil OT 


every manufacturer present desires and is 





the distributor more help in merchandising 
his product and, as a co-operative suggestion that can be 


participated ir 


by every manufacturer at a small expense 
on the part of the manufacturers, I would propose a 
national show for the purpose of bringing to the attention 


of the distributor, his sales organization and the consumer, 
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a complete showing of the merchandise available that is 
classed as mill supplies. Our industry is the only national 
industry that does not hold an annual display of its products. 
All other lines of merchandise—automobiles, automobile ac- 
cessories, replacement parts, radio, furniture, household ap- 
pliances, machinery, plumbing supplies, railway equipment— 
in.fact everything that can be mentioned, is on display at 
some time during the year in our larger cities to educate the 
consuming public with the products that are available by the 
manufacturer and distributor. This industry which we are 
all so vitally interested in, which boasts of some twenty-eight 
hundred concerns distributing and dealing in mill supplies, 
has no national display of its products. 





SUGGESTS MILL SUPPLY EXHIBIT 

Less than a week ago there came to my desk a notice from 
one of the associations gathered here on this boat to the 
effect that reservations were still available aboard this boat 
for this convention. With a total capacity of less than six 
hundred, and with three associations interested in this con- 
vention, it should be no problem to gather together six hun- 
dred people interested in the sale of mill supplies at a con- 
vention. The reason we have not been successful in getting 
a greater attendance at our conventions is due to the fact 
that we are not giving our manufacturers and distributors 
what they want. We believe that a national association built 
around an annual display of mill supplies would do more to 
get together the people interested in this industry than any 
other method. 

The Automotive Equipment Association, which we are also 
members of, has built one of the strongest trade associations 
in the country, and its growth has been built up around the 
national show which is held each year in Chicago, the first 
one of which was held in 1918. There are other men in thi 
audience who are members of this association and can sub- 
stantiate what I am saying. This display has become such 
a national affair that it now attracts manufacturers and dis- 
tributors to Chicago every November from all four corners 
of the world. The convention last year was attended by over 
four thousand people, all of whom are interested in better 
methods of distributing, selling and marketing of their prod- 
uct. Our industry I believe is bigger than that represented 
by the Automotive Equipment Association, and should be 
well represented among the foremost industries of this coun- 
try, and will come into national prominence when the manu- 
facturers and distributors band together to promote a real 
display of their products. We are offering this as a sugges- 
tion and go on record as one manufacturer that is interested, 
through this means, in giving the distributors more help in 
selling our product. 

C. W. Titgemeyer, sales manager, industrial brush 
division, Osborn Manufacturing Co., Cleveland, presented 
the negative side of the question as follows: 


MR. TITGEMEYER IN THE NEGATIVE 


Mr. Chairman and Gentlemen: I do not want to be mis- 
understood on account of my taking the negative side of this 
subject, for as a matter of fact, we are at the present time 
working in a much larger way with the mill supply distribu- 
tor toward the distribution of our products than ever before, 
and strongly favor giving him all possible co-operation, but 
inasmuch as I was requested to take the negative side of this 
subject, I can perhaps bring out a few points which will be 
helpful to all concerned. 

I desire to compliment Mr. Allen for so capably handling 
his side of the subject. 

Now in regard to the negative side of this subject, I am 
going to bring to your attention, according to my own per- 
sonal observation and experience, the disadvantage of lean- 
ing over backward toward giving the mill supply distributor 
too much help. 

I maintain and say in all seriousness that help and co- 
operation which many manufacturers and their representa- 
tives are giving mill supply distributors and their salesmen 
is certainly tending to make the mill supply salesmen order- 
takers rather than salesmen, and I am sure you will agree 
with me that today, as never before, the mill supply distrib- 
utors need salesmen who will sell their goods at a_ profit, 
rather than go from plant to plant attempting to get busi 
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ness either by meeting or cutting their competitors’ prices. 

There is lack of aggressiveness on the part of the mill 
supply distributor cr his salesmen in following established 
business which was turned over to him by the manufacturer. 

Some time ago we began working with the distributor in- 
tensively, and turned over many fine accounts, with the re- 
sult that in many cases we lost the business, or at least lost 
volume. 

We all see, read and hear much about advertising in this 
day and age, and I certainly am a firm believer in proper, 
intelligently directed advertising, but I am afraid that in 
many cases among the mill supply distributors there is a 
lack of appreciation on their part for what many manufac- 
turers are trying to do along this line for them, in order to 
help them sell more goods. 

Now in regard to manufacturers’ representatives working 
at regular intervals with mill supply distributors’ salesmen: 
I believe, at least as far as our line goes, that it is econom- 
ically wrong from a sales cost standpoint. 

I am sure that it certainly takes away the initiative from 
the mill supply salesman. I am sure that a practice of thi 
| oftentimes resented by the buyer or 


kind 3 prospective 
buyer, and surely slows up sales work. I do think, how- 
ever, that there are times when the mill supply house sales- 
man does need the help of the manufacturers’ salesman, and 
that is when special development problems arise, at which 
time it is most wise to have the manufacturers’ representa- 

ve with the mill supply salesman, as it will do two things: 
First, to help the mill supply house salesman give his cus- 
tome ' just what 


needs along some special line, and second, 
the customer, at a time like this, is impressed with the 


ervice the distributor is doing his best to give him. 
Industrial stocks are generally low, and industrial plants 
desire to buy through mill supply distributors to keep down 
inventories, At th present time there is the greatest oppor 
tunity ever offered for the dealer to definitely establish his 


value as an economic necessity to all the industries. 


Thank 
President Brisbin complimented the business press 
on the fine co-operation it had given the associations in 
bringing about the triple convention. He then appointed 


a nominating committee, consisti 






r of five senior ex- 
presidents, as follows: John Trix, N. A. Gladding, George 
H. Bailey, Irving W. Lemaux, and Joseph M. Hottel. 
Committee at large: Frederick H. Payne, W. C. Hen- 
ning, H. H. Wright, David C. jones and B. F. Ruether. 
Committee on resolutions: J. H. Williams, John C. Ruf, 
Lemaux. Adjournment was then taken. 
MANUFACTURERS IN SECOND SESSION 
They Went on Record as Definitely Approving of a Policy 
of Real Co-operation Between Manufacturer and Dealer 
Shall a General Survey of Field Be Made? 
President 





Brisbin presided at the second executive 
American 


session of the 


Association on Wednesday, 
June 15th. He stated that the matter of first importance 
Was a consideration of the appointment of a committe 
of five to act with the committees appointed by the two 
dealer associations to form a Mill Supply Council. He 
believed that this committee of five from the American 
Association could work harmoniously with the commit- 
tees of the dealer associations. Various speakers ap- 
proved of the plan. J. H. Williams called attention to 
the fact that during the past yvear committees of five 
from the three associations had been working harmoni- 
ously, and the triple convention was the result. 
The resolution committee, consisting of J. H. Williams, 

Don S. Brisbin and S. P. Browning, presented a resolu- 

] 

i 


tion on ¢ 


istributor contact, which recorded the belief of 
the association in a policy of real and mutual co-operation 
between manufacturers and distributors in the supply 
field, and declaring the association’s desire to remove all 
obstacles that prevent that mutual co-operation and rela- 
tionship so necessary. It was further declared that there 
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must never again be a failure of the three groups to 
meet in triple convention. It was then further declared 
that the condition which led to the manufacturers’ 
division in the National Distributors’ Association no 
longer existed, that its continuance could not lead to the 
earliest accomplishment of complete manufacturer- 
distributor co-operation, and it was respectfully sug- 
gested that the National Association discontinue its asso- 
ciate membership division. The resolution was adopted, 
with the suggestion by Mr. Henning that the matter be 
submitted to the National Association. 

Rising votes of thanks were given to Charles E. 
Allinger for his work on the entertainment committee. 
Similar action was taken in appreciation of the aid of 
the Northern Navigation Company’s executives and navi- 
gating officers in making the trip a success. Regret al 
the retirement of Arthur Langston from active work in 
the mill supply field was also expressed by a rising vote. 

President Brisbin then read some remarks that he had 
prepared for presentation Monday night in introducing 
Mr. Goodwin. After that Mr. Goodwin was given a ris- 
ing vote of thanks for his assistance in answering ques- 
tions at various meetings. Resolutions still being in 
order, the entertainment committee expressed its 
appreciation of the presence of so many ladies on the 
boat. Then as a final shot, the committee having charge 
of the work of carrying on a campaign against anti- 
trust legislation, of which Dixon C. Williams was chair- 
man, Was given a rising vote of approval. 

The subject of whether or not it would pay to make 
a survey on distributors to find out the best sales prac- 
tices, was taken up, with Irving W. Lemaux taking the 
affirmative. Mr. Lemaux expressed his belief that the 
survey should be made as soon as possible, securing a 
competent man or competent men, the cost to be divided 
among the three associations. He believed that the re- 
sult would be to turn up all material facts as to methods 
used in every detail of distribution. It was his belief 
that this matter was so important that when the survey 
was completed, if in less than a vear, a triple convention 
should be called to take action. 

The negative side was taken by Kenneth G. 


i Merri 
M. B. Skinner Co., 


Chicago, who spoke as follows: 
WOULD IT PAY TO MAKE SALES PRACTICES SURVEY? 

It would seem that all the obvious reasons for making thi 

irvey, as presented by my worthy opponent, were favorable. 

ut there are two classes of factors 


ing over 


to be considered in mull- 
any question—the obvious and the intangible 


Psi, 





me illustrate. The cat is a very beautiful animal. It 
grace and beauty of line. It is the insyiration of the paint 


Ul 








and the joy of the sculptor. Now there is another animal 
which resembles a cat very strongly. I refer to the skunk. 
It is even more beautiful than the eat, as it has super 

coloring. Obviously therefore, the skunk is a beautifu 





but*there is something intangible about him ji 


Let us therefore take up some of the intan 
1 
i 


= 


I do not think that every jobber would welcome < 








survey being made of his selling practices, He has worked 
up a good business by the means of ingenuity and gre 
deal of time and effort. Is he going to open up his 

and his practices to the public eye so that they may, by n 


work whatever, achieve what he has taken years to perfect? 
I doubt it. 


» } 


2. Reports made by a surveying committee would be influ- 
enced very strongly by the y 
’ 


they interviewed i1 





persona of the man whom 


any given supply house. In this way, 
a man of strong personality would make a great impres 
sion, although his methods might not be the best, by a long 
ways. On the other hand, a graver and more thoughtful 
man, given to studious habits, but of less colorful person- 
ality, might make a very negligible impression on the sur- 
veying committee—and his methods might be the best of all. 

In trying to reduce the sales practices of the jobbing 
business to a dead level, there would be a certain monotony, 
as every jobber is faced with the same problems, and if he 








thinks long enough will find the same solution for the prob- 
lems. It is a very det question in my mind as to 
whether a general survey would be of any more value than 


vatable 





one restricted to a very few high class houses—if they would 
allow such a survey be made. 

1. Secret: Commerce Hoover has instituted what he 
calls a simplifi ion programme. The main object of this 
programme to avoid duplication of effort. I claim that it 


is not necessary to make this survey, on these grounds, as 
h ready been made. We manufacturers have 
twenty years as we have gone 
ng on the jobbing houses. We have a mighty 
practices of the mill supply 
xpress well founded and mature opinions— 
e fibre and pattern of a general survey—right now. 
t Amongst other things we find 
ri] to the matter of sales- 
for salesmanship in 
Personality. These 
upon as the mainspring 
sometimes mistaken 
we attribute to various things. Let me illus- 
; 1, old gentleman, one hundred 
lelegation for a local 
paper saying 
o the fact that he 


from alcoholic liquor all his life. 
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impulse of most of his predecessors, and took himself off to 
one of those hostelries where in former days refreshments 
were dispensed by barmaids, and great was his surprise and 
disappointment when he found that those attractive maids 
had been replaced with men of the distinct cockney type. 
My friend had a particular beverage in mind, which in former 
days had been considered the “he man’s drink,” and upon 
being approached inquired, “Have you any Porter’? 

“No, we hasn't any Porter. They says as ’ow they serves 
that stuff to convalescents and old women.” 

My friend, like the manufacturer with his missionary men, 
attached a great deal of importance to what he felt was 
wanted, and just the right thing to set him straight with 
the world. The barkeep, on the other hand believed, as deal- 
ers in mill supplies in general agree, that a stimulant is 
required and desired, but the dealers are not in accord with 
the kind or the brand prescribed. 

The fundamental principle, or the need of the stimulant 
provided by the manufacturers’ missionary men, is correct, 
and is agreed to by both manufacturers and distributors. 

Manufacturers have invested large sums of money in edu- 
cating missionary men, fitting them with a complete knowl- 
edge of their respective lines, and are under considerable 
expense in maintaining them in the field, for the sole pur- 
pose of educating dealers and their salesmen, and the stimu- 
lation of interest resulting in increased sales for all 
cerned. 


con- 


UNFAIR PRACTICE CITED 

The general principle under which these men operate is 
the same with most all manufacturers, but there is a lack 
of consideration on the part of some of their representatives 
for the interests of other manufacturers and distributors, 
which is having an adverse effect on the general good of 
all concerned. 

The particular practice referred to is that followed by a 
number of missionary men in insisting that while in the 
field, the dealers’ salesmen confine their calls exclusively to 
those customers who are prospects for the items or the line 
that missionary man is representing, and further that 
y devote all effort to the that 
he exclusion of all others. 

Obviously, it is unfair to expect this, and it 


resistance 


whieh 


sale of merchandise to 





immediately 
a against the missionary men in general 
on the part of the customer’s salesmen because, if followed 
out, it would reduce his volume of sales on all lines, calling 
him the wrath of his superiors, and in turn, a 
non the part of the manufacturer with the vol- 
from a given territory. 


creates a 


down upon 
dissatisfacti 
ume <ecured 

At times missionary men are sent into the field not prop 
full knowledge of their lines, with the 
intention no doubt, that they acquire education through actual 
in the These men usually are good sales 


erly equipped with 


experience field. 


men, but when placed in a critical position, where expert 
idvice necessary, fall short of the demand, and the result 
is a reflection on the plant they represent, and a consequent 
loss of confidence on the part of the dealers’ salesmen in 


1@ missionary programme in general. 


There are occasions when the prospect has opinions which 
are justifiable, often gained after 


with certain equipment, 


e 


long years of 
and the missionary men 


experience 
sometimes 


take ie to an extent that the prospect becomes incensed, 
which results in the loss of not only that order, but in elim 
inating any consideration for the distributor in other lines. 

Such circumstances have caused the dealers’ salesmen to 


be unreceptive to m 


have 


1 sistance, and in some cases, 
positively refused to have them in the 


ionary as 
the alesmen 
territory. 
Much fixed standard 
in this part of our relations with the distributors, so as to 


} 


hould and can be done to arrange a 


eliminate the wasted effort and the consequent monetary loss. 
In that pect, the distributor also has a responsibility. 
On repeated occasions, where advance notice has been given 
of the intended arrival of the missionary man, it has hap 
pened that no preparation whatever had been made by the 





effectively use his services, and as a consequence, 


| more of productive effort is lost. 
Aside from that, repeated occasions of that kind tear down 
1@ morale of the that they are not 


missionary men, so 
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inclined to insist on, or look for work, 
waste time and the company’s money. 
operate their business systematically 
not tolerate such men, and 
tion on the manufacturer. 


being content to 
Other dealers, who 
and efficiently, will 
there is an unfavorable reflec- 


The dealer, in many cases, gives little or no thought to 
the proper routing of the missionary men, so as to cover 
the whole territory in the most efficient and economical man- 
ner, undoubtedly for the reason that he is not assuming 
the expense. The expense of any business naturally enters 
into the establishment of selling prices, and eventually the 
dealer assumes his share, but with such negligence on the 
part of some, those that are conscientious and direct the mis- 
sionary men properly are being penalized for the short- 
comings of others. 

In routing or 
should 


directing missionary men, the distributor 
them out to territories that have, 
within the previous week or so, been covered by representa- 
tives of kindred lines. Such serve to throw the 
distributors’ salesmen into a feeling of uncertainty, and they 
either confuse recommendations or pass up a prospect rather 
than get into difficulty or appear ignorant. This also 
ates 2 bad impression with the customer, because each mis- 
sionary man is reputed to be an expert in his line, and the 
customer can only one conclusion, that the dealers’ 
salesman shows a lack of confidence in the lines he is selling. 

The missionary man is a very important link in the rela 
tions between the manufacturer and the dealer, carrying in 
his hands the reputation and integrity of the company he 
represents. 


avoid sending 


practices 


Cre- 


draw 


Just as all manufacturers are striving to increase the 


quality and reputation of their products with the support 
of their entire resources, so should they devote thought to 


the improvement of the existing programme of missionary 
work in support of those products. 
+) 


summarize is sary, as the 


definitely outlined, and the 


In closing, no attempt to 
and effects are 
not difficult to attain. 

Any effort involved will be more than offset 


In expense, which i 


nece-> 
causes remedy 
by the saving 
highly desirable with present competitive 
market conditions. 

President Brisbin then called on the nominating com- 
mittee for its report, which was presented by John Trix, 
chairman. Its recommendations were as follows: 

For president, Robert Bb. 
Company, New Britain, 


Skinner, Skinner Chuck 
Conn.; first vice-president, W. C. 
Henning, A. Leschen & Sons Rope Co., St. Louis; 
vice-president, C. O. Graton & 
Worcester; third vice-president, Horace 
Armstrong Bros. Tool Co., Chicago. 


second 
Knight Co., 
Armstrong, 


Drayton, 


Executive committee, Dixon C. Williams, chairman; 
W.C. Allen, K. W. Atkins, Hal F. Wright, B. F. Ruether. 

The report of the nominating committee was unani- 
mously adopted. President then called to the 
chair the newly and Mr. Skinner 
accepted the honor by saving that he was very apprecia- 
tive, asked for the aid of the entire membership, and 
stated that under President Brisbin the association had 
made wonderful progress. 


Brisbin 


elected president, 


Secretary Mitchell then stated that in the past it has 
been the practice of the American Association to name a 
time and place committee, instead of selecting a time and 
place for holding the next convention at the current con- 
vention. This was an expensive method, as this commit- 
tee had to meet with the time and place committee of the 
other associations, and he suggested that action be taken 
now to appoint a committee to select a time and place 
leaving the boat. Acting on this suggestion, 
President Skinner appointed such a committee, consist- 
ing of Frederick H. Payne, Greenfield Tap & Die Cor- 
poration, Greenfield, Mass.; A. M. suffalo Bolt 
Company, Buffalo; Harry I. Sloan, Cushman Chuck Co., 
Hartford. Adjournment. 


before 


Jones, 


rE rR eS 
_— 
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FINAL EXECUTIVE SESSION 


The American Association Made It Short and Snappy, to 


Make Way for the Final Joint Meeting of the Three 
Associations. 


On Friday, June 17th, the last executive session of the 
American Association was held, at which the newly 
elected officers were formally installed. An amendment 
was made to the constitution so as to permit associate 
members to vote on all questions affecting the industry. 
A paper from an unknown source was read, which carried 
some constructive suggestions to the effect that there 
should be prepared for the American Association a 
definite code of practices, and rules defining various 
words used describing the nature of the activities of 
supply houses. It covered the matter of raising 
funds for a general survey of the mill supply industry, 
and asked for a plan for general advertising to sell the 
service of supply houses. This paper was referred to 
the three committees comprising the new Mill Supply 
Council. 


also 


In the question box Mr. Goodwin was asked for the 


best plan of co-operation between manufacturers and 
dealers. Mr. Goodwin stated the setting up of the Mill 


Supply Council of fifteen as the very best. He stated 
he could never understand why there were two dealer 
associations. It was his belief that were they united, it 
would become possible for a single association of manu- 
facturers and dealers, with three sub-divisions 

care of sectional or divisional activities, they holding 
separate meetings. It was his idea that the council could 
agree on a proposition, which they could then present to 
the membership in detail, and have a vote taken, thus 
clearing the way for the annual meeting. Up to the 
present time he considered that the mill supply 
was shooting with shot instead of with bullets. 
distribution of electrical supplies on the Pacific 
costs ranged from one and one-half to forty percent on 
Varlous items. 


to take 


y 


industry 


In the 


Coast 


At this point the executive session of the American 
ended and the membership of the National and Southern 
Associations appeared for the triple meeting 


~<a o— 


Learns of Mother's Death 
A sad incident in connection with the triple cor 
was the receipt of a radiogram by H. C. Ellsworth, presi- 
dent, White Tool & Supply Co.., 


of the death of his 





Cleveland, notifving him 
Mr. left the 
t home. The 


turn to his 
saddened by 


friends 


mother. 
Norenic at the locks, to re 
Cleveland distributor’s many 
the news of his misfortune. 


Ellsworth 
Soo 


were 


= + 


Wasser Supply Co. Very Active 


The Supply Company. 


now operating under the name Wasser Supply Co., has 


Gary Plumbers Gary, 


controlled since January the Hammond, Ind., branch of 


the Wolff Mtg. Corp... Chicago, and maintains that busi- 
ness as a separate branch of the company. Both the 


Hammond branches of 
Wholesale the Wolff line 
Robert E. 


department, 


Gary and the Wasser Supply Co. 
ft plumbing, é 
lolmes. manager of the mill supply 
that the 
manufacturing district. 


supplies. 
announces great activity of th 


Calumet with its wide 


for pipe, valves, fittings, and mill supplies. has le 


rapid growth of the Wasser company’s distribution of 
mill 


department, Mr. 


supplies. Before assuming management of his 


Holmes made a survey of the local 


supply market. 
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Those Attending the T. riple Convention 


A R. R. Donnelley & Sons Co., Chicago.—Mr. and Mrs. W. W. 
Advance Car Mover Co., Inec., Appleton, Wis.—Oscar Miller, Gurr. . 

G. S. Fish as ' : . 5 ss : oe 

‘ ’ Sichel & Co., Riel 1, Va.—M. C. Eichel, Miss Eichel. 

amo Iron Works, San Antonio, Texas.—Melrose Holm-  Eichel & Co., Richmond, . ©. Eichel, Mi hel. 
a : : . Ks ee , sie Elderfield-Hartshorn Hardware Co., Niagara Falls, N. Y.— 

lah ' ) Lola} 1 , Mr. and Mrs. C,. J. Elderfield. 

C ind »rOS., ne. tiladelphia. » WwW. lunn, J. Alle 2 ; ‘ = ‘ . . > ‘ 
— ae wat phia.—1 pane si Empire Machinery & Supply Corporation, Norfolk, Va.— 
Allen Mfe. Co., Ine., Hartford, Conn.—Edward Crawford, : \ my L.. Graham. : ; , : : y pte : 

M nd Mrs. R. E. Gregory. W. A. Purtell. Mr. and Mrs, Engineering Magazine Co., New York.—Harvey Conover, Jr., 

W.C. Stauble ern ee Swe : W. E. Farrell. 

mericat t & Derrick Co., St. P: e lL). Roy Blaicher. -_ — . y , . 7 
“ i : fs C pintendt . Sig = . » a wie The Fairbanks Co., New York.—Morgan H. Fowler. 

= 7 ee On Hen a ~*  KFarquhar Machinery Co., Jacksonville, Fla—Mr. and Mrs. 
; : ) ) 1; . L. J. Larzelere. 
merican Sere Co rovidenee, R, I1.—William P. snning. ie ‘ . . 1: 
a ae te sis: : 2 = ~ = a oe Flexible Steel Lacing Co., Chicago.—Mr. and Mrs. H. L. 
ath i t ‘ hen alli bel LULE : s = Cictcuid? ° Coats. 
», Mitehe arn : ‘ ae ? 
iuecsican Gerios Vile & * M fo. Sinmiok W 1. Teek 2 Fulton Supply Company, Atlanta.—Joe Winship. 
ae. G 
Arkansas Mill Supply Co., Ine., Pine Bluff, Ark.—W. W. The B. F. Geodrich Rubber Co., Akron, Ohio.—A. W. Doran, 
iylor. ae oe R. W. Stanton, C. F. Conner. 
Armst g Bros. Tool Co., Chicago—Mr. and Mrs. Horace Goodwin, Nicholas & Morton, Inec., New York.—Mr. and Mrs. 
strong William L. Goodwin. 
Ee. C. Atkins & Co., Indianapolis.—K. W. Atkins, N. A. Glad- Goodyear Tire & Rubber Co., Inc., Akron, Ohio.—C. A. 
ng, J. ick wa 3. Norvel Grauer, Mr. and Mrs. C. P. Parker. 
Ing. Graton & Knight Co., Worcester, Mass.—Mr. and Mrs. H. L. 
mobile Tir ljustment Corporation, Buffalo—E. O. LaRue. 
Ploy Greene, Tweed & Co., New York.—Frank J. Hill, V. B. Nick 


erson. 








H. H. Barton & Son Co., P ’ 4. 1. Barton Greenfield Tap & Die Corp., Greenfield, Mass.—Frederick H. 
i 7 Se cecsAa 3 a Payne. 
} MeC: vogers, Buffalo.—aArthur S. Paull. : . , ~ a . . , 
HR : ( >! Edy 2 PW iE hillip Gross Hardware & Supply Co., Milwaukee,—A. F. 
. Hbesly & 0., hicago. saward - elles, 


The Bittenber Co., Scranton, Pa.—W. A. Kemmerer. Boettcher, Henry P. Mueller. 
The Black & Deck Mfg. Co., Towson, Md.—W. C. Allen, H 
H. B. Austin, R. D. Black, Mr. and Mrs. H. B. Hazerodt, Louis Hanssen’s Sons, Davenport, lowa.—B. C. Hanssen. 
M al Mrs. J. N. LaBelle, R. T. Mitten. Hansen & Yorke, Inc., New York.—Mr. and Mrs. A. Yorke. 
Bonnev Forge & Tool Works, Allentown, Pa.—Mr. and Mrs. The Hardware & Supply Co., Akron, Ohio.—Mr. and Mrs 
Fred S. Durham. H. H. Kuhn. 
T Bover-Campbe Co., Detroit—Mr. and Mrs. W. W. Samuel Harris & Co., Chicago.—L. A. Clark. 
Campbell, Mr. and Mrs. A. R. Smith A. L. Henderer’s Sons, Wilmington, Del.—Thomas H. Win- 
Buffalo Bolt Co., Nort di wanda, N. Y.—Mr. and Mrs. -ton,. 


Hetherington & Berner, Indianapolis.—Irving W. Lemaux. 
The Bunting B & Bronze Co., Toledo, Ohio.—J. Muhle- The Hogyson & Pettis Manufacturing Co., New Haven, Conn. 
— J. J. Chandler. 
> Home Rubber Co., Trenton, N. J.—Charles H. Swoger. 
| ae Tae ter & Co., Ne York.—Mr. and Mrs. A. B. Paul- I 


3 indianapolis Belting & Supply Co., Indianapolis.—Mr. and 
( 20 Belting Co., ¢ 9o.—A. J. We : Mrs. George M. Bockstahler. 


( \ Manufacturing Co., Chicago.—Mallory Bed- Indianapolis Brush & Broom Manufacturing Co., Indianapo- 
c OY ms. lis.—Irving W. Lemaux, John W. Crossman. 
( go Pullev & Shafting Co., Chicago.—Mr. and Mrs. S. A. International Trade Press, Inc., Chicago.—I). R. Egbert. 
| *son, M Ellicso1 


uy Pha nha veel Gu, ' ae —W. J. F —. . , The Jacobs Mfg. Co., Hartford, Conn.—Joseph H. Hazley, 
; es eet Rast F. L. McCarthy. 
wh ial : Up, Mr. ANG Ms. th. SCNUILZ, Whas- Jeffrey Mfg. Co., Columbus, Ohio.—Mr. and Mrs. G. C. Horst. 
OME, : , é : Jenkins Bros., New York.—Mr. and Mrs. Arthur C. Lang 
2 UK e 2 Tool & Supp y Co., Cleveland. Mr. and Mrs. -ton. William G. LeCompte. 
ner ae, Su naes : 7 , , ] Johnson Belting Co., New York.—John C. Ruf. 
' a “¢ sey J * 6 eae [re pens | Me Johnston-Morehouse-Dickey Co., Pittsburgh.—lD. P. Forse. 
a Se ee ’ eland.—L, J. Me- Joyce-Cridland Co., Dayton, Ohio.—William F. Bippus. 
ight Products Co., Cleveland.—Mr. and Mrs. Kk 
( es L. Wasmer. I. Keeler Co., Williamsport, Pa.—James S. Hall, William F. 
( er Belt Lacer Co., Grand Rapids, Mich.—Wylie K. Lee. Wurster. 
; imbiar e& x, Co., Cleveland. . Seymour. Keystone Pipe & Supply Co., Butler, Pa.—Mr. and Mrs. 
imbu Kint Chain Co., Columbus, Ohio.—Don William Horwitz. 
S. Brisbin, F. W. Shaw. The E. A. Kinsey Co., Cincinnati.—Mr. and Mrs. W. J. Rad- 
Cushman Chu Co., Hartfo Ceonn.—Harry FE. Sloan, cliffe, A. E. Douglas. 
H y Hultgrer L, 
1) The Lamson & Sessions Co., Cleveland.—Roy Boffenmeyer. 
oory ; * cago.—Mr. and Mrs. J. C. “— ong eph Lay Co., Portland, Ind.—Mr. and Mrs. Harry 
say. 
\\ ) +n) ia A. Leschen & Sons Rope Co. 
Fil | : P Es ; a.—J. M. Hottel, J. L. Hager, William C. Henning. 
Ratt Racer tte, De t—Mr. and Mrs. F. W. Knott. gp ri May Mfg. Co., Toledo, Ohio.—J. A. Carson, J. C. 
.. & Co., hh ‘ , N,. Mr. and senjami epee ; 
R - | = : % “ie I “2 -_* J. M a Mi ‘ i jamin Long-Lewis Hardware ( 5 Be emer, Ala. J. H. Crowe. 
H eters ik iiay * — ee I ' Mather Lumen Bearing Co., Buffalo.—P. J. Hoeffler, R. 1). Sampson. 
1 ¢ M katnt * ‘T i aie tee so oeeee""* The Lunkenheimer Co., Cincinnatii—Harry A. Burdorf, W. N. 
i MI g tink - Cc, Tae. New Orleans-—Mr. snd Mre. Hood, Mr. and Mrs. David C. Jones, Miss Marjorie Jones. 
ee Saln M 


turing Corporation, Mishawaka, Ind.—R. S. McComb Supply Co., Harlan, Ky.—W. ID. Sellers, C. L. 
Grant, W. W. O’Hara. Smith. 





, st. Louis—Mr. and Mrs. 
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McComb Supply Co., Jellico, Tenn.—W. J. 
McComb. 

C. M. McClung & Co., Knoxville, Tenn.—N. J. C. Lester. 

MeGowin-Lyons Hardware & Supply Co., Mobile, Ala.—Mark 
Lyons, Tom Soost. 

McGraw-Hill Publishing Co., Ince., 
Graw, Irving Fellner. 

R. B. MeKim Co., Inc., Boston.—C. Stormont. 

Magnolia Metal Co., New York.—W. I. Peterson, E. C. 
son, Earle B. Slosson. 

The Mechanical Rubber Co., New York.—Mr. and Mrs. 
FEF. Rawls, Jr., Mr. and Mrs. B. F. Ruether. 

The Medart Company, St. Louis——Mr. and Mrs. W. G. 
ling. 

The C. S. Mersick & Co., New Haven, Conn.—E. B. Hunn. 

Mitt Suppiies, Chicago.—Mr. and Mrs. J. H. MeNash, Mr. 
and Mrs. Clay C. Cooper, E. N. Grantvedt, Edward J. 
MecOsker. 

Monarch Metal Co., Chicago. 


Kearney, H. B. 


New York.—J. A. Mce- 


Rob- 
John 


Kess- 


George H. Babcock. 


Moore-Handley Hardware Co., Birmingham, Ala.—Mr. and 
Mrs. J. M. Bates. 

Moran Flexible Steam Joint Co., Ine., Louisville—Mr. and 
Mrs. Thomas W. Moran. 

Nashville Machine & Supply Co., Nashville, Tenn.—Mr. and 


Mrs. T. C. Keeling. 
The National Supply and Machinery |i 
tion—Mr. and Mrs. George A. Fernley. 
National Tube Co., Pittsburgh.—Mr. and Mrs. 


tributors’ A 


sSO0Cla 


Hugo Weid- 


man. 
6) 
Ohio Valley Pulley Works, Ine., Maysville, Ky.—Mr. and 
Mrs. Rh. S. Howland. 
Oliver Brothers, Ine., New York.—Horace Dale. 
Oliver Iron & Steel Corp., Pittsburgh.—George T. Bailey. 


The Osborn Mfg. 
The Oster Mfg. 
William H. 

Fred Ott 


Co., Cleveland.—C. W. Titgemeyer. 

Co., Cleveland.—A. S. Gould, C. ID. Wood, Jr. 
Ottemiller Co., Ine., York, Pa.—Mr. and Mi 
Mr. Mrs. W. H. Ottemiller. 


Dp 
i 


Mericde n, 


}] ‘ ] 
emer, anda 


The Charl Parker Co., 
G. A. Allen 
The W. M. Pattison Supply Co., 
P. O. Boylan, W. H. Smith. 
Peden Iron & Steel Co., 
P« en, 
Penberthy 
Thoma 
The Perry Supply Co., 
Pr. Mi. Smith. 
Pidge 
Pittsburgh Gage 
Pittsburgh 
Et. we: 
Geddis. 
The Pe Live Lock Washer Co., 
Nourie, Ee. BE. Ro 
Pratt-Gilbert Co., 


Conn.—H. E. Thaye) 
Cle veland. Mr. 
Houston, Texas.—lI). |). 


Injector Co., Detroit. Mr. 


and Mrs. A. D. 


Birmingham, Ala.—Mr. and M) 


m-Thomas Iron Co., Memphis, Tenn.—Philip Pidgeon. 
& Supply Co., Pittsburgh.—H. J. Casper. 

Steel Co., Pittsburgh.—George W. Jones. 
Porter, Ine., Everett, Mass.—John Calloway, James 


Newark, N. J.—RB. L. De 


Ariz.—P. Rh. 
Q 
Supply Co., 


Helm. 


Phoenix, 


The Queen City Cincinnati.—W. FE. 


George Puchta, Lawrence Puchta. 
i 
I’. Raniville Co., Grand Rapids, Mich—Mr. and Mrs. A. J. 
Spa ; 
The Rayl Company, Detroit.—Mr. and Mrs. B. H. Ackles 


Mrs. Emery Lovett, Mrs. H. Alex Paton. 
Reed Mfg. Co., Erie, Pa. 
The Republic Rubber Co., 

-~. M. Gattshall, F. H. 
Rowell Mfg. Co., 


toss Mack, 
A. M. Johnston. 
Youngstown, Ohio.—J. H. 
Howard. 
Appleton, Wis. L. 
S 
Shadbolt & Boyd Co., Milwaukee.—H. F. St. 
. Shaw Company, Chicago.—G. L. 
Paxton, H. C. Whiteley. 
> Sherman Mfg. Co., Battle Creek, Mich.—Mr. and M1 
C. L. Braund, Mr. and Mrs. A. R. Webber. 
Simonds Saw and Steel Co., Fitchburg, Mass.—R. 1). 
win, J. KE. Kelley. 
SKF Industries, Ine., New 
M. B. Skinner Co., Chicago. 
Mr. and Mrs. K. G. Merrill. 
Skinner Chuck Co., New Britain, Conn. 
ert B. Skinner, 
Smith-Courtney Co., Richmond, Va. 
Smith, Miss Dorothy Smith. 


Conno) 
V. Benjamin. 


George. 


York.—D. W. McAllen. 
Mr. and Mrs. M. 
Mr. and Mrs. 


Mr. and Mrs. 


sutler, 


Barthorpe, A. F. 


Bald- 


B. Skinner, 


Rob- 
Arthur FE. Thornton, Miss Sarah Thornton. 
Alvin M. 
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Smith-Meadow Supply Co., Inc., Birmingham, Ala.—Mr. and 
Mrs. R. S. Smith, Master L. J. Smith. 

Smith & Pearson, Inc., Auburn, N. Y.—Mr. and Mrs. George 
C. Pearson. 

Somers, Fitler & Todd Co., Pittsburgh.—William H. Somers, 
William T. Todd, Jr. 

Spartan Saw Works, Springfield, Mass.—Mr. and Mrs. H. P. 
Strout. 

The Standard Electrical Tool Co., Cincinnati.—John Feltes. 

Standard Pressed Steel Co., Jenkintown, Pa.—R. A. Barker, 
J. W. Friel. 

Standard Shop Equipment 
lader, Jr., Mrs. M. R. 

The Standard Tool Co., 
Ross. 


Co., Philadelphiaa—H. Cadwal- 

Cadwallader. 
Cleveland.—R. R. Higgins, W. P. 

Stockham Pipe & Fittings Co., Birmingham, Ala.—Mr. and 
Mrs. 1). W. Stockham. 

The Chas. A. Strelinger Co., Detroit—Mr. and Mrs. 
IX. Allinger, Mr. and Mrs. A. T. Harland. 

The Strong, Carlisle & Hammond Co., Cleveland.—H. H. 
Smith. 

Sumet Corporation, Buffalo—Harry O. Warner. 

Sutton-Osborne Supply Co., Asheville, N. C.—H. C. Sutton. 

Swank Hardware Co., Johnstown, Pa.—Mr. and Mrs. W. C. 
Lambert. 

The Swartwout 
Russon. 

Syracuse Supply Co., 


Charles 


Company, Cleveland-——Mr. and Mrs. L. P. 


Syracuse, N. Y.—Percy Ridings. 
T 

Wm. H. Taylor & Co., Ine., Allentown, 
T. E. Hazell. 

Taylor-Parker Co., Inc., Norfolk, Va.—E. L. Parker. 

Tennessee Mill & Mine Supply Co., Knoxville, Tenn.—Georg 
H. Manning. 

Transmission Ball Bearing Co., Inc., Buffalo—Mr. and Mrs. 

C. M. Murray. 

Trimont Mfg. Co., Boston.—Wilmot N. Paterson. 

Turner Supply Co., Mobile, Ala—Mr. and Mrs. W. 
Turner, Miss Esther Turner. 


U 


sritain, 


Pa.—Mr. and Mrs. 


Marshall 


Union New Conn.—A. P. Corbin, E. I. 


Mfg. Co., 
Stevens. 


Upson-Walton Co., Cleveland.—Mr. 


V 
Co., Cleveland.—Mr. and 


and Mrs. F. J. Hemler. 


The Van Dorn Electric Tool Mrs. 
EF. D. DuGuay. 
Victor Balata & Textile 
Mrs. W. H. Glatt. 
Victor Saw Works, Ine 
Robert P. Kelley. 
The Vincent Steel Process Co., Detroit.— 
Behringer. 

Vonnegut Hardware Co., Indianapolis —Mr. and Mrs. Fred 
W. Hess, Mr. and Mrs. George Vonnegut. 

The Vulean Copper & Supply Co., Cineinnati.—Mr. and M 
H. O. Wentworth. 


New York.—Mr. and 


Belting Co., 


Middletown, N. Y.—Mr. and Mrs. 


"y 


W 
P. Wall Mfg. Supply Co., Pittsburgh.—W. S. Leech. 
Walworth Company, Boston.—W. C. Goza, FE. 
smith, W. E. 
Wave Cut File & Tool Co., Chicago.—C. J. Koebel. 
Supply Co., Monroe, La.—Mr. and Mrs. George W. 


Stevens. 


The Western Iron Stores Co., Milwaukee.—W. W. Ethier. 

West Virginia-Kentucky Hardware & Supply Co., Hunt 
ton, W. Va. Mr. and Mrs. Clyde W. Beckner. 

Whitman Barnes-Detroit Corporation, Detroit.—H. Z. Callen- 
der, M. Ae 

The M. I. Wileox Co., 

J. H. Williams & Co., 
liams. 

Wright Manufacturing Co., 
Straw, H. F. Wri 


‘ 


Kearins. 
Toledo.—Mr. and Mrs. C. J. St: 
Buffalo.—aA. S. Maxwell, J. H. 


Lisbon, O.—H. H. Wright, R. F. 
ght, W. P. Wright. 
y 

The Yale & Towne Mfg. Co., Stamford, Conn.—Mr. 
F, A. Dewey, H. J. Fuller. 

Yost Manufacturing Co., Meadville, Pa.—F. M. 
W. A. Bickel. 

The Young & Vann Supply Co., 
Mrs. W. M. Given. 

The Youngstown Sheet & Tube Co., 
Christopher. 


and Mrs. 
MeArthur, 
Mr. and 


sirmingham, Ala.— 


Youngstown, 0O.—G. W. 
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Demand Irregular, But Trend Upward 


Valve and Fittings Index Suggests Irregularity ls Only Temporary 





and That the Underlying Movement Is Slow, but Steady Rise 


JOSEPH H. BARBER* 
Assistant to President and Chief Statistician, Walworth Company 





200 200 so Jevels at the vear-end, in May actually 
ee a ee ee ee eel + ——175 surpassed by a considerable margin the 
SO \ | ee —t+——159 May output of last vear. Railroad 
125 | at ——as equipment buying, though still at modest 










































100 | 1oo0-~—slevels, is well enough maintained so that 

Ye soo eee ee: ee ee ee ee ee 15 freight car orders in May were greater 

so 100% =1921-1924 MONTHLY AVERAGE | sq than those a year ago. Steel output, 

og | | | | | | | | 25 which reached new records recently, ex- 

{COPYRIGHT 1927 WALWORTH CO =e ‘ perienced a little reaction, but weekly re- 

™ i924 1925 i926 1927 ports at the time of writing indicate that 

: the lowest point of the recession has 

Figure 1. Chart Showing Actual Movement Since 1924 passed, and that operating schedules 

April Final Index—115 have recently been increased to the basis 

May Preliminary Index—106 of current consumption, which is at high 

The monthly index is not based upon any single company's experience, levels. Production of pig iron is also 

but is developed from broadly selected measures of the quautity of well maintained near the highest levels 
demand in all those industries that use valves and fittings. The index reported in recent years. 

has heen corrected fo irrelevant seasonal fluct vations and price Pig iron product ion was formerly 

variations. looked upon as the best basic barometer 


of industrial production. There are good 
With the opening of the second quarter, demand began reasons why the pig iron industry acquired this signifi- 






































































































pig 
a slight decline from the first quarter levels. The set- cant reputation: 
back was not generally severe, nor was it unexpected. 1. Because its product has such wide usefulness and 
Following the pre-inventory sagging at the end of last enters so generally into all building, and equip- 
year, there was a definite rebound of demand, represent- ment of all sorts. 
ing the re-filling of stocks, just as the new year 1927 2. Because its markets cover such scattered terri- 
started. When demand starts up suddenly, as it did in tories. 
January, it usually puts its best foot forward first. Even 3. Because its activities depend upon so many diver- 
though the general trend of demand will 
‘ontinue to be upward, we could not ex- \™ L ] T | | ] re 
pect that of the first quarter to continue |e} —+j~———_-+ —_1—___ — — >————_-——_—— « 
without interruption. ohn VALVE AND FITTINGS INDEX | —— 

In spite of many surface irregulari- d | 
ties, the current news, the historical data Z < ae: 20 a >. 
available and our reasoning tell us that 7 
the real underlying trend of demand is 
now on a slow, but steady rise. Current 
news reports flood in from all corners. a 
It is necessary to single out the items 7 a 
that have real significance. We must 
take for granted the continuance of 
normal conditions, except in those cases 
where important changes are occurring. j TOTAL US PIG IRON PRODUCTION. = we 
Fortunately, in those directions where ‘iain, miles: eects pues eee 
earlier news caused a little apprehen- | 
sion we may now take note of bettering | | 
conditions. , | : ; : 

Residential building, which had been *” a si emer a ae 

2 f “ s OF, (921-1924 MONTHLY AYTRAGY 
sagging, Is resuming some semblance of — |-— _ a —— , C 
1g 1920 192 1922 1923 324 1925 1926 1927 

activity, while new contracts for indus- 
trial and commercial building are again Figure oe Comparison of Smoothed Trends of Tiwo Basie Industries 
reaching the highest monthly levels of (Valve and Fittings Demand vs. Pig Tron Production) 
recent vears. Oil prices recently became 
disorganized. Now we learn that there were fewer com- sified enterprises. 
pletions of oil wells in May than in April, and this tends 1. Because demand for pig iron, as a staple commod- 


toward stabilization and renewed confidence in that in- ity, is somewhat speculative and is therefore sensi- 
dustry. The Automobile Chamber of Commerce reports 


tive to changes in sentiment. 
that automobile production, which fell to abnormally low 


These same characteristics apply in very large degree 
‘Copyright, 1927, Walworth Company. to the valves and fittings industry. To appreciate che 
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general utility and wide distribution of the industry’s 
products, it is but necessary to consider our present-day 
mode of living. Valves and fittings have helped to trans- 
form the lowliest cottage today into a palace more com- 
fortable than any old-time king’s castle. 
runs at the turn of a faucet. 


Water now 
Gas cooks 
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The comparison is shown first upon the basis of the 
smoothed trend performances of the two basic industries. 
This makes it easier for the eye to see the generally 
parallel relation between the two even though one does 
move ahead of the other. As suggested in previous 









































: é 200 a s 
the meals. At the turn of a switch elec- [ a | | I Sap 
tricity gives either heat or cold and makes ee 7 tect tertemere aaetes seins iets a0: 
a new day out of the hours when our fore- — '€0! on ——— +} ____|_ — 160 
runners had to go to bed by a smoky rush- 190} 5 - er t tC ee | 0 
light. All this could not be were not the ,0| ih )- _ <<" “id De it 
great industi ies and public utilities served ee ——_—— rN tet 
by valves and fittings. sist 

The streets of the modern city today “7 _ al 80 
are under-tunneled with the veins and = ©? —>———~— ] 60 
arteries by which the city lives. Water 40+ 40 
mains, sewers and electric conduits com- zo} | | - 
bine their functions as the very means "2 
of life for the whole community. If they L_Ig9i9 | 1920 i92t_ [| i922 | i923 1924 1925 1926 1927 


should fail, disease would race with fire 
to see which could destroy the city first. 
We look at a “twenty-story” office build- 
ing and forget those sub-basement floors 
that house the silent servants of our daily 
comfort. If the power plant, heating sys- 
tem and plumbing lines in the basement 
were to go out of commission, by noon the next day the 
great office building would be as empty as an abandoned 
ant-hill. One by one, water, air, steam, gas and oil have 
been harnessed and put to work to make “indoors,” and 
even the great “outdoors,” more livable for man. Like 
the product pig iron, valves and fittings are basic com- 
modities serving the many diversified interests of man. 


Figure 4. 


(In the case 
have been below the growth line, 
from early 1926 down to date, and we show the average depth of the 
sagging area so far as it has already developed.) 


























Vaive and Fittings Demand Fluctuations Above and Below 


Growth Line 
ot the most recent of the down areas, not all the months 


but there has been a general sagging 


articles, the statistical method for revealing these 
smoothed trends of demand will not permit bringing 
them closely down to date. But there is sufficient record 
behind us during the year 1926 to indicate that the Valve 
and Fittings Index is still a reliable indicator of general 
changes in basic industry and is still running its cus- 
tomary distance ahead of the index of pig iron produc- 
tion. Because the underlying trend can- 


200 
not be brought closely down to date, we 





VALVE AND FITTINGS IND 


La 
TOTAL US. PIG IRON PRODUCTION 60 
| | 


Figure 2. Comparison of Monthly Fluctuations in Tue 


(Valve and Fittings Demand vs. Pia Tron 


Now, if two industries are basic by nature, we should 
expect that demand in either one would run ahead of the 
production of either one. Usually in any industry, de- 
mand will rise for several months before its increase may 
be considered substantial or permanent enough to expand 
output. And, even after increased production is ordered, 
it takes several months to bring output up to the great- 
est efficiency per operating unit. It is not surprising, 
then, to see the clear evidence in Figure 2, that demand 
in the valve and fittings industry runs well ahead of ovt- 
put in that other basic industry producing pig iron. 





Jc 1927 
) Basic Industrie Ss 


: 
Production) 


‘80 must necessarily supplement the indica- 


to tions of Figure 2 by conclusions based 
40 Upon more recent data. 


= In Figure 3 we show the monthly record 
ia of the Valve and Fittings Index compared 
°°* with the monthly record of total United 
so States pig iron production. In the earlier 


6o post-war years, we seemed to experience 
in the monthly record almost the same 
broad, sweeping, “business cycle’? move- 
ment as revealed in the smoothed trend 
40 itself. Under those conditions the 
20 monthly fluctuations of the Valve and 
wor, Fittings Index seemed to run well ahead 
of the monthly changes in pig iron pro- 
duction. In the more recent years, the 
broad sweeping “‘business cycle,” carry- 


ie0 


40 ing us from mountain peaks into deep val- 
20 levs. seems to have given way to more 
frequent up and down fluctuations. Things 
do not run badly askew for many months 
either way, but when definite turning 
points are at hand our demand index still 
records them ahead of production index. 

Since adequate statistical data can never be gathered 
to show us how present demand is really developing, we 
must reason it out from what we have at hand. One 
will readily grant that there ought to be a continuous 
growth of industry in a country such as the United 
States. Growth persists in spite of fluctuations. 
tically, we calculate the long-time growth line so that it 
washes out the peaks and valleys and shows us how the 
month-by-month demand line would have been gradually 
rising throughout the vears if there had been no boom- 
ing or sagging. 


2 O° 


Statis- 


(Continucd on page 1261.) 
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Figure 4 shows the long-time growth line, and, in ad- 
dition, certain up and down areas that represent the av- 
erage distance by which actwval demand was above or 
below the theoretical growth line during the several peri- 
ods covered by the areas. We see that each area is about 
a year and a half long, roughly speaking, and that the 
present down area is about three-fourths that length. 
The areas seem to be getting narrower and narrower 
and apparently no deep depression should be experienced 
as the present down area is completed. 

In the light of the background afforded by this chart, 
the recent monthly curve has developed rather meaning- 
less fluctuations, first a little below and then a little 
above the bottom level of the area. After the slight spurt 
of demand during the recent first quarter, we find second 
quarter demand again dragging near the bottom of the 
area. Apparently, further sagging, if any, should prove 
te and temporary. We are simply completing the 
series of readjustments that have caused a sagging of 
demand for nearly a year and a half. An immediate 
boom of business is unlikely, but we can at least count 


modera 


on gradually climbing back up to the long-time growth 
line, which is the normal course of business. 


=P 


ROCKWOOD SALES CONVENTION 
Paper Pulley Manufacturers Hosts to Distributors at 
Fine Gathering in Indianapolis 
Forty-seven representatives of the Rockwood Paper 
Pulley Stores, Inc., were guests at a sales convention 
held by The Rockwood Manufacturing Company, makers 
of Rockwood paper pulleys and fibre frictions, in Indian- 
apolis May 29th, 30th and 3lst. These stores compris: 
the national svstem for distributing Rockwood pulleys, 
and include mill supply distributors and electrical job- 
bers in the larger cities from coast to coast. 
The representatives arrived in Indianapolis Sunday, 
May 29th, and were entertained Sunday evening at the 
Indianapolis Country Club. On Monday, Memorial Day, 
ey attended the 500-mile automobile race, and in the 


Mime ott | 


evening were guests at a banquet at the Indianapolis 
Athletic Club The entire party visited the Rockwood 
factories Tuesday morning and saw every process of 


manufacture. <A luncheon at noon and a business meet- 


+4 


he afternoon completed the convention. 





This vear marks the seventy-sixth vear of manufac- 
ve by the Rockwood company in Indianapolis. For 
n han forty years the company has concentrated its 
production on paper pulleys. George O. Rockwood is 
resident of the company, William Rockwood, secretary- 


reasurer, and W. D. Hamerstadt, general manager. 
—< ~~ 
ADVERTISING MEETING HELD 
Power Transmission Group in Session June Llth—— A. W. 
Vlose ley Slogan Contest Winner 


The Power Transmission Association sponsored a meet- 
ing of advertising and sales executives of manufacturers 


hanical transmission mediums, held Saturday, June 
llth, at the Hotel Statler, Cleveland. The meeting pre- 
‘onvention of the National Industrial Adver- 
tisers’ Association, also held in Cleveland. 

H. S. Trecartin, who is conducting a survey for the 
association, presented an analysis covering 23,925 pages 
of power transmission advertising placed in trade papers 
and compared this volume with the amount of advertis- 


He also 
of association members, 


ing placed by makers of competitive products. 
discussed the “history of sales” 
showing the average percentage of selling and advertis- 
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ing expense, the proportion of sales made through dis- 
tributors, ete. 

In addition to trade paper advertising, conference 
members suggested such advertising media as industrial 
moving pictures, technical talks before industrial soci- 
eties, editorial articles in trade periodicals, direct mail 
advertising, etc. It was recommended that a committee 
of advertising managers or representatives of members 
be appointed to assist in preparation and recommenda- 
tions on advertising by the association or members. 
The preparation of authentic technical data was also 
advised, this to include accurate engineering recom- 
mendations and comprehensive cost and performance data 
pertaining to the installation and maintenance of. all 
types of mechanical power transmission. The metal- 
working industries were accepted as the first market to 
be analyzed, and performance data on that group is to 
be compiled during the summer. 

Announcement has been made that A. W. 


Moseley, 
Sloan Valve Co., Chicago, won the $2 


50 prize offered for 
the best slogan for use of The Power Transmission Asso- 
ciation and its members. The slogan is “Drive Right.” 
Judges were all members of the American Society of 
Mechanical Engineers. Ralph F. Seymour, of Chicago, 
will design an emblem to accompany this slogan. Late 
in September the association will meet in French Lick, 
Ind. 
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EXPORTS IN FIRST QUARTER 
Leather Belitng Tetal is 241.190 Pounds, While Vechan- 
ileal Rubbers inerease in Volume 

New leather belting exports during the first quarter 
of 1927 totaled 244,490 pounds, according to Commerce 
Reports, a weekly survey of foreign trade, issued by the 
Department of Commerce. January exports consisted 
of 73,522 pounds, valued at $117,974; February, 70,859 
pounds, valued at $104,862, and March exports totaled 
100,109 pounds, valued at $149,845. Figures for 1927 
cannot be compared with those of previous years because 
second hand belting is now recorded in “other leather 
manufactures,” whereas it was formerly included in the 
leather belting classification. 

Mechanical rubber goods exports during the first quar- 
ter showed an increase in volume in each item, vet every 
item except one showed a decline in value, and unit values 
declined sharply, according to Commerce Re ports. The 
most significant decline in value was in rubber belting. 
While 1,158,429 pounds of rubber belting were shipped, 
compared with 1,078,153 pounds in the first quarter of 
1926, the value of the 1927 shipments was $629,370, com- 
pared with a value of $693,059 in 1926, and the unit value 
was 54 cents a pound, compared with 64 cents a pound in 
the first quarter of 1926. A total of 1,677,174 pounds 
of rubber hose, with a value of $647,012 and a unit value 
of 59 cents, was shipped during the first quarter of 
1927, compared with 1,568,737 pounds, with a value of 
$649,664 and a unit value of 41 cents during the first 
quarter of last year. Rubber packing shipments dur- 
ing the first quarter of this year consisted of 583,090 
pounds, with a value of $268,637 and a unit value of 46 
cents, compared with 536,665 pounds, with a value of 
$275,421 and a unit value of 
quarter of 1926. 


51 cents during the first 


os > 
Say Inch Size Is Enough 
Because the inch size seems to meet all requirements, 
the ball and roller bearing division of the S. A. E. has 
recommended that the standard for metric roller bear- 
ings be cancelled. 
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New Home Is Another Forward 
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Step 


Occupation of Thoroughly Modern Building Marks Further Advance- 


ment in Successful Career of Weaks Supply Company, Monroe, La. 


Occupation of a fine new home, unique and handsome 
in construction and equipped with the latest in labor 
and time saving devices, marks a distinct stave in the 


rapid advancement of the Weaks Supply Co., Monroe, La. 
Approximately nineteen years ago—in 1908—this com- 
pany began business in a frame warehouse at Sixth and 
Today the company has under roof 40,000 
square feet of floor space, and its foundations will per- 
mit of the addition of two more stories when increasing 


Olive streets. 








Stock Bins and Part of One Mezzanine 


business demands it, while adjacent property will provide 
still more space for building. 

The new home is at Fourth and Jefferson streets. It 
combines the warehouse type with beautiful and com- 
modious show rooms and handsome offices. The build- 
ing is one-story in height, but contains mezzanine floors 
on three sides, the combined floor area of the mezzanines 
being 12,000 feet. The structure has a_ brick 
exterior, with concrete floors in the stock room and 
shipping departments and tile floors in the lobby, as well 
as in the plumbing show room, while the officers’ quarters 
have concrete floors overlaid with brick red battleship 
linoleum, and tile base boards. The mezzanine floors are 
constructed of 3x6’s laminated, over which is laid maple 
flooring. The lobby of the building is large and spacious, 
with unusually high ceiling, covered by the best of metal 
material. Walls of cream color, with white fixtures, and 
trimming at the doors and wainscotting, provide a pleas- 
ing contrast to the dark red tile of the floor. 

Just to the left of the main entrance of the buiiding 
and in front and along one side are private rooms, in- 
cluding the directors’ room and the offices of President 
G. G. Weaks and Vice-President G. W. Hyle, and the 
accounting department, in charge of Miss Bower Weaks, 
secretary-treasurer. Near the entrance and opening onto 
the corridor from the left is the sales department, 
wherein are arranged the desks of H. Nichols, sales 
manager, and his assistants. To the right of the entrance 
is the plumbing fixture show room. The remainder of 
the main floor is given over to stock bins, ete. 

One of the mezzanine floors extends across the rear of 
the building, another runs along about half one side of 
the structure, and the third is of greater length and on 
the opposite side. The mezzanine floors are about twenty 
feet in width. The mezzanine on the left-hand side as 


square 


one enters is connected with the rear mezzanine by a 
cross-over stairway, while the latter and the one on the 
right-hand side are united by means of a runway. The 
floor levels of the mezzanines are on a line with the level 
of the doors of cars run in on a railroad switch track, 
which extends the entire length of the building on the 
right-hand side. As a result, it is possible to unload such 
items as are received in car load lots to the mezzanine 
floors without the use of elevators. Loading of automo- 
bile trucks is also greatly facilitated because of the fact 
that it is possible for the trucks to be run inside the 
building through a door in the rear, and the arrange- 
ment for loading is shown in one of the photographs 
accompanying this article. This consists of a hinged 
apron, counterweighted, which drops to the floor of the 
truck, permitting the removal of supplies from the mez- 
zanine without the use of elevators. 

Another labor saving feature incorporated in the new 
building is a two-ton, swinging boom, hand-operated hoist 
on top of the roof deck, the boom overhanging railroad 
cars located near the back receiving door. By the use of 
chain spreaders, with hook in either end, heavy pipe may 
be quickly and easily unloaded from the cars to the stock 
room floor. The roof deck is flat. Over it is applied a 
built-up roof. In the event it is decided to add additional 
stories, it is only necessary to remove the built-up roof 
and continue upward with the building. 

The building is of what is known as triple A construc- 
tion, that is, it is so constructed that it will carry the 


least possible insurance rate. It has a sprinkler system 


throughout, and the roof is of asphalt construction. 





Loading Truck by Means of Hinged Apron 


When the Weaks Supply Company started in business 
in 1908 it had a floor space of 5,000 square feet and a 
stock valued at $12,000. 


The organization then con- 
sisted of four persons, and the first year’s business 
showed total sales amounting to $75,000. Two years 


later, in 1910, because of increased business, a removal 
was made to larger quarters, and in 1916 the business 
was moved to the location recently vacated. The amount 
invested in stock at the present time is $225,060, while 
business done during the last year has amounted to 
approximately $750,000, ten times that of the first year. 

The company has five outside salesmen, and this num- 


ber is to be increased in the near future. They cover 
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all the territory within a radius of 100 miles from Mon- 
roe, the house catering to users of steam, electricity 
and gas for power. Plumbing and heating contractors 
are also well taken care of. 

Officers of the company are as follows: George G. 
Weaks, president and business manager; George W. 
Hvle, vice-president, and Miss Bower Weaks, secretary- 
treasurer. R. C. Mahaffey is credit manager; H. Nichols, 
manager, and A. E. Campbell, manager of the 
plumbing department. These six people all are directors 
of the company. In addition to those listed and the out- 
side salesmen, the company has considerable of a staff 
at its place of business. 


sales 


Some of the employes have been with the company 
for a number of years. Mr. Nichols, the sales manager, 
for instance, has been with the house for nearly ten 
years, first as a salesman, and for the last seven years 
as sales manager. 

Although the company had no formal opening, its 
friends from Monroe and the surrounding territory were 
invited to call and inspect the new building. In the Sat- 
urday, April 16 issue of The Monroe News-Star, the 
company carried a large announcement and an invitation, 
and all the ads in one section and a considerable portion 
of those in another were those of manufacturers whose 
lines the company handles and of firms supplying ma- 
terials used in the construction and equipment of the 
building. 

In its 


stated: 


announcement in the newspaper the company 
‘Realizing that service must be the corner stone 
of any enduring business, we adopted this motto—‘A 
friendship founded on business is better than a business 
founded on friendship.’ We also realized our responsi- 
bilities to supply quick service, inasmuch as failure so 
to do might mean serious loss to our customer and be 
the occasion of his shutting down his plant with the 
incident loss of production, so we adopted as a slogan, 
‘We Ship Today.’ That we have observed this is 
exemplified by the growth of our business from a very 
small beginning to the point of need of a building cover- 
ing more ground floor space than any other mercantile 
building in the state.” 


best 


NEW SUPPLY CATALOGUES ISSUED 
Six Distributors Publish Complete Books Which Attrac- 
tively Present Their Lines 

Six supply houses 
designed 


Company, Chicago. 


recently brought out especially 
through R. R. Donnelley & Sons 
The brief details which follow show 
that these houses are interested in distributing detailed 
and attractive catalogues to their trade. 

Carey Machinery & Supply Co., Baltimore, has issued 


catalogues 


its ninth edition catalogue, consisting of 640 pages and 
showing metal and woodworking machinery, pumps and 
air compressors, specialties and manufacturers’ supplies. 
The book makes an exceptional appearance, being bound 
in blue silk cloth, stamped in yellow ink, with a shop 
design on the front cover. 

General Machinery & Supply Co., San Francisco, is out 
with catalogue No. 26D, showing heavy hardware, valves 
and fittings. It is of handbook size, 414 by 1014 inches, 
and conveys in reliable and convenient form a general 
idea of the company’s line of tools and supplies. It is 


bound in green sunburst, stamped with imitation gold 
foil. 
W. J. Holliday & Co., Indianapolis, has issued cata- 


logue No. 210, containing 196 pages concerning their 
selection of goods in contractors’ equipment, mill and 
factory supplies. The binding is a two-tone imitation 


leather, stamped with orange and black ink. 
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Ellfeldt Hardware & Machinists Supply Co., Kansas 
City, Mo., has issued catalogue No. 27, with 240 pages 
showing tools, metals, supplies and machine equipment. 
The book, representing ‘‘The Mechanics’ Paradise” and 
“The Big Tool Store,” is bound in yellow cloth, stamped 
in blue and green ink. 

Terre Haute Heavy Hardware Co., Inc., Terre Haute, 
Ind., has issued catalogue No. 10, consisting of 280 pages 
showing iron, steel and structural material, blacksmith, 
mine, mill and factory supplies, garage and contractors’ 
equipment. A part of the edition is bound in red cloth, 
while the rest has paper binding, both stamped in yellow 
and black ink. 

Chicago Tube & Iron Co., Chicago, is out with cata- 
logue No. 27. It consists of 192 pages showing boiler 
tubes, pipe, valves and fittings. Page size is 74 by 10°. 
inches and the book is bound in a black cloth, stamped 
in orange colored ink. 

> — — 

HOUSE LONG IN BUSINESS 
Cincinnati Firm Supplies Factories, Contractors and 
Gravel Plants Over Large Area 
The Queen City Supply Co., Cincinnati, enjoys the 
distinction of being one of the oldest and largest supply 
houses in the Ohio Valley, serving factories, contractors, 
gravel plants, etc., within a radius of 250 miles of Cin- 

cinnati. 

An interesting article concerning the house appeared 
in a recent issue of The Building Witness. It was organ- 
ized in 1865 as Perkins, Livingston & Post, the article 
states, and produced railroad and machinist supplies, 
later manufacturing telephones and electrical equipment 
such as were used in the early days of electricity. The 
name was later changed to Post & Company, which firm 
operated for about twenty-five vears. Post & Company 
sold out their supply department to George Puchta and 
Frank Pund, who organized The Queen City Supply Co. 
Of the original officers, Mr. Puchta alone survives. The 
present officers are: George Puchta, president ; Lawrence 
G. Puchta, vice-president; F. D. Snodgrass, treasurer; 
A. C. Blaisdell, secretary, and J. H. Blackham and J. J. 
Kauther, directors. W. E. Butler is sales manager. 

The company has a strong contractors’ supply depart- 
ment, twelve experienced sales engineers being on its 
Other strong features of the house are a 
service department for any type of repair work contract- 
ors may need, a rental equipment section, modern pipe 
shop for special and general service. a department giving 
expert engineering advice on gravel plant equipment, and 
new sales and display rooms at the main offices, as well 
the warehouse. 


sales force. 


as at 
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On Turnbuckle Simplification 

Preliminary steps toward simplified practice 
mendations in the turnbuckle manufacturing industry 
were taken at a conference of manufacturers’ repre- 
sentatives held at the Department of Commerce May 10th 
under the auspices of the National Committee on Metals 
Utilization. The following committee was appointed to 
conduct a survey of current practice and draw up a 
tentative simolified practice recommendation: C.F. 
Hermann, Wilcox, Crittenden & Co., Ine., Middletown, 
Conn.; G. C. Soule, Marine Hardware Equipment Co., 
South Portland, Me., and FE. FE. Baker, The Upson-Walton 
Co., Cleveland. With a view to determining what sizes of 
turnbuckles should be retained as standard, this com- 
mittee will get in touch with all manufacturers in the 
industry. 


recom- 
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hat of Your Letters to the Trade? 


Samples of What May Be Done and Should Not Be Done if Missives 


to Customers and Prospects Are to Be Read and Bring Results 


FRED COUNTERMAN 


Clever letters, snappy letters, selling letters, advertis- 
ing letters, collection letters; letters long, short, good, 
bad and indifferent—there is a steady flow of them from 
the offices of people engaged in making and selling mill 
supplies, machinery and tools. Perhaps a cross-section 
of the assortment coming into the mail of the men on 
the receiving end will have in it some suggestions of 
interest along the line of what to do and, also, what not 
to do. 

Let’s start with a catchy, readable letter from the 
A. M. Byers Company, of Pittsburgh: 

Dear Sir: 

A spare and wiry little man, Scotch-Irish, stubborn and 
fiery all through—well, the making of good wrought iron 
was a principle with him. 

Somebody suggested that he would have to make steel pipe 
or bust. 

He shook his fist. He swore delightfully—it’s an impressive 
matter of record—that he would make good wrought iron 
pipe or bust. 

And he didn’t bust— 

You'll enjoy the story. “The Little Red Ball’ is an indus- 
trial drama of unusual interest and significance; the story 
of an age-old industry which fought a losing battle against 
great odds, and finally won out on sheer merit. 

It appeared in the World’s Work. Donald Wilhelm wrote 
it. You’ll find a copy enclosed. 

We know you'll enjoy it. Perhaps you, or your company, 
might even profit by it. Here’s hoping. 

Sincerely yours, 
A. M. BYERS COMPANY, 
L. M. JOHNSTON, 
Vice-President. 

That letter tells its own story of the reprinting of the 
World’s Work article and may be considered certain to 
gain readers for the enclosure. Likewise the following 
will be self-explanatory: 

The Top of the Morning to You, 
Mr. Plumber: 

Three hundred plumbers and steamfitters will answer this 
letter because they want to know more about the Oster Power 
Boy. During the past year we’ve been telling you about this 
handy little power pipe threader ourselves and now we're 
going to let someone else tell you about it—someone in your 
own line of business with the same problems as you have. 
That’s fair enough, isn’t it? If one of your fellow plumbers 
or steamfitters finds that this machine has saved him time, 
labor and actual dollars and cents in his business, then it’s a 
pretty safe bet that it will do the same for you. So you will 
want to know all about it, won’t you? 

Alright, then—just return the card and we'll tell you where 
to go to see a power boy in use or who to write to for first- 
hand information from someone in your business who is using 
the machine. You see, we know that the power boy is a good 
machine, but we don’t want you to take our word for it, so 
that’s why we’re asking you to send in the card today. 

Yours for easier pipe threading, 
THE OSTER MANUFACTURING COMPANY, 
A. S. GouLp, 
Sales Manager. 

The above letter was accompanied by a postal card, a 
pictorial card to be returned by the recipient who was 
interested in knowing of someone near him who could 
show him or tell him about the device mentioned. 

Most mill supply men have seen the letters of Harry 
G. Nye quoted. They usually offer an opening that 
develops the reader’s interest, and always there is a pro- 
nounced strain of humor carried through them. 
of them are very funny. 


Some 
Unfortunately for purposes of 


reproduction, these circular letters from the Nye Tool 
& Machine Works are copyrighted, so we can only quote 
briefly from them. 

One letter begins: ‘There are so many automobiles in 
the United States that everybody in the country could 
get in and take a ride if there wasn’t something the 
matter with the ignition or something.” 

Says another: ‘Dear Folks: It’s the little things that 
start the big wars. My wife was working a cross-word 
puzzle the other night when I came in, and she said: 

“*What’s a female sheep?’ and I said: 

“““FRiwe’—and that’s how the big fight started.” 

A third starts: “Fellow Citizens and Citizenesses: 
Who would have thought that you would ever see co-edu- 
cational barber shops? When we were young, if a 
woman went into a barber shop, she would get herself 
talked about.” 

McDonnell & Miller (boiler water feeders), Chicago, 
begin a letter: 

Dear Sir:— 

When we were kids the stories all used to start “Once upon 
a time,” and end “they lived happily every after.” 

If I thought you’d take time to read ’em, I could tell you 
hundreds of stories—true ones—about McDonnell & Miller 
duplex water feeders, with that same beginning and ending. 

But it’s better to let someone else do the shouting, so I’m 
attaching a couple of letters from heating contractors that 
tell the story better than I can. 

Yours very truly, 
McDONNELL & MILLER, 
By E. N. MCDONNELL. 

Most of us have at one time or another received from 
some advertiser a statement form which bore the nota- 
tion, “You do not owe us anything, but we wish you did.” 
Wolff Mfg. Corp., Chicago, goes further and sends out a 
bill on the regular billhead. The bill is for an assort- 
ment of their products, and below the itemized list is 
the following, in fac simile of handwriting: ‘‘Note—This 
is not a bill. It is only sent you by ‘Bill’ as a sample of 
what he expects to see charged against you on our books 
at frequent intervals, for I know you won't resist Wolff 
qualitv.—_W. J. W.” 

Here follows an unusual letter, sent by a wholesale 
house to a firm that had occasionally placed small orders 
with that house: 

Gentlemen :— 

During these last several months we have checked over our 
entire business trying to find out those parts of it that were 
profitable and those parts which were unprofitable. 

Anyone engaged in business, of course, realizes that a cer- 
tain amount of it has to be done without profit and yet all 
of us try not to put on the books any more unprofitable busi- 
ness than it is necessary to. 

As we have carried on this analysis we have found that 
accounts averaging under $25 a month cannot possibly be 
profitable ones. At least they cannot be profitable unless we 
charge a higher price on such orders than we do on our 
regular orders. As at the present time we have no reason- 
able way of maintaining two sets of prices, we thought best 
to write you most frankly explaining the situation, at the 
same time making the suggestion that, although we don’t 
wish to appear unaccommodating, we do hope that you will 
accept in the same spirit in which this letter of ours is being 
written, our decision to discontinue the handling of accounts 
which during the past year have not amounted to a total of 
$300, among which number is yours. 

We sincerely hope that our pleasant personal relations will 
continue without interruption, and, of course, if either you or 
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ourselves, due to changed conditions, find the way to make 
your account profitable, we shall be most happy to reopen it. 

In the words of the man who received this ‘“Here’s your 
hat, what’s your hurry?” 
about that?” 

Just how many letters like that were sent out by that 
house I do not know, but I do know that the spirit in 
which they were received lacked a good deal of being the 
spirit for which the writer evidently hoped. The recip- 
ients were moved to profanity, and not only is all chance 
ended of that house reopening such accounts on a profit- 
able basis, but all chance is ended of there ever being any 
business where those letters went. 

A page could be written on the moral of this speci- 
men, but it is not conceivable that any reader of MILL 
SUPPLIES needs to have the moral pointed out. 

Here is another terrible example of how not to do it. 
This time it is a collection letter. This reads like the 
last one of a series, but unfortunately it was the first one 
sent to the debtor and that debtor had already paid the 
bill and had the voucher check in his files. 


letter, “What do you know 


Dear Sir:— 

We wrote you on Jan. 12th giving you a final date for the 
payment of invoice dated Nov. 6th. 

We ask you whether it is necessary for us to place this 
claim in the hands of attorneys, and you realize you will then 
have to pay costs and interest from the date of the invoice. 

We certainly think you have some nerve to expect us to 
carry this account on our books for this length of time. We 
demand that you mail us a check by return mail or we shall 
institute suit immediately. This is not a mere threat, for we 
intend to get our money. 

Enclose your remittance in the addressed envelope sent 
herewith. 

It is a pleasure to be able to state that the firm trying 
the above crude collection method has since gone out of 
business, I hope permanently. 

In pleasant contrast with such letters as the last two 
is the following referring to a request for refund of 
money: 

Dear Sir:— 

ene I am so anxious to number you among our pleased 
customers that I am taking a liberty I do not often take of 
sending you today : 

I am enclosing herewith your refund of $20.50, and if you 
do not like the No. 73 sent for your examination, send it back 
at once at our expense. If you do like it, you can return this 
check with your check for the additional amount. I do not 
vant you to have to wait for your money in the matter of the 
refund. 

The Beckwith Company, of Dowagiac, Mich., has used 
as form letters to its trade a great many clever and 
amusing letters written by one of the traveling repre- 
sentatives, C. S. McCoy. These letters have been habitu- 
ally written in a slangy phraseology and with simplified 

spelling. The trade has read the letters with much 
interest, and only the fact that they are copyrighted pre- 
vents full reproduction. Here is the introductory para- 
graph to one letter to salesmen: 
Deare Feller Sailsmen:— 

Instead of this heare effusion bein’ addressed to my old 
pal, Hennery, I’m going to shoot the mustard to the whole 
gang this time, an’ I hope what I have to say will be excepted 
in the spirrit it is written and it will help to stiffen up the 
spinal works of some of the birds that have come to the con- 
clusion that life is just one durned raise after another, so fur 
as price is concerned. 

The following is typical of the opening of one of the 
letters to ‘“Hennery”’: 

Deer Hen:— 

The boss says dont ever flirt with a horse race without you 
seen the skates ramble a couple of laps on the clock and a 
plug dont halfto ware millinary and have a manicured tale 
to land inside the money. Also a eagel aint much of a song 
bird, but he is a heller when it comes to a argument. Now- 
days the boys that slams the pill over the fence is genally 
the ones that looks like what they aint and it aint no crime 
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to scatter a few tips about your ability, providin’ you can 
make the books balance when the returns is all in. 

Plenty of houses, most houses, in fact, would not con- 
sider the use of letters written in any such vein, and 
many houses will not allow their form letters to carry 
any vein of humor, but the value of any letter is depend- 
ent first upon its being read, and it may be admitted that 
sometimes methods that are lacking in dignity are long 
in results. Without doubt, there are few houses, even 
in the mill supply field, which could not better the effects 
of all their letters, both correspondence and advertising, 
by studying the matter carefully and taking note of 
what others are doing with success. 

——?*— > _- 


Exposition Dates Announced 

According to announcement made recently by Secre- 
tary G. E. Pfisterer, Chicago, the third Midwestern 
Engineering and Power Exposition will be held in the 
Coliseum, Chicago, February 14th to 18th, 1928, inclu- 
sive. Several changes are said to have been made in the 
building which will be of advantage to both exhibitors 
and visitors. 

o~i © 


Fire Threatened Supply House 

The Alabama Machinery & Supply Co., Montgomery, 
Ala., distributor of mill supplies, machinery and hard- 
ware, reports that it was in the wholesale district swept 
by fire on June 4th, but that it saved its buildings, as 
well as the remainder of the block, by use of an extensive 
sprinkler system. The G. W. Barnett Hardware Com- 
pany’s building, which houses the supply company’s 
hardware department, was damaged only - slightly. 

—_—__—_—_e—> e- - —__—_ 
Tampa House Elects Officers 

Peter O. Knight was re-elected president of the Tampa 
Hardware Co., Polk and Pierce streets, Tampa, Fla., at 
the annual meeting of stockholders, held May 16th. 
Other officers elected were: W. C. Thomas, vice-presi- 
dent and treasurer; Peter O. Knight, Jr., secretary, and 
J. M. Sweat, assistant secretary. J. L. Lawrence was 
named general manager and Ernest I. Thomas, assistant 
general manager. The Tampa Hardware Co. is a dis- 
tributor of hardware and mill supplies. 


0 <= o—__— 


Columbus MeKinnon to Move 

The executive and general sales offices of The Columbus 
McKinnon Chain Company, now in Columbus, Ohio, will 
be moved about the middle of July to Tonawanda, N. Y., 
the location of the company’s large electric welding plant. 
The Columbus factory will continue as a manufacturing 
unit until a definite date of removal is decided upon. 
The executive personnel of the company remains un- 
changed. According to announcement, the move to 
Tonawanda enables the company, manufacturer of na- 
tionally known brands of tire chains, to give more prompt 
service on the majority of its products. 


<> 2 


Los Angeles Company Moves 

The Bucklein Engineering & Supply Co., Los Angeles, 
has moved from 228 to 336 South San Pedro street. ““We 
have enjoyed a very healthy increase in business, which 
required us to move to considerably larger quarters,” 
states F. P. Bucklein, manager. “We were fortunate in 
obtaining a long term lease on a very desirable location, 
which gives us about four times as much floor space as 
we formerly had. We are carrying power plant equip- 
ment and factory supplies, and are expecting to put in a 
line of pipe, fittings and valves in the near future.” 
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The H. W. Caldwell & Son Co., Akron coal chute are substantial 


Western avenue, at 
Ki¢hteenth 


Seventeenth and 
sub- 


Chicago, a 


streets, 





sidiary of the 
utact 


Link-Belt Co., is man- 


uring the new Caldwell speed 
reducer. This is a_ self-contained 
unit, which combines two separate 
drives: A Link-Belt silent chain 


drive from the high speed shaft, and 
a eut spur drive to the low 
speed shaft. It is made in sizes to 
furnish ratios from 7:1 to 40:1 in 
Type A, or to 30:1 in Type B. Type 
A is designed for general industrial 
uses, while Type B is for screw con- 
veyor service. With this speed re- 
ducer it is not necessary to use a 
flexible coupling on the motor shaft, 
according to the company. Among 
the advantages claimed for the Cald- 
well speed reducer are economy of 


year 


floor space, motor being mounted on 
top of housing; accessibility of all 


parts and the fact that speed ratios 
may be changed at any time by sub- 
stituting different size motor pinion 
or silent chain wheel. The reducer 
is equipped with Timken roller bear- 
ings. 

The Akron Barrow Company, 3140 
East Sixty-fifth street, Cleveland, is 
now manufacturing a new coal chute 
with a special 16-gauge reinforcing 





feet 
The chute is also of 16- 


plate, 31. 
wagon end. 
gauge steel. With the 
plate, the company 
thickness is 

wearing point. 


long, placed at the 


additional 
states, a double 
provided at the vital 

Other features of the 


hooks to hold chute to wagon, full- 
rounded corners, which are said to 
provide free and rapid movement of 
coal, and thorough riveting and brac- 


ing around ends and along sides. 


Machine Co., 


Dayton, Ohio, manu- 
friction clutches, is now 


The Edgemout 
Home avenue, 
facturer of 


2200 


equipping its Type E disc clutch 
with Fafnir wide inner ring ball 


This clutch is of 
development. It is of the dryplate 
design, and consists essentially of a 
ventilated disc, faced on both sides 
with woven two friction 
plates on each side of the disc and 
an easy roller lever engaging action. 
This clutch is especially designed for 
high and machine applica- 
tions. It is being brought out in 
pulleys, extended cut-off 
couplings and gear 
blanks. 


bearings. recent 


asbestos; 


speeds 


sleeves, 
sprocket and 


Reeves Pulley Co., Columbus, Ind., 
is now producing a new electrical re- 


mote control, which may be applied 

















to Reeves variable speed transmis- 
sion, making it possible to regulate 
accurately the speed of any machine 
from any place in the plant. By push- 
ing a button marked “fast” or one 
marked “slow” the machine speeds 
may be changed instantly, it is said. 
Since the motor is of fractional 
horsepower for Reeves transmissions 
up to and including No. 7 size, it is 
generally possible to use the regular 
lighting circuit. Whenever an in- 
stallation is made, the proper type 
of standard motor and magnetic 
switch are supplied to meet the cur- 
rent specifications. A transformer is 
unnecessary. The magnetic switch, 
illustrated herewith, is universal as 
to current characteristics. 

The National Acme Co., 
street and Coit road, Cleveland, is 
now manufacturing two new tools, 
which it claims meet every thread- 
ing need within their capacity—the 


East 131st 


Style S hand die for stationary hold- 
ers and the Style R revolving die for 
live spindles. Simplicity of construc- 
tion and ease of cleaning are two 
features of the dies emphasized by 
the company, there being no small 
parts inside the die. The Style S 
die has a construction that causes 
the die to pull back away from the 
work at the instant of opening, thus 
permitting close - to - the - shoulder 





threading or 
short threads. Only a simple attach- 
ment, a bronze fork fitting into the 
spool of the die, is required to oper- 
ate the Style R die on most machines. 
The chasers for the two dies are in- 
terchangeable. 


The Hill 


accurate 


cutting of 


Clutch Machine & 
Foundry Co., Breakwater avenue and 
West Sixty-fifth street, Cleveland, 
has developed a gear design which 
has forged teeth and a semi- 
steel hub. The construction is sim- 
ply an annular forged ring in which 


steel 


is cast a hub with either web or 
arms, depending upon the dimen- 
sions. After casting, the completed 
gear is machined and the teeth are 


cut. The junction of the steel rim 
and semi-steel center is a laminated 
weld of steel and iron, and the fin- 
ished gear is one integral piece. Any 
height of tooth or width of face can 
be cut. Great strength and endur- 
ance is claimed for this type of gear. 
The company states that this process 
is also applied successfully to fly 
wheel construction. 

Syntron Co., 400 
nue, Homewood, Pittsburgh, has just 
announced the addition of a new 
product to its line, the Syntron port- 
able electric hand saw. A feature of 
this saw is the safety guard, which is 


Lexington ave- 





of telescopic construction and swings 
back, exposing the blade as the cut 
progresses. When the saw is re- 
moved from the cut the guard in- 
stantly covers the spinning blade. 
The shoe of the saw may be quickly 
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Standard Self Aligning 
Belt Fasteners 


Simplify your stock of belt fasteners. 


There are three 
sizes of plates and six sizes of rivets to fasten transmis- 
sion belts single to 8 ply, and conveyor belts up to 7” 
thick, any width. 


self Aligned Plates— 
self Aligned Rivets— 
Rust Proot Plates— 
Use fewer rivets, 


Quicker to apply 
Curved plates fit 
Plates can be 


and take up belt. 
the pulley. 
used many times. 


THE BOURNE-FULLER CO. 
Upson Works 
Unionville, Conn., U. S. A. 


d Malleable 
and ‘*Climax"’ 


Also manufaeturers of Standar 
uts, Rivets 


and Steel Fasteners, 
Wire Rope Clips 


Upson Bolts, 














5 ae GAUGE GLAS 


oe fJoons 


LIBBEY 


High Pressure Gauge Glass 












High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 
Oil Cup Glasses 





AMERICA’S STANDARD 
and 


Made in U. S. A. 
Write for Booklet 


The Libbey Glass Mfg. Co. 


Virs. of Railroad and Industrial Glassware 


Toledo. Ohio 


TY ALWAYS 


When writing to Advertisers ple 
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Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 


a, ] 













Every In- 
dustrial 
Plant Is a 
Good Pro- 
spect for 
This Porta- 
ble Blower 






Price 
$45.00 


OVER 4000 IN USE 
Think of the manufacturing plants you are calling on regularly that 
have motors, “generators, switchboards, wood-working machinery, 
looms, knitting machines, and other equipment where dirt, dust and 
lint quickly injure the delicate working parts. You can’t remove 
this dust efficiently by using rags, a broom or a duster. 


The “Marvel” Portable Blower 


DRY 





forces air 


into every nook and 
corner. Dust and dirt cannot accumu- 
late if you use “The Marvel.” It will 
keep your customers’ machinery free 


Manufacturer: 

the value of this equipment. 
It is easy to sell for we will ship a 
**Marvel” Portable Blower on 10 days’ 
Free Trial. Simply demonstrate it. The 
machine sells itself. You have no stock 
arry. 

Write at Once for Discount 
This is a SELLING proposition, NOT 
an ORDER taking one. YOU won't } 
et the business UNLESS YOUR 4 
n put this 10 DAY TRIAL offer 


from dust. 
recognize 


immediately --—- 


to ¢ 


salesm 








up to the plant supt. \ 
ELECTRIC SLOWER CO. Fete ots pork tee: 
352 Atlantic Avenue from | ket, Cuts motor 
Boston 9, Mass., U. S. A. troubl ind the Fire Hazard, 














Sellers’ Guide 


TO 


Supply Houses 


Contains reliable lists of the 
Mill and Plumbing Supply 
Houses of the United States 
and Canada, Wholesale Hard- 
ware Houses, Manufacturers’ 


Agents, etc. For salesmen 
and sales managers. 1927 edi- 
tion. 


Price Three Dollars 


The Crawford Publishing Co. 
537 South Dearborn Street 


Chicago 








Mitzi Suppliers. 
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ore 


adjusted to make any depth cut from 
1, to 4 inches. The motor is a Uni- 
versal, the drive is worm and gear, 
and it is equipped with Timken bear- 
ings throughout. The cooling sys- 
tem, in addition to keeping the saw 
cool, blows away the sawdust, so that 
the cutting line is always in clear 
view. The saw also operates special 
blades for mitering and other pur- 
poses. 

Burke Machine Tool Co., Con- 
neaut, Ohio, has just brought out a 
new bench drill known as No. 1 auto- 





matic production drill. This is driven 
by steel worms and bronze worm 
wheels running in a bath of oil. The 
spindle is fully automatic, which al- 
lows the operator the freedom of 
both hands for handling material. It 
is stated that it is possible for one 
operator to handle several of these 
machines at one time, as there are no 
feeds to be thrown in or out. These 
tools may be furnished with a regu- 
lar round table or with a square 
table, V-block and centers. They 
have a capacity of 5/16 of an inch 
in steel and *, of an inch in cast iron 
and will drill from ', to 2°, inches 
in depth. 


The Ohio Inje ctor Co., Wadsworth, 
Ohio, has just put on the market the 


new O. I. C. extra heavy bronze union 





bonnet valves for steam working 
pressures up to 300 pounds. Al- 
though designed primarily for rail- 
road service, this line of valves can 
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be adapted for use under any condi- 
tions where the service is severe and 
high temperatures and pressures are 
encountered, and it fills out the com- 
pany’s line of brass” regrinding 
valves, it is stated. The body, bon- 
net and union nut are made of a 
special bronze which retains its ten- 
sile strength under temperature to a 
remarkable degree, it is claimed by 
the company. ‘These valves are of 
full pipe area, the spindles of large 
diameters and the hexagons heavier 
than usually found in this class of 
valve, the company states. All sizes 
and styles can be packed under pres- 
sure. A new method of locking the 
disc to the spindle when regrinding 
is said to be a decided improvement. 

The Toledo Pipe Threading Ma- 
chine Co., 1425-1445 Summit street, 
Toledo, Ohio, is now making the new 
Toledo No, 40 automatic pipe cutter 
for cutting 2 inch to 4 inch pipe. 
The outside edge of the cutter is 





chamfered, making it easy to start 
the threading dies on the pipe, it is 
claimed. Knives are fed automatic- 
ally. A single hand wheel sets them 
for cutting, or the quick return of 
the knives after the pipe is cut off. 
There is but one jaw to center the 
tool on the pipe, and it holds the 
tool true and rigid, the company 
states. The cutter is operated any- 
where either with the regular ratchet 
handle furnished with the Toledo 
No. 2 or No. 25 threading tools, or 
with a Toledo Power Drive. When 
operated with the standard Toledo 
power drive, it will cut off 2 inch 
pipe in 20 seconds, and 4 inch pipe 
in 65 seconds, it is claimed. 

The Black & Decke) Mfg. Co., 
Towson, Md., has embodied in its 5 
and 6 inch universal-motored port- 








able electric grinders an_ internal 
gear drive, which reduces the dis- 
tance between gear centers, and, con- 
sequently, the diameter of the gear 


housing. According to the company, 
longer life and smoother operation 
have resulted from this gear design. 
The wheel spindle is supported at 
each end by tapered roller bearings, 
which, the company states, have 
proved to be the best type of bearing 
to withstand the constant side thrust 
to which a grinder spindle is sub- 
jected. Air intake holes are so lo- 
cated as to protect motor windings 
from sharp particles of grit, which 
may be pulled through the motor at 
great velocity with the ventilating 
air. 
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Lyon Metallic Manufdcturing Co., 
Aurora, IIl., has issued three very at- 
tractive bulletins — 118, 120 and 
209D. The first is devoted to Lyon 
commercial steel shelving, the second 
to standard steel shelving and the 
third to steel lockers. All three are 
11 by 8's inches in dimensions. No. 
118 has 32 pages and cover; No. 120, 
28 pages and cover, and No. 209D, 20 
pages and cover. All are profusely 
and well illustrated and contain de- 
scriptive information, tables, ete. 

Stow Manufacturing Co., Ine., 
Binghampton, N. Y., has issued en- 
gineering sheets and catalogue com- 
bined, in loose leaf form, 9 by 12 
inches, illustrating complete engi- 
neering data on flexible shafting. 
The catalogue also contains illustra- 
tions and descriptions of self-con- 
tained motor driven units for grind- 
ing, drilling, buffing, polishing, sand- 
ing, metal and wood finishing in gen- 
eral. Much space has been devoted 
to equipment especially designed for 
steel mills and electric railways. In 
relation to steel mill equipment, the 
salamander drill is described in de- 
tail. 

Newark Wire Cloth Co., 351 Ve- 
rona avenue, Newark, N. J., has is- 
sued Catalogue 26, which supersedes 
Catalogue 25. It contains list prices 
and information on the company’s 
products and data on how to order, 
select and test wire cloth. Several 
pages in the back are devoted to 
tables needed by users of wire cloth. 
The newest development shown in 
the catalogue is the gasketed me- 
tallic filter cloth for flush plate and 
filter presses. The catalogue contains 
64 pages and cover, measures 712 
by 5 inches and is illustrated. 

Pyott Foundry Co., 3826 North 
Sangamon street, Chicago, has just 
prepared a set of seven direct mail 
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ATLANTIC 
BAR BELT DRESSING 


20 Years on the Market Without a Complaint! 


A high grade lubricant and preserver. Easy to apply. Treat 
your belts while on the pulleys. They will hold their shape 
better and last longer. Made in three grades, for rubber, 


leather and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 














Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 
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The cover 
elaborate illustra- 
The illustrations ap- 
parently have no relation to the prod- 
ucts of the company, but in the story 
told on the inside pages they are used 
as themes, which lead up cleveriy to 
what the advertising writer has to 
say. 

The Wm. Powell Co., Cincinnati 
has published a new 20-page booklet 
showing its new series 150, 300, 409, 
600 and 900 cast steel valves. On the 
fiv-leaf appear sketches ot the com- 


folders, which are unique. 
of each bears an 
tion in colors. 


pany’s plants, illustrating its power 


and refinery service. 
valves are 


The new series 
presented in complete 
clear and = vivid de- 
scription and detailed tables of di- 
mensions. 


illustration, 


The booklet also contains 
a discussion of the development of 
Powell electric cast steel, tests, speci- 
fications and other data concerned 
with the various types of valves and 
their parts. 

Chicago Solder Co., 4201 Wright- 
wood avenue, Chicago, has just is- 
sued to its distributors a large folder, 
elaborately illustrated in colors, on 
Kester self-fluxing solder. It presents 
the details of an extensive 1927-1928 
advertising campaign which the com- 
pany is carrving on through thirty- 
five and more representative business 
papers. The covers of these papers 
are effectively reproduced on one side 
of the folder, and on the other side 
appear illustrations in color of the 
various Kester products. 


Goodell-Pratt Company, Greenfield, 
Mass., recently issued a new 
catalogue on its line of electric drills. 
It consists of twenty-four pages and 
cover and 10°, by 74 
much informae- 
tion concerning the construction and 
performance of the drills. The cata- 
logue is well illustrated and a_ per- 
formance chart is with each 
drill. The contains specifica- 
tion and price tables, and some space 
is given to bench clamps, drill stands, 
screw feeds and motor driven polish- 
ing and grinding heads. 


has 


measures 


inches. It contains 


shown 


be 0k 


Among the small bits of trade lit- 
erature received in the office of MILL 
SUPPLIES during the last month are: 
Two four-page leaflets from the 
Hunter Pressed Steel Co., Lansdale, 
Pa., one of which is on Shurflo wick 
feed oil cups, the other on Airspring 
compressed air grease cups; a four- 
page leaflet from H. Kk. Porter, Inc., 
Everett, Mass., on the Porter bench 
cutter; a folder from the Prentiss 
Vise Co., New York City, on the 
Auto-ser-vise, and another from the 
American Blower Co., Detroit, on 
“Sirocco,” the company’s ventilating, 
heating, air conditioning, drying and 
mechanical draft equipment. 














(Obituary )| WALL 


Brigadier General Guy E. 
chairman of 
Westinghouse 


Tripp, 
the board of directors, 

Electric & Mfg. Co., 
died June 14th in a New York hos- 
pital following an operation. De- 
ceased was born in Wells, Me., Apri] 
22nd, 1865, and was educated at an 
academy in South Berwick, Me. At 
the age of 18 he was employed as 
a clerk by the Eastern Railway Co., 
and was promoted seven years later 
to chief clerk of the maintenance of 
way department. In 1890 he joined 
the Thompson-Houston Electric Co., 
Lynn, Mass., eventually 
traveling auditor. An association be- 
gun in 1897 with Stone & Webster. 
construction engineers and operators 
of public utilities, eventually led to 
the office of vice-president of the 
Stone & Webster Management Asso- 
ciation and the Stone & Webster En- 
gineering Corporation. He next 
served as chairman of the joint com- 
mittee on reorganization of the 
Metropolitan Street Railway Co., 


becoming 


New York, and in 1912 was chosen 
chairman of the board of directors. 
During the world war, Mr. Tripp 


served in the ordnance department, 
first as major and later as brigadier 
general and assistant to the chief of 
ordnance of the United States army. 
After the armistice he was awarded 
the Distinguished Service Meda!. 


Warren S. Abel 

Warren S. Abel, purchasing agent 
of The Yale & Towne Mfg. Co., 
Stamford, Conn., died May 14th in 
his home in that city, following an 
attack of influenza. Mr. Abel 
sixty-four age. He was 
associated The Yale & Towne 
Mfg. Co. for thirty-six years, and 
had purchasing agent of the 
compalhy since 1898. 


Was 
vears of 


with 


been 


G. A. Meckel 

G. A. Meckel, superintendent for 
Wm. B. Scaife & Sons Co., Oakmont, 
Pa., manufacturer of range boilers, 
pressure tanks and water softening 
apparatus, died suddenly in the home 
of his daughter in Frederick, Md., 
May 16th. On May 26th of this year 
Mr. Meckel would have completed 
sixty-four vears of continuous serv- 
ice with Wm. B. Scaife & Sons Co., 
fiftv-one of which he served as gen- 
eral superintendent of the mill. Dur- 
ing his association with the company 
he developed and perfected many 
improved methods in tank construc- 
tion. Officials of the company be- 
lieve that his length of service sets 
a record for continuous employment 
of one man by any Pennsylvania 
company. 
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Pyramid Oiler 
Prazed Steel 


Brazed Steel 
Pyramid Filler 


NDUSTRIAL dist 


know that when orders are 


filled with Wall 
Brazed Steel Produc 
have rendered a real 


their kind that men ca 
customer complaints. 


Quality Products. 


P. Wall Mfg. Sup 






WAL 
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Dedicated to the Practical Application of Correct Sales Principles in the 
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Backbone an Essential in Salesmanship 


The Man Who Would Succeed Must Take Failures Courageously 
and Strive on if He Is to Climb Toward His Goal 


Who would you rather be, the man 
who starts in humbly at the bottom 
of the list of salesmen and works his 
way steadily to the point where he 
gets to be high man on the force, or 
the man who is hired because of his 
star record elsewhere and put on the 
job with a great hullabaloo, only to 
go slipping down the line until he is 
low man? 

Naturally there is only one answer 
to that question. We would all say 
we'd rather start at the bottom and 
climb. We find it easy enough to 
start at the bottom. Every salesman 
has had to do it at the outset. It is 
the climbing that bothers us. 

FROM PRIVATE TO GENERAL 

In 1861 the Jo Daviess county 
guards marched off to war. The 
band was playing at the head of the 
regiment and behind the 
marched the men who had_ been 
elected as officers, from colonel down. 
Every one of the staff thought of 
himself as the hero of the day and 
doubtless, in his mind’s eye, saw 
himself coming marching home 
again within six months with a figu- 
rative if not an actual crown of laurel 
upon his brow. 

No one gave a thought to the un- 
assuming little brown figure trudg- 
ing along at the tail end of the 
procession, carrying a carpet bag 
and wearing what was left of an old 
army overcoat, a hold-over from the 
Mexican war; but by May 23rd, 1865, 
the man from down at the tail end of 
the line had moved up to the head, 
and it was he who stood all day in 
the reviewing stand with the presi- 
dent and watched the passing of the 
armies of the Union, from the ma- 
jestic Army of the Potomac to Sheri- 
dan’s bummers with their spoils of 


colors 


FRANK FARRINGTON 


war. Private U. S. Grant had _ be- 
come General U. S. Grant. 

There is something in some men 
that starts them climbing and keeps 
them climbing, and if they have life 
and health, they reach the top. The 
lack of that something is what keeps 





ae 
\ 

r ike 
n\ t\ 7 
an t= 
‘AD ve - 
rn SAN « es 
ayy 6 ia 
» aN mete 
ies; ZB Yi. 
“arp Aly), Wh Ud, 








Lp py = 
Bd» yp, 
Rion Vy 

Rep 
@ es 
6 


Don't Let the Buin ps Stop You 


some men down at the foot of the 
line. It is not ambition alone that 
makes the climbers climb. Plenty 
of ambitious men never get very far 
up. I think the trouble is that their 
ambition is little more than a wish 

and there is no such thing as suc- 
ceeding by the wishbone method. 
There must be some backbone behind 
the ambition. When it comes to suc- 
cessful salesmanship, wishbone and 
jawbone both give way to backbone. 
It is backbone that gives salesmen 
staying qualities and keeps them 
plugging away at the game, climbing 
despite the obstacles ahead of them. 

I don’t know of any great man who 
had it easy all the way up, and I 
don’t understand how a salesman can 
expect his life to be one cinch after 
another. No one need tell me that 
P. D. Armour, coming to Chicago, 
driving all his property on the hoof, 


one pig; Myron T. Herrick, peddling 
sewing machines in the days when 
women viewed them as devices of 
the devil; Thurlow Weed, his feet 
wrapped in old rags, walking two 
miies through the snow to borrow 
a copy of Carlyle’s “French Revolu- 
tion,” or any one of scores of other 
men who have reached the _ top, 
missed having plenty of troubles 
along the way. 

DIFFICULTIES MAY BE OVERCOME 

The mill supply salesman has to 
expect difficulties, and plenty of 
them, in getting business, but good 
men are not held down by difficul- 
ties. I was talking recently with a 
voung salesman who was starting in 
to open up a new territory for his 
house. The house had never done 
any business at all in that territory, 
and the young salesman had never 
tried selling on the road before tak- 
ing this position. 

“Tt looks to me as if you have kind 
of a hard proposition,” I told him. 

“You said it,” he replied. ‘There 
are representatives of about twenty 
other firms in my line traveling 
through this territory and I’m new 
at the game, but I guess I’m coming 
along. I haven’t begun to pull down 
any commission in addition to my 
salary, but last month I pretty near- 
lv made the grade, and, say, I’ve 
learned more in the few months I’ve 
been on the road than I learned in 
three vears before when selling in- 
side.” 

You don't need to worry about that 
chap. He has that something along 
with ambition that is going to put 
him over the top one of these days. 

Every man who has been in busi- 
ness where traveling salesmen have 
called on him knows that there are 
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new men coming along all the time. 
Some of them are cheerful and op- 
timistic and have all the apparent 
promise of ultimate success—and 
never show up a second trip. Their 
cheerfulness and their optimism 
didn’t last out the trip, or the house 
couldn’t accept optimism in lieu of 
orders. They started with plenty of 
hopes and ambition of a sort, but, 
like the seed sowed in the rocky 
places, they withered away almost as 
soon as they had sprung up, because 
they had no depth of earth. There 
wasn’t anything back of their wish- 
bone type of ambition. 

There are others who also start 
optimistically and stick for several 
trips because they need a job and 
hate to give up, but they, too, dis- 
appear and come around no more be- 
cause they haven't the backbone to 
keep them working for business after 
it has been refused them about so 
many times. 

There are others, however, who 
keep on coming until they become 
fixtures on the territory and _ busi- 
ness gradually falls their way and 
they “yield fruit. some an hundred- 
fold, some sixty, some thirty.” 

MUST EXPECT SOME FAILURES 

A salesman has to accept the fact 
that there will be a certain percent- 
age of failures in his efforts, but he 
must not let those failures weaken 
his determination. Wishbone and 
jawbone will take a salesman for a 
little way, perhaps far enough to ac- 
cumulate a few orders, but they will 
help him in standing up against 
he failures he is sure to meet. 

We forget the failures of the men 
who have climbed to the top. We 
even forget that they had failures 
élong the way, and in forgetting, 
we do not give them the credit we 
should for persisting despite fail- 
ures. Think of the failures Abra- 
ham Lincoln had to discourage him. 
He ran for the legislature and was 
defeated. He tried storekeeping and 
the business “winked out.” He was 
to marry a beautiful girl and she 
died. He ran for congress and was 
beaten. He sought a political ap- 
ointment and failed to secure it. He 
was defeated as candidate for the 
United States senate. He stuck, 
however, and when the biggest op- 
portunity of all came along, he won 
out. A weaker man would never 
have stayed for the finals. When 
Lincoln was forty-four years old he 
was beaten in a lawsuit, but he got 
busy and studied as he had _ not 
studied before, and won on the ap- 
peal. There is no such thing as ulti- 
mate defeat for the man who has it 


in him to win. 

Some salesmen can get their heads 
up without any help and carry on 
their fight in the face of odds and 
win out, and other salesmen lose 
their nerve on the least provocation, 
and it takes outside stimulus to get 
them going again. These latter fel- 


lows are pretty certain to lose out 
eventually, though they may be for- 
tunate in having some one pull them 
through tor a number of times. The 
time is sure to come with all of us 
when it will be up to us to stand 
alone with only the help of our own 
backbones. 


Stay With Gruff Buyers 


Old John Rosey Tells a Young Salesman How to 
Handle a Barking Dog Like Phil Brown 


Every traveling salesman was a 
brother in the mind of old John 
He’d been through the mill 

and a hard one, too—and knew the 
trials and tribulations of the man on 
the road. Particularly was he inter- 
ested in the welfare of men young 
in the game, and now that he had 
graduated from the rank of. sales- 
man to that of a sort of coach of 
his company’s road men and_ had 
more leisure and less worry, he de- 
lighted in doing things to help new- 
comers in the profession. 

As he sat on a bench at the rail- 
road station in a small eastern city 
one bright day in June. waiting fo 
a train to carry him home, his atten- 
tion was attracted by the nervous- 
ness and apparent worry of a young 
salesman who paced up and down the 
platform. The young fellow was 
evidently almost beside himself from 
the load he had on his mind, and old 
John’s sympathy was aroused. 

“Buddy,” he called to the 
fellow, “got a match?” 

The young man stopped, drew a 
box of matches from his pocket and 
handed it to John, and waited 
nervously until the older man should 
return it. John was not to return 
it immediately, however. 

“Sit down, friend,” he said, smil- 
ing pleasantly. 

The young man was about to re- 
fuse, but something about John’s 
manner caused him to change his 
mind and accept the invitation. John 
held out a cigar toward him and 
placed one arm about his shoulders. 

“Salesman, aren’t asked 
John. 


Rosey . 


young 


you?” 


“Yes,” replied the young man 
shortly. 

“What do vou sell?” 

“Mill supplies.” 

The young man bit his lip and 
apparently had to exert every effort 
to prevent the tears from gushing 
from his eyes. 

“T’ve been in the game a long time 
and know pretty nearly every angle 


of it.” said John. ‘Maybe I can help 
you. Come on, tell me what’s 
wrong.” 

“Oh, the company told me I simply 
had to come back with an order from 
the Brown plant here,” said the 
young man bitterly. “I went in and 
after waiting about 

“Half an hour, or more,” inter- 
rupted John, “vou were ushered into 
a dingy office, where a big, grouchy 
appearing man jumped on you with 
all fours and almost made you think 
you had no more right to be there 
than a stray cat.” 

“You've been there?” 
young man, surprised. 

“Hundreds of times,’ 
smiling. 

“Ever sell him?” 

“Never failed when he needed any- 
thing.” 

“How do you do it?” 
amazed young salesman. 

“Listen, my friend,” said the old 
salesman, and he chuckled. ‘“‘You’ve 
often heard of the barking dog and 
the fact that he seldom bites? Well, 
that’s Phil Brown for you to a T. 
He seems to think it’s a duty for him 
to jump all over a salesman before 
he talks sense with him. Kind of a 
mania, I guess, but lots of others 
have it. If vou'll sit quiet while 
Phil explodes, look him straight in 
the eve, and then when he’s through 
speak up firmly and tell him what 
you've got to sell, you’l) get him, pro- 
vided he likes vour stuff and needs 
it. He’s all rough on the outside, 
but has a heart of gold, and he seems 
to admire the salesman who can 
weather his introductory gaff.” 

Two weeks later John Rosey sat at 
his desk in Philadelphia, and laughed 
heartily as he read a letter. It was 
as follows: 

“T followed your advice. Went 
back to Brown's a week later, did as 
you suggested and sold him a big 
order. He’s not bad at all after he 
let’s off his gas, is he? But I did 
find that you can’t be apologetic.” 


asked the 


: 


replied John, 


asked the 
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Do You Pitch Your Work Bay Properly? 


Salesmen Need to Key Themselves so That They Will Start Out 


on Their Quests for Business in Good 


“Show me a salesman who suc- 
cesstully ‘pitches’ his day, and Ill 
show you a successful salesman,” de- 
clares the vice-president in charge 
of sales of a Pacific Coast mill sup- 
ply firm. “That is why we so strong- 
lv stress the ‘pitch’ of the day. We 
know that if we can induce our men 
to get the proper ‘pitch,’ the rest will 
come easy.” 

By “pitch” that executive 
the start of the day. Just as a song 
or music must be pitched to its prop- 
er key, so must the salesman set his 
pace throughout the dav by the way 
he starts off. 

“Try pitching a song too high at 
the start and see what difficulties 
before vou get 
through,” this executive says. ‘You 
hit all manner of bumps, and your 
effort is than barber shop 
harmony. Start off the day wrong 
rive it the wrong pitch 
beginning will 
for the 


means 


confront you 


worse 


and the poor 
hound the salesman 
remainder of the day.” 

MUCH DEPENDS ON FIRST CALL 

It is noticeable that when a man 
lands a big order at his first call, he 
usually runs up a big day. It is be- 
cause the start has imbued him with 
the determination to fight, to make a 
record. It has filled him with en- 
thusiasm which is his pitch for the 
day. If he fails at his first attempt, 
his enthusiasm drops and the de- 
pression haunts him all day. It gives 
aun adverse pitch to his day’s work. 

Obviously, however, the successful 
salesman cannot depend upon the 
first prospect in the 
morning to determine his day’s pitch. 
There are other factors that help 
him to pitch his day on high ground. 
The state of a salesman’s mind when 
he calls upon his first customer has 
much to do with the success or fail- 
ure of that first call, for his mental 
condition has already _ partially 
pitched the day for him. If a man 
feels morose, he transfers that feel- 
ing to his customer; and thereby his 
own day and that of his customer is 
pitched in the bog. If he smiles 
happily at his first customer, likely 
as not that customer will smile back, 
and thereby the day for both will be 
pitched high. 


action of his 


I know one employer of several 
hundred men and women who holds 


RUEL McDANIEL 


a song-fest for employes for fifteen 
minutes each morning. The em- 
ploves are assembled in the audi- 
torium, a pianist takes her place and 
books of popular and cheerful melo- 
dies are passed around. Then for 
the ensuing quarter of an hour these 
men and women forget their petty 
troubles at home and become wrapped 
'n memories of happiness and 
thoughts of better things as they 
sing songs of happiness and light- 





Simile It It Breaks the 


Face 
heartedness. Frowning, drawn faces 
The 
day is pitched on high ground and 
the men and women go right through 
the day in that same happy spirit. 
This employer declares that whereas 
before he adopted the plan he often 
noted grouchy, sleepy clerks speak- 
ing shortly to patrons and talking 
back to curt customers, they now 
greet all with a smile, and politely 
shame a discourteous customer into 
civility. Efficiency has greatly in- 
creased, he says. 


bloom into serenity and smiles. 


manager for a 
machinery distributor who 
has some decidedly modern ideas 
about human interest in business. 
le realizes the importance of pitch 
in the salesman’s day. He has laid 
down a hard and fast rule that every 
salesman who reports for duty each 
morning must speak to every other 
emplove with whom he comes in con- 
tact, whether he likes that employe 
or not. Furthermore, the salesman 


is expected to say 


sales 


I know a 
western 


“Good morning” 
as though he really meant it. This 
manager declares that this 
simple rule of salutation has done 
much to overcome the low pitch in 
the salesman’s day caused by burned 
toast or a restless night. 

Because of the importance of pitch, 
it is desirable that salesmen’s morn- 


sales 


Tune 


ing meetings be seasoned with some 
good humor. <A _ good laugh will 
raise the pitch of a man’s day several 
degrees higher than mere funda- 
mental sales information. Most men 
with average sales ability who are 
sent out of the office with grins on 
their faces are going to turn in good 
records for the day, because they are 
in the mood to properly open with 
the first customer. Their pitch is 
high enough to carry them through 
temporary reverses. Show me a man 
who goes to work = singing or 
whistling and you'll see a successful 
salesman, other factors being equal, 
because he pitches his day properly. 
LITTLE THINGS AFFECT SALES 
There is perhaps no other business 
that depends so much upon so-called 
little things as selling. The slightest 
slip ruins the chances for a sale and 
sometimes closes the account per- 
manently for the salesman. A life- 
less greeting may be the slip that 
kills the curt reply, made 
thoughtlessly and as a reaction to 
an improper pitch of the day, may 
do it. Colorless presentation of 
merchandise, lethargy in general, a 
frown when there should be a smile 
—all these things are infinitesimally 
small, apparently, vet they are some- 
times the things that kill big sales. 
Unless the salesman pitches his 
day properly, he is unable to make 
himself immune against these under- 
mining pigmies that destroy his day. 
The proper pitch will enable him to 
laugh off a curt retort; it will often 
enable him to change the sour counte- 
nance of a prospect to one of smiles. 
Happiness is highly contagious, and 
the salesman with the proper pitch 
to his day can spread a lot of it in 
a mighty short time. 
Pitch the day right. 
breaks the face to do it. 


sale; a 


Smile if it 


Using the Business Card 

The business card plays a big role 
in successful salesmanship. Many 
men find it difficult to remember 
names, therefore it is well to sup- 
plement an oral pronouncement of 
one’s “John Henry” with the printed 
card. Very often, too, cards serve 
as reminders, and result in calls that 
produce business. It is Just as easy 
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for the salesman to leave his card 
when the man he wishes to talk with 
is out, and it is much more effective 
—unless he is so well known to that 
particular individual that his name 
brings instant recognition. 


Mental Hazards in Selling? 

If They Do Confront You, Combat ’Em by 
Using the “Root, Hog. or Die Method” 
Do you have some pet mental haz- 

ard that lays up a tall golf score for 
you? Do you know just what it is, 
or do you use some _hit-or-miss 
method of conquering the “some- 
thing’”’ that seems to be ruining your 
golf? 

An interesting incident just came 
to the writer’s attention. <A fellow 
golfer, commenting on the mental 
hazards that made him “pull” his 
shot at certain tees, got to philoso- 
phizing not only about golf but about 
selling as well. He confessed that 
just before his annual vacation falls 
due, he gets fagged, lazy in his sell- 
ing, and makes a “single-track” sales- 
man of himself. He makes his 
rounds, it is true, but goes little 
farther than the want-list of his cus- 
tomers. The mental hazard con- 
fronting him in his selling seems to 
be a general laziness, with no organ- 
ized effort made to stimulate his 
sales. 

“When I find myself getting stale,” 
he said, “I jerk myself up on my toes 
with the challenge to ‘root, hog, or 
die.’ I ‘root’ by tackling some big 
job. Working at that job gives me 
new energy, new stimulus. One 
time, I remember, I encountered a 
customer who demanded a tool that 
would pay for itself in two years. 
It took some time to convince him 
that mine was the tool he could buy 
with profit. I had to work up some 
cold, hard figures to prove my points. 
I invited him to make tests, compari- 
sons of all sorts, and I staged a dem- 
onstration or two. I brought him a 
list of users, who stoutly testified 
that the tool would pay for itself in 
less time than he specified. Well, sir, 
I just about created that sale! Took 
a lot of effort, but I landed my cus- 
tomer. I took him on that item and 
on others as well. 

“A salesman friend of mine,” he 
went on, “pulls himself out of that 
lazy, stale period by mapping out 
definite, rather difficult schedules for 
the coming weeks. Here, he plans to 
concentrate on a specialty. There, 
he expects to introduce a new item 
whether it’s on the customer’s want- 
list or not. Somewhere else he in- 
tends to give a customer a brand new 


production idea that he’s managed 
to pick up. 

“Coax myself out of a selling rut 
concluded this salesman-golfer. 
“Sure. But it’s persistence in elim- 
inating those mental hazards that 
it—-that vets a fellow out of 
lazy selling.” 


Ea 


does 


They Won't Be Bribed 

There is more than one way to 
offer a cigar to a buyer. One is to do 
so at the start of the interview, with 
the evident intention of getting into 
his good graces. The other way is 
to wait until the opportune moment 
arrives and then to do it unostenta- 
tiously. A cigar will never make a 
sale with a good buyer, however, and 
the man who thinks it will is wasting 
his dimes. 


Keeping in Contact 

The advisability of salesmen ad- 
hering strictly to the itinerary left 
at the office, unless advising definitely 
as to changes, is in itself apparent. 
In addition, however, it might be 
wise to ’phone or call at the hotel at 
intervals during the day, when on 
the road, to see if there are any mes- 
from the office. When in the 
home city, a telephone call to the 
office perhaps once in the morning 
and again in the afternoon is not at 
all a bad idea. 


sages 


Heat for an Invitation 

It is much more respectful and 
impressive for a salesman to wait 
until he is asked to sit down, before 
taking a chair in the buyer’s office, 
than it is for him to fling himself 
into one as soon as he enters the 
room. Most buyers are thoroughly 
human, and if they are at all inter- 
ested in what a salesman has to say, 
they are not going to allow him to 
stand throughout the interview. If 
they do neglect to extend the invita- 
tion, however, the salesman can ask, 
“May I sit down?” Hardly anyone 
is going to tell him he can’t. 


Dazzles the Eye, But 

Some men, salesmen, as well as 
others, go in for extreme in dress. 
The louder the tie, the more vivid 
the shirt, the more extreme the cut 
of the trousers, the happier they are. 
Considering *he fact that appearance 
counts for 4 great deal in selling, the 
impression such a dresser makes on 
the buyer is questionable. 
The very flashiness of the individual 
may detract from his selling force. 


average 
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Salesmen Turn “Aviators” 


Making 














A “Non-Stop Flight” Is Arranged by Sales Manager 
to Hold Interest in Summer Selling 


“We are,” as a man said the other 





day, “being very voluble about volita- 
tion.”” In other words, flying-talk is 
in the air! Everybody is interested 
in non-stop fights. Everybody is in- 
terested in “Lindy’s’” monoplane, the 
type of compass he used, the unique 
position of his gasoline tank, and 
the engine which it took seven years 
to build. 

With no time to lose, everybody 
hastens to utilize the benefits accrued 
from Col. Lindbergh’s daring non- 
stop flying achievement. When fail- 
ure in some selling project stares a 
salesman in the face, he thinks of 
“Lindy,” and reminds himself thai 
“Tt can be done.” Straightway he 





Off Toward the 


Goal 


hops off on a non-stop flight away 
from that discouraging failure, and 
likely as not encounters success just 
around the corner. 

About the cleverest “selling aero- 
nauties” the writer has heard about, 
though, is the idea, as one sales man- 
ager has it, of staging a kind of 
flight of fancy—a sales contest ar- 
ranged in the form of an aeroplane 
race. Ten salesmen or more are the 
flyers, and they take off with fanci- 
ful planes that boast no gasoline, no 
oil, no engine, no propeller, no com- 
pass. Some of the crack salesmen 
are delegated to do stunts with their 
“planes,” and to give relief service 
to salesmen not so proficient as they 
in the matter of sales contest win- 
ning. The whole fleet is watched 
by the sales manager in his “obser- 
vation plane,” as imaginary as the 
other aeroplanes, but just as earnest 
in purpose. The job of the home 
offices, it seems, is to pull for a fair 
wind in the way of co-operative 
effort—sales correspondence, effec- 
tive salesman routing, finding and 


developing prospects by mail, and so 
on. 

From stated field to indicated stop, 
these flyer-salesmen will dive and 
glide and steadily push on for the 
next two months. Each new sale or 
re-sale means so many miles accom- 
plished toward the goal. The first 
week, even, promises its rewards. 
So many sales or re-sales are proof 
of so many miles achieved, and the 
lucky salesman who’s piled up a lead 
on the others claims a prize of 
twenty-five dollars—a_ good luck 
talisman to carry on the rest of the 
contest-journey. If he continues to 
reaches new peaks, 
new altitudes in making sales, this 
salesman realizes a hundred dollar 
prize at the end of the non-stop sales 
flight. 


break records, 


Prize Contest Conducted 
Winners for April Are Announced by The 
Davton Safety Ladder Co. 

An interesting sales contest is be- 
ing conducted by The Dayton Safety 
Ladder Co., Cincinnati, and prize 
awards for the first month have been 
announced. 

First prize for April was awarded 
to H. H. Harsha, distributor in the 
Chicago territory, for the largest 
dollar-and-cents sale made during 
that month. Second prize, given for 
the largest number of Dayton safety 
ladders sold in a single order during 
April, was awarded to Ed Long, of 
the Charles Bond Company, Philadel- 
phia distributors of mill supplies, 
while third prize, awarded for the 
best all-round Dayton safety ladder 
sales record during the month, was 
won by John F. Burst, of the St. 
Louis Janitor Supply Company, St. 
Louis. 

The contest was repeated in May 
and is being continued in June, and 
the other winners will be announced 
later. 


{n Orderly Portfolio 

Is your brief case or portfolio al- 
ways in an orderly condition? It is 
vour traveling desk, so to speak, and 
the same care should be used in 
maintaining order in it that you 
would use in keeping your desk in 
shipshape condition. It saves much 
time and perhaps makes a favorable 
impression on the buyer. 





Belt Ends 
Meet! 


Not Alone on 


HEAVY DRIVES 


where duty is severe and 
the strain of service de- 
mands the utmost of a belt 
fastener— 


Not Alone on 


MAIN DRIVES 


where plant production de- 
pends entirely upon the 
efficiency of the belt fasten- 
ing— 


Not Alone on 


REGULAR RUN 


of shop and machine drives 
where the operators’ time 
and labor must be con- 
served. 


But for 


EVERY DRIVE 


from the light, high-speed 
motor to the heaviest main 
or conveying belt, Crescent 
Belt Fasteners are an assur- 
ance of satisfactory and 
economical operation for 


the full life of the belt. 


CRESCENT BELT FASTENER CO. 
247 Park Avenue, New York, N. Y. 














Sales Service! 


Crescent Belt ship- 


CRESCENT 
BELT FASTENERS 




















T costs money to generate horse 


power. It costs more when you 
waste part of it with inferior 
belting. Get a full load across by 
Belting. We are glad to 
belt the 

oughe 


ehest drive in any plant. That is 


using Ladew 


demonstrate a Ladew on 


our way of proving that a Ladew belt 
does a better job. Challenge us to 


vive you this demonstration. The re- 
sults will show vou one way to reduce 


costs. 


Veanwhile, 
Book”, a word and picture rec- 
ord of veteran Ladew Belts. 


EDW. R. LADEW CO. Inc. 


BELTING AND OTHER LEATHER PRODUC 
Since 1835 


Street, New 


send for the “Proof 


29 Murray York City 
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Copper Goods 


We make 
Whenever 


all industries. 
an expansion 


a large variety of Cx 
you need a coil, or 


pper Gocds for 
bend, a float, 


joint, special pipe fittings, a kettle, vacuum pan, tank, fore- 
warmer or anything else made trom copper or brass sheet, 
tubin’ or castin2z, yee us the specifications. Below are 
several of our lines. 


Bronze Bars 





HarBronz is a bearinz metal of 
the ighest quality, made from 
all new metals. Cored and solid, 


12” lone, ™%” to §” 
In stock. Special 
order. 


ciame‘er. 
castings to 


Floats 


Copper Ball Floats car- 


ried in stock in 4, 5, 6, 

Copper 7, 8, 10 and 12-inch 

Flag Pole diameters. Specify 
Balls and 













pressure and tapping. 


Brass Special 
Trucks Copper 
Balance and 
Valves Brass 
Straight and Pipe 
Side Lever AVIV mmm! ne 
types. All brass. — Fittings 


y parts. 


ARTHUR HARRIS & CO., 210-218 N. Curtis St. 


Brass 


, Chicago 


Engineers, Coppersmiths, Founders and Finishers 











You can depend absolutely upon 


“Cleveland Type” 
Oil Film Bearings 


Freedom from lubrication troubles assured 


No 
as high 
Type” 


will give 


“Cleveland 


Anti-friction Bearing on the market 
sustained efficiency and endurance as 
Flood Lubricated Oil Film Bearings. 
The study of oil films has prog 
the loads carried and 
impossible, are now 


other 


ressed to the point where 
operation, formerly thought 
proven tacts. 


spe eds of 


feed found only in 


perfect oil film. 


A patented and distributing system 

lesign establishes and maintains the 
float 
ys a 


haft free from metallic contact, and 


It actually 
I smooth uninterrupted flow of power 






teady 


Oil Film 
ball and 
may be 
servicc,—low, medium, 
water-cooled. 


“Cleveland Type” 
tyles of rigid and 


tour ways. 1ey 


Bearings are designed for all 
socket mountings adjustable 
successfully applied to every 
class of high speed, continuous, and 
plain or 
ilable to every man interes‘ed 


Write for catalo”. 


information i 
lubrication. 


Complete 
In scientih¢ 


The Hill Clutch Machine & Foundry Co. 


General Office and Works 6100 Breakwater Ave. N.-W. 
Cleveland, Ohio 


Manufacturers of 
POWER TRANSMISSION EQUIPMENT 
GEAR, AND AGITATOR 


FOR BELT, 
DRIVES 


ROPE, 
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Personals 





R. P. Shimmin, according to an an- 
nouncement Link-Belt 
weekly letter, has been ap- 


appearing in 
Company’ 





R. P. SHIMMIN 


pointed assistant to the chairman, 
Charles Piez, and the president, Alfred 
Kauffmann. He will make his head- 
quarters at the company’s executive 
offices, 910 South Michigan avenue, 
Chicago. 

Elmer C. Hawley, formerly advertis- 
ing manager of the Insulite Company, 
Minneapolis, has affiliated himself with 
the advertising department of the Arm- 
strong Cork Co., Pittsburgh. 

William L. Schoonmaker has_ been 
appointed sales manager of The Kent 
Company, Inc., Rome, N. Y., manufac- 
turer of utility floor machines. He suc- 
ceeds the late Harry F. Turney. 

John C, 
Griswold-]I 


Stephan, recently with the 
eshleman Company, Cleveland 
advertising agency, is now associated 
with The Chain Products Company, 
Cleveland, as advertising manager. 

E. E. Caswell, who for several years 
has travelled central New York state 
for the Union Twist Drill Co., Athol, 
Mass., has been made manager of the 
company’s Chicago store at 11 South 
Clinton street. 

C. L. (“Tod”) Wilkins was recently 
appointed manager of its New York 
warehouse by the Stockham Pipe & 
Fittings Co., Birmingham, Ala. He 


succeeds J. W. Stanfiel, former manager 
of the company’s New York division, 
who is returning to the South because 
of his wife’s poor health. 

J. B. Ryan, for seventeen years sales 
representative of the Keystone Supply 
& Mfe. Co., Philadelphia, has been se- 
lected manager of the new branch of 
the Hajoca Corporation, recently opened 
in Camden, N. J. 

Henry H. Knapp, chief accountant of 
the Buffalo, N. Y., plant of Wickwire 
Spencer Steel Co., New York, was 
elected president of the Buffalo chapter, 
National Association of Cost Account- 
ants, at its recent annual meeting. 

N. W. Foster recently resigned as 
Vice-president and general manager of 
The National-Acme Co., Cleveland. Ac- 
cording to announcement, he has made 
no plans for future connections. Mr. 
Foster is sueceeded by William R. 
Mitchell, who for the last four years 
Detroit 
office and prior to that connection, was 
superintendent of the Cleveland plant. 
The National-Acme Co. builds screw 
machines and manufactures screw ma- 
chine products. 

J. W. Marshall has joined the Quig- 
ley Furnace Specialties Company, 26 
Cortlandt street, New York City, as ad- 


Was manager of the company’s 





J. W. MARSHALL 


vertising manager. He comes to the 
Quigley organization direct from West- 
inghouse Electric & Manufacturing Co., 
where he was publicity manager from 
the Pittsburgh — Mr. Marshall has 
specialized in industrial advertising and 
has been associated in that capacity 
with the American Nickel Corporation, 
Pittsburgh, and G. P. Blackiston and 





Staff, advertising agency of Canton, 
Ohio. He is a member of the Amer- 
ican Society of Mechanical Engineers 
and a graduate cf Cornel] University. 

Frank B. Caldwell shares honors 
with R. P. Shimmin in the announce- 
ment given out by Link-Belt Company, 





FRANK B. CALDWELL 


Chicago. Mr. Caldwell was recently ap- 
pointed sales manager of the organiza- 
tion, with headquarters at the Chicago 
plant office, 300 West Pershing road. 
He will have entire supervision of sales 
in the western division of Link-Belt’s 
activities. 


Clarence Arms is now in charge of 
the continuous wire drawing machinery 
department of Sleeper & Hartley, Inc., 
Worcester, Mass. He was formerly 
president and general manager of the 
Wheeldon Wire Company, West Brook- 
field, Mass. 

Valentine Fina has joined the Mil- 
waukee Valve Co., Milwaukee, as vice- 
president and general works manager. 
Previously, he was president and gen- 
eral manager of the Clum Mfg. Co., 
Milwaukee, producer of automotive elec- 
trical devices. 

Charles C. Phelps, according to re- 
cent announcement, has been appointed 
sales engineer for the New York City 
and Northern New Jersey territory of 
the Hill Clutch Machine & Foundry 
Co., Cleveland, manufacturer of power 
transmission machinery. 

Frank W. Rowe, general purchasing 
agent of the Johns-Manville Corpora- 
tion, New York, sailed in May on the 
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THROUGHOUT 







COMPARE! 


and your next Wrench 
will be a LAWSON 





If vour Jobber cannot supply you write 


i PLEX CHUCK 
“i, pe nen dete doe coe, ee Ohio 







HARTFORD,CONN. 


-BULL <>» FROG. 


WHEELBARROWS 




















COCHECO 
LEATHER BELTING 









l Frog wheelbarrows handle maximum loads with 

zn Sr ee € exclusive = ae Always the first choice of engineers 
hort, Cire aunty aa aeoe Ge aes Ga oe who know that it pays to buy the 
os ge gpa mel origi ly Ean: peony best in belting — and that is 


Cocheco. 
THE TOLEDO WHEEL- 
BARROW COMPANY 


foledo, Ohio 


I. B. Williams & Sons 
Dover, N. H. 


14-16 N. Franklin St. 71-73 Murray St. 111 Summer St. 
Chicago New York Boston, Mass. 


Branch Offices and Warehouses 


Philadelphia Chicago 
233 North 12th 69 E. Wacker 
St. 











Drive 
BONITE Sheet Pack- 
ing is specially com- 
pounded to maintain 


MOTOR PULLEYS va 


PAPER AND IRON (@m EBONITE ~ pressures and temperatures 





on steam, hot water, oil, gas 
Prompt shipments are made : Keeps a — lines. ; 

fa ‘ce © . ; , ’ t renders exceptional service on 
from our large stock of Paper Joints ans Wea aaah aceite aa 
and Iron Motor Pulleys, Flex- xX Tight contraction prevail. 

; H - 2 a - gs For all-around utility purposes 
ible Motor Couplings and Ad es: ; Ebonite has no superior. Write 
justable Motor Rails. Let us 

fill your motor requirements. 





for dealer's proposition. 


Quaker City Rubber Co. 


Manufacturers of Daniel's P. P. P. Rod Packing 
‘BiexreMacnine“Works wre of Danis P. P,P. Rod 


Wissinoming, Philadelphia 











. GS norinc = 
Branches: New York Chicago Pittsburgh San Francisco 
456 N. Union Ave., Chicago 
































ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 
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S.S. Minnewaska, for an extended tour 
of England. Norman O. Aeby, purchas- 
ing agent of the Waukegan, IIl., branch, 
is supervising Mr, Rowe’s department 
during the latter’s absence. 

C. M. Bunnell, recently general man- 
ager of Off’N’On tire chain sales for 
the Pyrene Manufacturing Co., Newark, 











Cc. M. BUNNELL 


N. J., has been advanced to the posi- 
tion of president’s assistant. This is 
in addition to his sales activities. Prior 
to joining the Pyrene company in 1924, 
Mr. Bunnell had wide executive selling 
experience with the Edison Lamp 
Works of General Electric Co., the 
Splitdorf Electrical Co., Newark, and 
The Torrington Mfg. Co., Torrington, 
Conn. He is Pyrene’s representative 
member in the Automotive Equipment 
Association, and as such will attend the 
annual convention of the association at 
Portland, Oregon. 


W. L. Kissam has been appointed 
New York district manager of the steel 
division of Henry Disston & Sons, Inc., 
Philadelphia, manufacturers of saws. 
Prior to this connection, Mr. Kissam 
Was affiliated with the Cyclops Steel 
Co., Titusville, Pa. 

V. A. Hall, formerly manager of the 
mill supply department of The Mine 
& Smelter Supply Co., Denver, is now 
sales representative for the Pratt-Gil- 
bert Hardware Co., Phoenix, Ariz., dis- 
tributor of mine, mill, hardware and 
similar supplies in that district. Mr. 
Hall, located at 103 Park avenue, Pres- 
cott, Ariz., travels the northern part 
of the state. 

Atherton Clark, affiliated with the 
export department of The Black & 
Decker Mfg. Co., Towson, Md., is on 
a year’s trip around the world. His 
itinerary, which includes visits to Black 
& Decker distributors abroad, covers 
the following countries: Hawaiian 
Islands, Australia, New Zealand, Cey- 
lon, India, Straits Settlement, Dutch 
East Indies, Siam, French Indo-China, 
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Philippine Islands, China, Korea and 
Japan. One objective in Mr. Clark’s 
visit to foreign distributors is to edu- 
cate their salesmen on the various tools 
of the Black & Decker line. 

Herbert Letcher, formerly in the sales 
department of the Mill & Mine Supply 
Co., now the Akron branch of Pierce, 
Butler & Pierce Mfg. Corp., New York, 
manufacturers and_ distributors of 
plumbing and allied supplies, has been 
appointed manager of the Cleveland 
branch, located at 5201 Hamilton 
avenue, 

I. L. Parsons has resigned as dis- 
trict manager for the Ramsey Chain 
Co., Inc., Boston, manufacturer of 
transmission chains, to become district 
sales representative for Foote Bros. 
Gear & Machine Co., Chicago. He will 
travel through Wisconsin and northern 
Illinois, with headquarters at 49 E. 
Wells street, Milwaukee. 

Howard Coonley, president of Wal- 
worth Company, Boston, has _ been 
elected a director of the Colonial Air 
Transport, Inc., following its reorgan- 
ization. Mr. Coonley, as recently an- 
nounced in MILL SUPPLIES, just re- 
turned from a vacation and business 
trip to the Hawaiian Islands and Pacific 
coast of the United States. 

George H. Corey, advertising man- 
ager of the Cleveland Twist Drill Co., 
Cleveland, was elected president of the 
Industrial Advertisers’ Division, Cleve- 
land Advertising Club, at the annual 
meeting convening May 6th in the ball- 
room of the Allerton Club. Also of 
interest to the Cleveland company’s 
friends in the trade is the appointment 
of Robert S. Glenn as assistant to the 
president. He was formerly manager 
of the New York branch. Oliver B. 
Hansen, recently southeastern repre- 
-entative, succeeds Mr. Glenn at the 
New York division, while Irving P. 
Farnum has been transferred from the 
company’s Chicago office te sueceed Mr. 
Hansen. 





Factory Additions 





Morris Paper Mill Co., Morris, II1., 
are erecting a one-story addition, to cost 
$55,000. 

Bingham Stamping & Tool Co., 1062 
Post street, Toledo, will soon build a 
two-story factory addition. 

Air-Way Electric Appliance Co., 618 
Broadway, Toledo, is erecting a two- 
story addition to cost about $60,000, 

The Milwaukee Gear Co., 1222 Third 
street, Milwaukee, has awarded general 
contract for a two-story addition, 40x44 
ft. 

The Euclid Crane & Hoist Co., Char- 
don road, Cleveland, plans to build a 
one-story addition to its factory, 40x170 
ft. 

Bohn Aluminum & Bronze Corpora- 
tion, 2512 East Grand boulevard, De- 
troit, is erecting a one-story foundry 
addition for the manufacture of alumi- 


num castings. The cost of the project 
will be more than $50,000 with equip- 
ment. 

De Soto Hardwood Flooring Co., 
Memphis, Tenn., will build a one-story 
addition, 65x150 ft., to cost close to 
$25,000. 

The Gravois Planing Mill Co., 3016 
Juniata street, St. Louis, will invest 
about $25,000 in a one-story addition, 
121x125 ft. 

Plymouth Body Works, Plymouth, 
Ind., contemplates the erection of a 
one-story addition, to cost about $35,000 
with equipment. 

The Southern Cotton Oil Co., Daw- 
son, Ga., has started work on an addi- 
tion to its plant, to cost close to $75,000 
with equipment. 

The American Malleables Co., Owos- 
so, Mich., has started work on an addi- 
tion to its plant, to cost more than 
$150,000 with equipment. 

The Newcomer Trailer Mfg. Co., 1125 
Santa Fe avenue, Los Angeles, is plan- 
ning extensions and improvements to 
cost approximately $18,000. 

Wolf Brothers, Twelfth and Callow- 
hill streets, Philadelphia, producers of 
paper goods, are building extensions 
to cost approximately $50,000. 

The Gibbs Welding Machine Co., 
Bay City, Mich., will erect an addi- 
tion, the approximate cost of which 
will be $35,000 with equipment. 

The Globe Grain & Mill Co., Ogden, 
Utah, plans an addition to its flour 
mill and grain milling plant, to cost 
about $450,000 with equipment. 

Parker Brothers, Inc., Salem, Mass., 
manufacturers of toys, games, etc., 
plan to build a two-story addition, to 
cost about $50,000 with equipment. 

The International Silver Co., Meri- 
den, Conn., has started construction of 
a one-story shop addition, 30x70 ft., at 
the Bridgeport, Conn., branch plant. 

John Jeere Tractor Co., Waterloo, 
Iowa, contemplates the erection of a 
cne-story addition, 120x300 ft., to cost 
more than $100,000 with equipment. 

The Berger Mfg. Co., Canton, Ohio, 
manufacturer of sheet metal products, 
is said to be planning a one-story addi- 
tion to cost about $100,000 with equip- 
ment. 

Hart & Hutchinson Co., New Britain, 
Conn., manufacturer of metal lockers, 
is erecting a one and two-story addi- 
tion, 75x112 ft., to cost in excess of 
$60,000, 

The Algoma Panel Co., Algoma, Wis., 
manufacturer of veneers and plywood 
products, is building a two-story addi- 
tion which will provide 20,000 sq. ft. 
of floor space. 

The East Shore Machine Products 
Co., 835 East 140th street, Cleveland, 
has awarded contract for a one-story 
addition, 60x100 ft., to cost about $50,- 
000 with equipment. 

The Foster Bolt & Nut Co., 6249 
West Sixty-fifth street, Chicago, is 
building a one-story addition, 50x200 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 














‘THE CORRECT 
Pr pciggeanpapal a snacennggid 


50 Island St., 


Sut 


MARATHON. ELECTRIC 
MFG. CO. 


Wausau, Wis. 









PORTABLE FLEXIBLE 
SHAFT MACHINES 


for Grinding—Polishing— : 
Drilling — Buffing—Rotary 
Filing—S c re w Driving— | 

Nut Setting 


and hundreds of other useful 
operations, Several sizes. 


Manufactured by 


N. A. STRAND & CO. 


Chicago 


M6—'Y%_ H.P. 


Capaciiy 








MECHANICS PREFER 


HUFFMAN. Fircnets 


_ Gas Furnaces 





because of: 

Greater flame output 

No Needle Valve Trouble 
Exclusive Bakelite Valve Wheel 


Are you getting your share 
of the mechanics’ business? 


HUFFMAN MFG. CO., S Ohio 


All Sizes — All Assemblies 


Stow Flexible Shafts 





Drilling —Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 








SKINNER Clamps 
Stop Leaks 





ELCO Wood Screws 


Prompt shipments are made Iron and Brass 
from our large stock of Iron 
and Brass Wood Screws and 


Machine Screws. 


You will be 


tention 


pleased with the at- 
given to your orders 


and instructions. 
Let ELC‘ 


2 Serve You 


ELCO TOOL & SCREW CORP. 
Broadway at 13th Rockford, Il. F, H. 








EEE 


SWACO CESS 


SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit— 
33 1/3% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 








NEW! 


The Wallace Electric 
Hand Saw made by J. D. 
Wallace & Co., special- 
ists in portable wood- 
working machinery for 
years. 


It’ s SAFE 4 


The Wallace Ele« 

ec Hand Saw 
is listed as if 
yy if 











J. D 2801 WILCOX ST. 


CHICAGO, ILL. 


. WALLACE. iw 
& CO. —_, 
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ft. The company is 
units to be built later. 

Carl Furst, Bedford, Ind., operator 

of a stone-working plant, is erecting a 
one-story mill addition, to cost approxi- 
mately $75,000 with cutting, polishing, 
and similar machinery. 
Glass Co., Vineland, N. J., 
manufacturer of turn mold ware, lab- 
oratory glassware, ete., is said to be 
planning an addition to cost in excess 
of $50,000 with machinery. 

The Blaw-Knox Co., Blawnox, Pa., 
manufacturer of steel buildings, steel 
bins, ete., is erecting a one-story ad- 
dition, 100x115 ft., to cost approxi- 
mately $45,000 with machinery. 


planning other 


Kimble 


The Hickok Electric Instrument Co., 
10514 Dupont avenue, Cleveland, has 
started construction of a two-story and 
basement addition, 30x45 ft., to cost 
close to $50,000 with equipment. 

The Mueller Brass Co., Port Huron, 
Mich., manufacturer of plumbers’ brass 
goods, is reported to be considering a 
one and two-story addition, to cost in 
excess of $550,000 with equipment. 

Leyse Aluminum Co., Kewaunee, 
Wis., manufacturer of aluminum stamp- 
ings, utensils, novelties, ete., is build- 
two-story addition, 56x101 ft. 
Albert Leyse is general manager of the 
company. 


ing a 


The Rundle Mfg. Co., Twenty-seventh 
and Cleveland Milwaukee, 
manufacturer of materials 
and fixtures, is planning an addition 
to its plant and power house. The 
project will cost more than $65,000. 


avenues, 
plumbers’ 


The Montgomery Elevator Co., Mo- 
line, Ill., manufacturer of 
and freight elevators, 


passenger 
will soon build a 
addition, the approximate 
which will be $60,000. A. E. 
Montgomery is president of the com- 
pany. 


t Wo-story 


cost of 


Haskelite Mfg. Corporation, Grand 
Rapids, Mich., manufacturer of veneer 
panels, planning an addition 
to cost about $35,000 with equipment. 
George R. Meyercord, president, is lo- 
cated at 1553 West Washington street, 
Chicago. 


etc., 1S 





New Factories 





J. H. MeGowan Pump Co., Cincin- 
nati, is building a plant at Ironton, 
Ohio, to cost about $65,000. 

Oliver Korb, Du Bois, Pa., will soon 
build a one-story marble plant, to cost 
more than $40,000 with equipment. 

Superior Cabinet Works, Pawtucket, 
R. I., is planning the erection of a two 
and five-story mill. R. L. Norston is 
president. 

Black Brothers Flour Mill Co., Bea- 
trice, Neb., is planning a new mill at 
Wymore, Neb., to cost about $100,000 
with equipment. 

Tennessee Paper Mills, Inc., North 
Chattanooga, Tenn., is said to be draw- 
ing plans for a plant to produce fire- 
proof shingles, to cost about $85,000 
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with equipment. A. M. 
the plans in charge. 

C. T. Seager, Niagara Falls, N. Y., 
is erecting a one-story sheet metal- 
working plant, to cost in excess of $20,- 
000 with machinery. 

The Lockney Cotton Oil Co., Lock- 
ney, Tex., is erecting a two-story mill, 
the approximate cost of which will be 
$75,000 with equipment. 

T. Cohn, 745 Sixty-fifth street, Brook- 
lyn, manufacturer of metal toys, is 
erecting a two-story plant to cost about 
$65,000 with equipment. 

The Spaulding Pulp & Paper Co., 
Newberg, Ore., is building a pulp and 
paper mill, the estimated cost of which 
is $350,000 with machinery. 

Great Lakes Paper Box Co., 1729 
Superior avenue, Cleveland, will erect 
a four-story plant, 90x120 ft., to cost 
about $140,000 with machinery. 

The Weber Brass Co., Power avenue, 
Cleveland, is contemplating the erection 
of a four-story plant, 35x125 ft., to 
cost about $120,000 with machinery. 

The Holland Furnace Co., Seventh 
and Bigelow streets, Pittsburgh, has 
started work on a new one-story plant 
to cost about $50,000 with equipment. 


Shepherd has 


Logan-Long Co., 37 West Van Buren 
street, Chicago, manufacturer of roof- 
ing materials will establish a new fac- 


tory at 145 Willard street, Garfield, 
N. J. 
The Bedford-Carthage Stone Co., 


Houston, Tex., is planning a one-story 
stone-fabricating mill, 100x200 ft., to 
cost approximately $35,000 with equip- 
ment. 

The Boyd-Pate Grain & Milling Co., 
Joplin, Mo., plans the restoration oy its 
mill, partially destroyed by fire with 
a loss of about $55,000, including ma- 
chinery. 

The American Glue Co., 2454 Hunter 
street, Los Angeles, will restore the 
portion of its plant recently destroyed 
by fire, loss of which was more than 
$40,000, 


General Mica & Clay Co., Atlanta, 
Ga., plans the purchase of mining and 
power equipment as well as refining 
machinery. More than $85,000 will be 
invested. 

The Diamond & Frazer Iron Works, 
830 East 147th street, New York, is 
erecting a one-story plant, the cost of 
which will approximate $20,000 with 
equipment. 

Emerson Mfg. Co., Lawrence, Mass., 
manufacturer of paper mill machinery, 
pulp mill equipment, ete., is investing 
more than $60,000 in a one-story addi- 
tion, 550x220 ft. 

The Borin Mfg. Co., 1525 South 
Cicero street, Cicero, Il]., manufacturer 
of picture frames, ete., will build a 
one-story plant to cost close to $200,000 
with equipment. 

The Universal Machinery Mfg. Co., 
Sacramento, Cal., is reported to be plan- 
ning a foundry for the production of 
steel castings, to cost more than $50,- 


000 with equipment. 
president. 


H. W. Funke is 


The Louisiana Central Lumber Co., 
Clarks, La., will rebuild the portion 
of its mill recently destroyed by fire, 
the loss of which exceeded $450,000, in- 
cluding equipment. 

The Kalamazoo Stationery Co., Kala- 
mazoo, Mich., manufacturer of paper 
goods, etc., is contemplating the erec- 
tion of a two-story factory to cost $50,- 
000 with equipment. 

The United States Pegwood & Shank 
Co., Brownville, Me., is reported to be 
planning the restoration of its plant, 
partially destroyed by fire, with loss 
of more than $25,000. 

The Adamston Flat Glass Co., Clarks- 
burg, W. Va., manufacturer of flat 
drawn sheet glass, is building a new 
unit, the cost of which will be about 
$200,000 with equipment. 

Brooklyn & Queens Screen Mfg. Co., 
1576 Bushwick avenue, Brooklyn, N. Y., 
will soon award contract for the erec- 
tion of a two-story plant, to cost about 
$60,000 with equipment. 

The Agar Mfg. Co., Medford, Mass., 
producer of paper boxes, is erecting 
a one-story manufacturing plant, 150x 
300 ft. Motors and _ miscellaneous 
equipment will be purchased. 

The Lidgerwood Mfg. Co., Newark, 
N. J., manufacturer of hoisting engines 
and machinery, is building the initial 
unit of its new Elizabeth, N. J., plant, 
to cost in excess of $150,000. 

The Pardee & Curtain Lumber Co., 
Clarksburg, W. Va., is preparing plans 
for a new mill at Bergoc, W. Va., to 
cost more than $350,000 with machin- 
ery. A power house will also be built. 

Aircraft Corporation of America, 
Inc., 109 West Fifty-seventh street, 
New York, has had plans drawn for a 
new one-story plant at Devon, Conn. 
The unit will cost about $85,000 with 
equipment. 

The Racine Radiator Co., Racine, 
Wis., manufacturer of automobile, 
truck and tractor radiators and cool- 
ing systems, will invest about $100,000 
in a new plant, 125x475 ft., to be built 
in Milwaukee. 


The Insley Mfg. Co., Indianapolis, 
manufacturer of gasoline excavators, 
steel derricks and other heavy ma- 


chinery will build a one-story machine 
shop to cost approximately $100,000 
with machinery. Other new units will 
be constructed later. 

Arnold Iron & Steel Mills, Oklahoma 
City, Okla., will erect a branch plant 
at Bristow, Okla., for the production 
of steel wagon tires, railroad spikes, 
bars and similar products. Plans are 
also made for a steel fabricating works. 
More than $85,000 will be invested in 
the project. 

The Winston Heading Co., Winston, 
N. C., will rebuild the section of its 
mill recently destroyed by fire, and will 
purchase the following equipment: 
heading saws; steam-feed cut-off saw 


carriage, with 72-in. saw; boiler with 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











A mucl 
dirt from electric motors 
inaccessible places Over 
folder. 


CLEMENTS MEG. CO. ‘ 


needed device in every industry for removing dust and 


machinery, stock bins, 
15,000 in use. 


and otherwise 
Write for descriptive 


24 Fulton Street, 
> Chics ago, _Hlinois 


oa — 


The HOLLANDS Line 


will increase your 
vise sales 





v'sn 
‘Vd 3183 
SANVT10H 


iE Send for 
Catalog and 
Terms 


HOLLANDS MFG. Co. 


ESTABLISHED 1887 


ERIE, 


WE WANT JOBBERS 


| eka 
Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising for our jobbers gets the orders. 
Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 
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~“DIVCO” Brands — 
Babbitts and Solders 


*" NICKEL GENUINI 2 
i “DIVEO i tAL SERVICE 
AND NTI FRICTION BABBITT 
DIVES ALUMINUM GENUINE DIVCO"” MILL BEARING BAB 
t BIitT 
DIVCO 0 ER HARDENED Also Standard N 1 2 3 and 4 
eed I; t t 
M 1 > g is) our spe ations in 
Ir ( ' rt \l te. A Pi Ir : u nad \\ 


1 trial 
quality of 


from you. 


DIVISION SMELTING & REFINING CO. 
836 W. Kinzie St. Chicago, Ill. 


order will convince 


“pIvco”" 


you as 
Products. 


to the high 
Let us hear 
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 Inaide or Outside 
Uniform Soldering Efficiency 


Inside work and outside work are 
all the same to the Everhot No. 50 
Blow Torch. Protected by its metal 
wind shield, the flame burns just 
as steadily outdoors in a blinding 
rain Or snow storm as it does within 
the enclosure of a building. 
When you're equipped with an 
Everhot No. 50 you can always be 
sure that a soldering job will be 
done — regardless of what the 
weather is doing. 


Cee Res inh”. 
Ic Ct % ricas brand 


Vo ws 7 Ir 
“MANUEACTURING.CO.»™ $600 (iad 





Makers 
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A COMPLETE STOCK 
IN ALL STANDARD SIZES 


S. A. E. and U.S. S. Threads 


Twenty nillion cap screws are always stocked for 
immit it shipment. Sal offices at Detroit, Chi 
cago, New York. Los Angeles, Atlanta, Boston, St. 

Paul, Cincinnati, Norfolk 


ind San Francisco Ware 


The Cleveland Cap Screw Co. 


2921 East 79th st., Cleveland, Ohio 


CLEVELAND 
—Jmperial 
OXY-ACETYLENE 


WELDING AND CUTTING EQUIPMENT 


There is an Imperial outfit for every welding and 
cutting job—from small, medium and large size 
torches to complete plants for factories, repair shops, 
etc. And Imperial equipment has gained highest en- 
dorsement wherever it has been used. Years of prac- 
tical exper ience on the part of Imperial Oxy-Acety- 
lene engineers are complete assurance of the entire 
practicability of all Imperial operating features. 


THE IMPERIAL BRASS MANUFACTURING 


COMPANY 
511 So. Racine Ave., _ 
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+ Seman qe ae EES: 


Mine and Mill Seowks Houses— 


Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails .. Relaying Rails 
New Track Accessories 


Immediate Shipment—Quality Guaranteed 





Send us your inquiry for quotations = " 
: . “1 Ton or 1000" 





Chicago 





Main Offices: 
Pittsburgh. Pa. 
154 Nassau St. 
New York City 





PITTSBURGH.PA.- NEW YORK CIT) 


Illinois 
Merchants 
Bank Bldg. 
Chicago, Hl. 








Adverti 


mention Mitt 


SUPPI 
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accessories; heading planer and grinder 
for circular saws, and transmission and 
other power equipment. 

Rogers & Co., Inc., Royersford, Pa., 
manufacturer of fire brick, terra-cotta, 
etc., is drawing plans for a three-story 
plant, 60x140 ft., to cost more than 
$75,000. The structure replaces a part 
of the works recently destroyed by fire. 





Field Notes 





The Trojan Plumbing Supply Co., 
Inc., recently organized, has started in 
business at 187 River street, Troy, 
IN. XY 

The Standard Supply Co., distribu- 
tor of plumbing, mill, electrical sup- 
plies, ete., recently moved from Parkers- 
burg, W. Va., to Portsmouth, Ohio. 

Kennedy Valve Mfg. Co., 
N. Y., recently moved its Chicago 
branch and warehouse to 1335-1337 
South Clinton street, the new Soo Ter- 
minal. 


Elmira, 


John K, Wilson Co., direct represen- 
tative of hardware manufacturers, has 
moved from 400 W. Lombard 
Baltimore, to the Whitaker 
room 807. 


street, 
building, 


Bonney Forge & Tool Works, Allen- 
town, Pa., manufacturer of vises, 
wrenches, ete., has added ten chrome- 
vanadium hexagon sockets and six types 
of handles to its line. 

The Walworth Company, Boston, re- 
ports a net profit of $128,000, after 
charges and federal taxes, for the first 
quarter of the year, compared with a 
loss of $161,829 for the first quarter of 
1926. 

The Hunter Machinery Co., Milwau- 
kee, distributor of contractors’ equip- 
ment, has been appointed dealer in Cli- 
max engines and power units by the 
Climax Engineering Company of Clin- 
ton, Iowa. 

Cook & Riley, 247 East Illinois street, 
Chicago, manufacturers of the Crystal 
Falls line of waste and sanitary wip- 
ers, have moved their offices from 247 
East Illinois street, Chicago, to 315 
North Dearborn street. 

The Yonkers Supply Co., 
N. Y., distributor of plumbing and 
heating supplies, has established the 
Yonkers Plumbing Supply Co., Nor- 
walk Branch, at Norwalk, Conn. George 
S. Tompson has been appointed man- 
auger. 

searium Bearings, Inc., manufac- 
turer of “Bearium” metal, discontinued 
its New York office June 20th with the 
announcement that all activities of the 
company will henceforth be centralized 
at the Boston office, located at 88 Pear] 
street. 


Yonkers, 


The General Fireproofing Company, 
Youngstown, Ohio, manufacturer of 
factory steel shelving and trucks, de- 
clared a quarterly common dividend of 
$1.25, which places the issue on an an- 
nual dividend basis of $5, as against 
$4 heretofore. W. H. Foster, presi- 
dent, recently stated that the May sales 
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established a new record for any month 
in the history of the company. 

The Excelsior Leather Washer Mfg. 
Co. and the Rockford Leather Washer 
Co. have merged their interests and, 
under the name of Excelsior Leather 
Washer Mfg. Co., will operate at the 
newly completed plant located at 720- 
7530 Chestnut street, Rockford, Ill. 

The recently organized Titgen-East- 
wood Co., Philadelphia, has purchased 
all patterns and drawings by the J. W. 
Paxson Co., Philadelphia, now in the 
process of liquidation, and will con- 
tinue the general line of foundry equip- 
ment formerly made by the Paxson 
company. 

Electrically cooled drinking water is 
to be provided 12,000 workmen em- 
ployed in the Homestead works of the 
Carnegie Steel Company. The company 
recently announced placing a contract 
with Frigidaire Corporation, subsidiary 
of General Motors, for immediate in- 
stallation of more than 200 electric 
water coolers. 

The Fulton Supply Co., Atlanta, Ga., 
machine tool and equipment distribu- 
tors, were recently appointed exclusive 
distributors in Georgia for N. A. Strand 
& Co., Chicago, manufacturers of flex- 
ible shafts and equipment. The Moore- 
Handley Co., Birmingham, has_ been 
made distributor of the Strand prod- 
ucts in the Alabama territory. 

W. J. McKee, formerly head of the 
W. J. McKee Machinery Co., Detroit, 
machinery distributor, and E. Kenyon, 
until recently a sales engineer with the 
McKee company, have organized Mc- 
Kee-Kenyon & Co., Inc. The new com- 
pany, located in the Coe Terminal 
building, Fort and Tenth streets, De- 
troit, will deal in machinery, tools and 
supplies. 

Alex Scott, formerly manager of the 
New Rochelle, N. Y., branch of United 
Plumbers Supply Co., Inc., is opening 
a supply house at 23 West Second 
street, Mount Vernon, N. Y., to func- 
tion under his name. Prior to his con- 
nection with the United Plumbers Sup- 
ply Co., Mr. Scott was associated with 
the Central Plumbers’ Supply Co., Port 
Chester, N. Y., and The J. L. Mott Iron 
Works, New York, distributor of plumb- 
ing fixtures and supplies. 

Economy Pumping Machinery Co., 
Chicago, manufacturer of power pumps, 
has moved offices and factory from 122- 
124 North Curtis street to its new plant 
at 3431 West Forty-eighth place. The 
new plant is a modern two-story build- 
ing of brick and steel construction, 100 
by 200 feet and is provided with a 
switch track for the accommodation of 
five cars. The company will continue 
its foundry, and the production of spe- 
cialized lines at the Joliet, Ill, plant. 


The Jenkins Bros. Veteran League, 
composed of employes of twenty-five or 
more years service with Jenkins Bros., 
Bridgeport, Conn., recently held its an- 
nual banquet. Seven new members 
were received and presented with gold 
badges. Farnham Yardley, president 
of Jenkins Bros., and C. V. Barring- 
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ton, vice-president, were guests of 
honor. The oldest member of the 
League is William B. Lockwood, who 
has seen forty-seven years service in 
the company. 

Paul E. Seiler, president and gen- 
eral manager of the Yellow Truck and 
Coach Manufacturing Company, Pon- 
tiac, Mich., has announced plans for 
the erection of a new plant to be in 
operation by January Ist, 1928. It will 
employ 5,000 men. According to Mr. 
Seiler, all manufacturing units of the 
company now located in Chicago will 
eventually be transferred to Pontiac. 
The firm, controlled by General Motors, 
also has an engine manufacturing 
works at East Moline, Il. 

Cochran-Sargent Co., St. Paul, dis- 
tributor of plumbing, heating and 
allied supplies, has moved into its new 
building at Third and Broadway streets. 
Advantages of the new location are 
additional floor space for offices, show- 
rooms and merchandise, better track- 
age to warehouse and pipe yards, and 
improved routing arrangements. The 
company, starting in 1912 with a force 
of seven men, doubled its personnel and 
moved into 1915, 
and in 1920 moved again into a larger 
building, having purchased the Western 
Supply Co. M. M. Cochran is. presi- 
dent and H. H. Sargent treasurer. 


larger quarters by 


Geo. 1). Roper Corporation, Rockford, 
Ill., manufacturer of pumps, gas 
added the “Radiant 
Sheet Flame Heater” to its line, 
through purchase of the Radiant Heat 
Brooklyn, N. Y. The 
Roper company takes over control of 
the Radiant Heat Corporation from 
the J. G. White Management Corpora- 
tion, New York City, and will close the 
Radiant plant and move all machinery, 
dies, pattern equipment and tools to 
Rockford. Exact date for production 
has not been decided upon, but it will 
not be for Geo. D. 
foper Corporation will sell the newly 
acquired heater through the channels 
of its regular sales force, using similar 


ranges, etc., has 


Corporation, 


several weeks. 


policies which have governed the sale 


of Roper gas ranges. 
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SITUATIONS WANTED 


Purchasing Agent: Versed in mill, 
mine, factory, railroad and contractors’ 
supplies. Constructive buyer, thor- 
oughly familiar with practically every 
phase of supply business. Address No. 
896, care MILL SUPPLIES, 537 South 
Dearborn Street, Chicago. 

A position with mill supply house by 
high grade man, a graduate mechanical 
engineer, familiar with with general 
mill supply lines from a number of 
years experience on a great railroad, in 
subordinate and official positions in both 
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Specialties for Mill Supply Jobbers 
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T’S easier, and more satisfactory all around to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is dis- 
tinctive; every item in the line is simple, effec- 
tive, and proven by years of performance. 


Show the complete line in your catalogue, 
and take full advantage of the established posi- 
tion of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 
408 Milwaukee Avenue, Chicago, Illinois 


ae ner nr et oe cee oo 








“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Furnished 


2 OT 
, 
: 7 
f 


BROWNIE NCS 


t 
t 
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; 
t 


Ask your jobber or 
write us for a catalog. 


Strong and durable. 


BROWNIE MFG. 
COo., INC. 


either plain or galvanized. 











The Mechanic’s Choice 


The No. 32 has always been a popu- 
lar torch for mechanics’ use because 
it is fitted with the most powerful 
burner, quick acting pump, strongly 
reinforced brass tank, which makes 
it the tool 
duced. It 


most efhcient ever pro- 
and 
torches. 


Jobbers supply our line at factory 


saves time and fuel 


will outlast two ordinary 


prices. 





CLAYTON & LAMBERT MFG. CO. 


6257 Detroit, Mich. 


2 ‘Torch 


Ask for Latest Price Beaubien st., 





ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can't loosen. The re- 
sult is an all-steel screw. with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


we 
ECUNUM 


| 


No delay in shipment. 
sizes. 
seller. 


Complete stocks of all 
Also made in brass and bronze. A good 
Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill, 


— 
— 
ea 
—_ 
— 
a 
ae 
— 
a- 








The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 


day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 

Carried in stock by all the leading 
mill supply jobbers. 





Write for No. 52 catalog. 


Champion Blower & Forge Co. 


Lancaster, Pa. 


BLAKESLEE JET PUMPS 


All parts inter-changeable--Economical, reliable-* 
Freezing does not injure it as it is self draining. 
Send for Latest Price Li 





t and Catalogue 





Has No Valves--Cannot wear out--Pumps 
sandy or dirty water equally well--En- 
tirely Independent of Engine. 


BLAKESLEE MFG. CO. 
10 Q Street, Du Quoin, III, 





None Genuine Without Trade Mark 
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OLES VISES 


en — 


for all 
Woodworkers 


Toles Vises and 
Toles Junior Vises ar2 
convertible from either 
screw action to that of 
other. 





the 
Sell the Genuine —Ask for Catalog 


W.C. Toles Company, Woodstock, Ill. 





The preferred babbitt 


You can easily make Magnolia Metal one of 
your most profitable lines. Thousands of bearing 
metal users prefer it because of its uniform com- 
position, ease of handling, and _  cool-running 
qualities, 

Write for prices and special dealer helps. 


Magnolia Metal Co., 75 West St., New York 


AGNOLIA 


7S ANTI = FRICTION 


metal line, standardize on Magnolia Products 
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mechanical and supply departments. 
Has not held a sales position, but is 
confident of ability to do so, where 
knowledge of design, manufacture and 
uses of equipment or devices and abil- 
ity to analyze situation, as well as abil- 
ity to make friends will count. Has a 
particular aptitude for mechanical 
things, and wants to specialize on engi- 
neering sales. Prefers location in Mid- 
dle West. Address No. 897, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 

Sales manager of recognized ability 
desires to make change. Intimately ac- 
quainted with sales and sales promo- 
tional plans. Knows advertising and its 
relation to sales problems. Acquainted 
with mill supply jobbers from coast to 
coast. Has vision and tact, and can di- 
rect all harmoniously. Age 39. Tech- 
nical training. Desires to make connec- 
tion with well financed, aggressive and 
growing manufacturer. Address No. 
899, care MILL SUPPLIES, 537 South 
learborn Street, Chicago. 

An experienced man with many years 
of service in the mill supply and whole- 
sale hardware fields is available for the 
right opportunity. Has traveled on 
business in practically every state in 
the Union, and is well known to mill 
supply and wholesale hardware houses. 
Capable and a har Address 
No. 900, care MILL SUPPLIES, 537 South 


Dearborn Street 


worker. 


Chicago. 


SALES MANAGER WANTED 


Experienced mill supply sales man- 
ager wanted who is willing to become 
part owner in a going’ concern on the 


party who is under 


} } 


Pacific Coast. Only 
forty and with cash to invest will be 


‘onsidered Addvess L. G. Isaacson, 


SALES ENGINEER WANTED 


One familiar with conveyor and 





transmission belting, making headquat 
te at Chicago, to represent large 


belting.  Ex- 
opportunity for advancement. 
Give full information covering past ex- 
Replies treated confidentially. 
ASddi No. 898, care MILL SUPPLIES, 
37 South Dearborn Street, Chicago. 


manufacturer of textile 
cellent { 


perience, 


SALESMEN WANTED 

Experienced mill and mine supply 
salesman for Columbus, Ohio, and ad 
joining territory. State experience, 
vive reference. Address 894, eare MILI 
SUPPLIES, 5537 South Dearborn Street, 
Chicago. 

Salesmen calling on industrial plants 
to handle our line of staples used in 
almost every factory. Several terri- 
tories open. Address No. 895, care 
MILL Suppiies, 537 South Dearborn 


street, Chicago. 


AGENCIES WANTED 


An old established concern in New 
York City with warehouse and efficient 
sales force, wishes to enlarge its line 
by taking the agency for New York 
City and vicinity, or for a larger ter- 
ritory, for a number of hardware and 
mill supply specialties. 
893, care MILL SUPPLIES, 53 
Dearborn Street, Chicago. 


‘ 


South 


Address No. 


147 





DANS Ser Sere, 


ADLETS 


GLUE ROOM EQUIPMENT 

yy, e Used World Over 
VW VII dh, vo Mixers 
Spreaders Presses Clamp 


£S7./880. Main Off. Rushville, Ind. 


CLANCY “SURE GRIP” Steel Hose Clamps— 
Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, prices. and 
distributors’ discounts. J R. Clancy, Ince., 
Syracuse, N. Y 


LUMNITE FACTORY WHITE For interior 

~ of Facto. ies, 
Mills, Ware- 
houses, ete. 
Most economi- 
cal coating 
Known. W rite 





yr circula 
ind neare 
ource of uj 
ply. The Rear- 
A . do Company, 
" 2200 N. 2nd 


BAND SAWS—PARAMOUNT BRAND 
Straight tack are 








s and Bevel I iving universa) 
atisfaction to the most itical users, Our 
ecialty i Bat . only, so we 
t efore odu article. 
your old Band Saws by sendit them to us fo 

the best repai ob vou eve \ New and re 
ired ¢ 1 inteed We olicit your in- 

juiries. J. D. BURRILL & SON, Ilion, N. Y. 


WOOD ROLLS - tl ive better results. Made 


of experience in small, 





a ind of work. 
Lait im ed na patented constructions 
Write for inf tior ivil ize used. Rodney 
Hunt Machine Co., Maple St., Orange, Mase 


The BURR PORTABLE SHAFT KEYSEATER 
pai hop nee 





oh at 


4%, 


09 pee X bs ay 








rh ls er ( each 

d Oj 1 by ( m desired 
! wed | \ 
Busine Me g Pre ( W 





DRILL CHUCKS |} 0” Keyless, Ball 





Bx 

Will ot t 

s ith ca 

l 
EMMERT UNIVERSAL VISES) Also Adju 
able Hand Serew Steel Bar Clamps. Miter Jac 
and othe tools Ss d ‘ deseription., prices 

discount Emi t Mfc. Co., Box J 


and 
Waynesbor« Pa 


GENUINE CANNON PUMP OILERS—Foree 





the oil anywhere. Ope controls flow of oil 
through complete fore: attachment. N 
mekin nuts valvy 1 from) plunge 
No cloggin pout alw r oil For light 
or heavy. oils Write Th Cannon Oiler Ce 


Keithsburg, Il 





OLD BELTING HAS VALUE--Today profits 
hinge on eliminating waste. Investigate Ulmer’s 
Rebuilding and Reclaiming Service for using 
over old, worn, discarded leather belting. It’s 
a dividend paying proposition. Send this ad or 
write The Ulmer Leather Company, Norwich, 
Conn. 


AUTOMATIC KNIFE GRINDERS successfully 
produced 
for €6 
years. Also 
automatic 3 
Band and 
Circular Saw 
Sharpeners used 
in woodworking 
factories, paper 
mills, ete. Good 
proposition for 
mill supply dis- 
ributors. Samuel C. Rogers & Co., 190 Dutton 
Ave., Buffalo, N. Y. 






“AIR SPRING” COMPRESSED 
AIR GREASE CUPS — Automatically 
maintains film of rease on. be 
ing with eatest 
utmost ce 


ana 








efficiency 





the “Shu oo” wick feed « ul 
Folder on quest Hur Press 


Steel Co., Lansdale, Pa. 





S1 PLANER BOLTS—Made « 
‘ ited, withstand stralr 
th tin Ci il R. I 
M hist Ask ft list of s nd pric 
lol Machir Sere ( 7 4 \ve 
tock N. ¥ 
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Wood Split Pulleys 





Prompt Shipment Always, 
Stock 


from Maysville 








The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U.S.A. 
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Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 


verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


Hi 


HUTT 


REVERSO: — Bronze 
for 200 Ibs. pressure. 
temperature 550 deg. F 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 


body 
Total 

















GENUINE 


Self Lubricating - Anti-Frictional 





Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 


Sole Manufacturers 


1285 Elston Ave. Chicago, Ill. 
BRANCHES 


228 W. Fourth St., Los Angeles 
2428 Riverside Drive, Minneapolis 


109 Broad St., 
209 Broad St., 


New York 
Boston 
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MYERS 


SELF-OILING . JUNIOR 











AREGISTERED TRADE NAME 


DIRECT 














There is com- 
plete satisfac- 
tion in Myers 
direct from the 
well automatic 
water _ service. 
Here is the ideal 
way. It appeals 


to those who are 

considering modern 
water facilities for their 
homes or farms. Auto- 
matic control, lower 
pressure levels than 
tank systems, positive 
















Take -Off your me 


MYERS 


= DOOD HANGERS! 








PUMPS ~ WATER SYS 





self-lubrication, housed working parts, ample strength and 
compactness, sufficient volume, reduce operation and mainte- 
nance costs, minimize wear and breakage, prevent accidents, 
provide a dependable water supply and assure long-time, 
uniform water facilities, 


Ask for copy of our No. HP-27 Catalog 


Tm FLEJMYERS & BRO.¢®. 
ASHLAND, OHIO. 


ASHLAND PUMP AND HAY TOOL WORKS 
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Centrifugal Force 


Takes Up the Wear 


What this means in an air pump can 

best be realized when the work that 

these machines will do is compared 

with other old style air pumps. 
LEIMAN Pressure 


en0s. AIK Yeu PUNTO 


ROTARY 


are noted throughout the industrial world for 
this exclusive feature which means long life, 





efficiency, power and dollar value. 


They scoop up the air and take up their own wear. 


encaiaailla. Bictin ck vitediom. Every factory can use this 


NOISELESS — EFFICIENT — POWERFUL 


air pump for any one of hundreds of purposes 


For operating many kinds of Fuel oil burning outfits Feeding paper in printing 
AUTOMATIC MACHINES and_ Operating gas furnaces presses 

DEVICES. AGITATING PLATING | Testing gas meters Feeding labeling machines 
SOLUTIONS means quicker and_ Ratsing gas pressure 

more durable plate. SAND BLAST- Gasoline service pumps 

ING can be done only with a POSI- Cleaning dust from intricate ma- 
TIVE PRESSURE BLOWER—no chinery parts 

other kind gives satisfaction like Sand blasting machines 

Leiman Bros. Vacuum cleaning 

Agitating liquids 

Blowing chips and stampings from 


All sorts of testing and ex- 
perimental work 

All sorts of automatic ma- 
chines and devices 

Priming pumps 

Banding machines 


HEATING WITH GAS OR OIL for forg- Wrapping machines 


ing, hardening, annealing, soldering, : 

u By gS g . = 
brazing, pre heating, glass bending. not to cs machine tools 2 Blowing balloons 
mention a host of other uses. Filling bottles and containers Singeing cloth 


al'mformten ~=©6 MU EAMAAN BROS, ? OR yare* 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 





























GEARS 

Bond Foundry & Machine Co, 
h Raw hi le Mfg. ¢ 
Dodge Man icturing Corporation 

{ill Glut h Machine & Foundry Co. 
The Medart Company 

GENERATORS 

The Imperial Br s M 





ACETYLENE 


GAGE 
7.” 





GOVERNORS, 
Kieley & Mueller i 


PUMP SPEED 


'GRAP HITE clea ALL PURPOSES 
h 





GRE ASE, oa BRICATING 


ound & ichine Cx I ieline 





GRINDERS, BELT, ROPE AND MOTOR 


DRIVEN 








Stow Manuf tu ‘ In 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machir Co 
Ch & S Co 
Hisey ) ue o 
Mar t nlect Mfg. (¢ 
R s Fou & M I Co 
St lect Tool ¢ 
The I St s E il Tool Co 
GRINDE KS DISC 
The Crescent M ne ¢ 
GRINDERS, ELEC TRIC 
The Black & D er Mfe. Co 
ncinnati Elect I ( 
Wolf l€ 
l E Mfg. Cc 
1 El Mfg. Co 
rd 1 I 
~ y M ry if ( I 
\ \ ST i & ( 
I > | 1 Sta Ie I 
GRINDERS, VALVE 
The | k & I o Ct 
Cir Y E I 
y nea a . 
The United States Elect xi Co 


GRiInDsTON= s 
Richards-Wilcox Mf 
Gl ARDS, ELECTRIC 
Flex S 


GUARDS, € 


LAMP 


“ABLE, HIGHWAY 








Wi 
Gl NS, OL AND . GREASE 
HAMMERS 
entis Vv her 
HANGERS, BALL BEARING 
Cr » | g > ting 
HANGERS, DOOR 
E, M & | > 
HANGE . PIPE 
I M 1 Iron Co, 
YK 


HANGERS, SHAFT 





I . an 
i I hir ( 
1 
M é Co, 
M 
M Co 

Sk I 
= S ( 


HEADS, EXHAUST 


HEATERS, WATER 


HEATERS GIN vi a AND GAS 
nM 1 


HOISTS. CHAIN 





h Moo Ife, Co. 
or H t Mfc. CC 
r ‘ M ( 
rht Mf Co 
Yale & Towne Mfg. C 
HOISTS, FE J E¢ “TRIC 
T} Chiche Ae Mito. ¢ 
I Y & Towne Mfg, Co 
wth HAND 
I Chisho -M ‘ ~ Co. 
T > eri 1 Hoist Mi Co 
Wr t M 1 tu r ny 
TI Yale & Towne Mfe ) 
HOLDERS, TOOL 
r I Tool Co 
I. H 
BELT 
py P tol Co 
xible Steel L b 
HOSE. COTTON 
Roston Woven Hose & Rubber Co 
Tr Mechar 21 Rubber Co 





HOSE, RUBBER 





Re n Woven Hose & Rubber Co, 
+ Cincinnati Rut r Mfg. Co. 
T) t tu > Co 
du Co 
rhe er Co 
HYDRAULIC LEATHER 
Rawhide Mfg. Co, 
Belting Company 
o 
n Co 





INJECTORS 
American Injector Co 
Injector Co, 
The Wm Powell Co 
INSU LATING MATERIALS 


Corporation 


IRON PRESERVATIVES 
Johns-Manville Corporation 
JOINTERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co 


EXPANSION, 
« Ca. 
KETTLES, STEAM 

Harris & Co 
KNIVES, 


monds saw «& 


JOINTS, COPPER 


{rthur 
JACKETED 
Arthur 


MACHINE 


Cc 





LACERS, 
Belt La or 


JE epic mS SAFETY 


Wayton Safe le ‘ 


BELT 


L pane ged MELTING 


ation 


GU ARDS 


1. sized 


a ELEC TR IC, oe 
b, aries I. ABORATOR Y, 


Mfg. Co 


WOODWORKING 


ae TRIC 
LATHES, 


“& 


- * AT — a SPECIALTIES 





; R. Bel lew Co., Inc. 


LEATHERS, HAND 
} 6 1 vhide Mfz r 
LEGS, _—e 
Star i Stes 
— KS, INDU STRIAL 
T) 


LUBRIC ANTS, B ALL & ROLLER BEARING 
Machine C 


x M ne Co, 
LUBRI ATORS 
Ch 3 ( 
M lg ‘o Minneapolis, Minn. 
I I Valv Co 
MACHINE TOOLS 
= nt Machine Ce 
MACHINERY CLUTCHES 
M 1 tion 
nt M * I 
I M r & Foundry Co 
I Med ‘ 
] M \ e | 
S & pon 
T. B. Wood § 


M AC HINE a Y. COAL HANDLING 
D ‘ r | 


2 orporation 
MAC HINE R y, CONVE YING AND ELEVATING 


DD e Mar Y Corporation 

Th Clutch MM hine & Foundry Co 
MACHINES, GRINDING AND POLISHING 
nd F dr 4 hine Co, 

r Tool Co, 

indr & Machine Co. 

Ine 

b ee 
s Electrical Tool Co. 

ICE AND REFRIGERATION 


Henry Vogt Machine Co 
MACHINES, PIPE CUTTING 
THREADING 


AND 


Greenfield Tep & Die Corporation 
The Oster Mfe. Co 
Toledo Pir Threading Machine Co 


MACHINES, PUNCHING AND 
Royersford Foundry & Machine 
MACHINES, TIRE 
The United State Electrical Tool Co. 
_M: ACHINERY, WOODWORKING 

The : ent Machine Co 
J D. W: llace & Co 
Bey ALLETS AND 
igo Rawhide 


SHEARING 
Co, 
ROUGHING 


HAMMERS, 
Mfg. Co 
MANDRELS 

& Machine Co 


RAWHIDE 


Morse Twist Drill 


writing to Advertisers please Mitt 


mention 








1927 


July, 











MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 


MERCHANDISE CONVEYORS 


F. E. Myers & Bro, Co. 

METAL, BEARING 
Argus elting Co, 
bearium | irings, Ine. 





Bunting Bronze Co. 
division Iting & Refipjng Co. 
re Manufacturing Corporation 
Fredericksen Company 
Arthur Harris & Co, 
Hoyt Company 
tal Co. 
Company 
ch Metal Co 
e Pulley Co. 
towell Mfg. Co 
MILL LEATHERS, ALL KINDS 
Co., Philadelphia 
‘awhide Mfg, Co. 
ing Company 
zadew Co., Inc 
hieren Co. 
I. B. Will & Sons 
MONORAIL SWITCHES 
Richards-Wileox Mfg. Co 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
MOTORS, ELECTRIC 
Marathon Electric Mfg. Co 
MOVERS, CAR 


Sme 











Johnson > 
Edw. R. I 
Chas \ 











AND TURNTABLES 


Ad ir Mover Co, 
A} ‘ar Mover Co. 
G. wwell & Son 





MULE 
ndry & Mac 
ge ufacturing 
“he Hill Clutch Machine & 
The Medart Company 
Wood Sons Co, 

NUT SETTERS 
The United States Electrical Tool Co. 
NUTS, MACHINE SCREW 


STANDS 

hine Co. 
Corporation 
Foundry Co. 








Th Bowne Pulte r Co 

Y Cc) lan : Screw brig 

( land wre Produc: 3 Co. 
E ? ) \ s ! w (orpo 


OW. WELL AC c E SSORIES 
Powell Co, 
OILING 
Injector Co, 
L ubric ator Co. 


The Wm, 
DEVICES 
American 
Detroit 
The Wr } 
The D. T. 





Valve Co. 

. ~ KING, AMMONIA 
Wov« Hose & Rubber Co. 
reneral Asbestos & Rubber Co 
J Manville Corporation 
I & Mfg. Co., Inc. 


r Co. 


Boston 





PACKING 
ago Rawhide Mfg. 
rneral Asbeste & Rubber Co 


Corpor 


HYDRAULIC 








PACKING, SHEET 








Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
General Asbeste & Rubber Co 
“Jenkins ‘96’ Jenkin Isros 

is-M il Corporation 
Linear f & Mfg. Co., Inc. 





Rubber Co 
Rubber Co 
Republic Rubber Co 
PACKING VALVE STEM 
The Cincinnati Rubber Mfg. Co. 
General Asbestos & Rubber Co. 
1 Corpor ition 
Packing & Mfg. Co., Inc. 
echanical Rubber Co 
Quaker City Rubber Co. 
liubber Co. 
PADLOCKS 
Towne Mfg. Co. 
PAINTS, INDUSTRIAL 
Joseph Dixon Crucible Co. 
Johns-Manville Corporation 
PANS, TOTE 
Corp. 
PANS, VACUUM 
Arthur Harris & Co. 
PAPER, EMERY, FLINT 
H. H., Barton & Son Co. 
‘ PASTE, SOLDERING 
Solder Co 
PEGS OR PINS, 
Chicago Rawhide 


anical 
Quaker City 








The Yale & 


Mullins 


sody 


AND GARNET 


Chicago 


BELT 
Mfg. Co. 


LACING 


Supp ies. 


July, 1927 











rasemont 


=J Friction Clutches 








LINE-SHAFT 
CLUTCH 
PULLEY 


Type B with 
Oil Sleeve 


The “Type B” Friction Clutch is well adapted 
for line-shaft, counter-shaft and many other 
drives. Its ability to “fit in” and do the work 
makes it a good replacement unit. 
profit by selling “Edgemonts.” 


You, too, can 


Complete information upon request. 


THE EDGEMONT MACHINE CO. 
Dayton, Ohio 


Nason Gauges 


Your Gauge Requirements 
in all lines of work 


Right 
here on 
either side 
is a Nason 
Gauge 
that is 
the best 
that can 
nal | be made. 

| Eighty odd 
years of 
craft and 
integrity 
are back 
of our 
products. 


iT} at 
































(sie 
All Iron 
(Chemical) 


Brass 


( Water) 
Nason Manufacturing Co. 


Steam Specialty Specialists Since 184] 


71 Fulton St., New York 

















CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 














Merely for Protection 





AUTOMATIC 


INJECTORS 
Are Worth Their Cost 


No one who has ever had experience with them 
doubts their reliability and sure-fire operation. 
Give them steam and water and the Penberthy will 
do the rest—no one ever worried about getting 
water into the boilers where a Penberthy is part 
of the equipment. 


Engineers all over the world know the Penberthy 
Injector—they are used in every country. They are 
absolutely automatic and they 











always operate — particularly 
when you need them the most. 
We will be glad to send you 
particulars. Write now. 


PENBERTHY 


Safeguard Automatic 
Water Gage 





INJECTOR COMPANY a 
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Let your customers 
use this guide 


Let them select their. glasses 
with the aid of the Moncrieff | 

Gauge Glass guide shown at 
the right. You can be sure bi wie ai ae 
they are getting glasses that are sures up to 200 
suited to their special needs. bic 
Moncrieff genuine Scotch 

Gauge Glasses truly reflect the CUNIFIC D | 
high character of your house. iggy = oe 
Made from special Scotch sand Ibs. 

by J. Moncrieff at Perth, Scot- 
land, they combine clearness 


and strength to an unusual de- : 
ass with white 
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7 4 0 gree. They are the only genu- enamelled back 
K 1 : for steam pres- 


ine Scotch Gauge Glasses in the en a we 1 












STANDARD world. ibs. 
STOCK JENKINS BROS. 
i242 ES 
Sole U. S. Agents for MONCRIEFF BEACON RED (() 
Genuine ‘Groeck GAUGE GLASSES 
an enamelled 1 glass 
80 WhiteStreet New York, N. Y. with red indi 
524 Atlantic Avenue 30ston, Mass. line for steam 
133 No. Seventh St.....Philadelphia, Pa. pressure up to 15 
646 Washington Blvd. Chicago, Il. Ibs. 
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Lacing 
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Air V alves, Etc. 4633 ei > 
Chicago, U.S 

In England at 135 te 

Pavement, London, E. C. 2 
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Trade Mark 
Registered 


GENERAL BRASS COMPANY 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 


U.S. Patent 
Office 
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Paterson Bridge Company also 
prefers Black & Decker Electric Drills 


Reaming is one of the hardest tests we know of. 





The Paterson Bridge Co., one of the 
largest fabricating plants in the 
Metropolitan District prefers Black & 
Decker Portable Electric Drills. They 
use principally the No. 8 Drill, which is 
capable of drilling in steel up to 114 inch 
diameter holes. 


The illustrations show these drills at 
work in the plant of The Paterson Bridge 
Co. reaming %¢ inch holes. They ream 
these holes through plates varying in 
number from two to six, using taper 
bridge reamers. 


BLACK & DECKER 


Portable Electric Tools 
“With the Pistol Grip and Trigger Switch” 





Portable Electric Drills—Electric Grinders and Buffers—Electric Tappers— 
Portable Electric Screw Drivers and Nut Drivers 


Write for new 1927 catalog 


Buy from your own supply house 


“THE BLACK & DECKER MFG.CO. 


TOWSON, MARYLAND 


Black & Decker Mfg. Co., Limited. Toronto, Ont. 
Black & Decker, Limited, Slough-Bucks, England 


Branch Offices 
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NEW YORK OAKLAND, Cal. 
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A year of service which justi- 
fied the confidence of nearly 


200 Mill Supply Dealers 


O be sure, the first mill supply houses which added 

“American” Pressed Steel Hand Trucks to their lines, 
did so because they had confidence in the makers through 
their experience with “American” Pulleys and Hangers. 
But, even with such a background, there would not be 
anything like so many dealers selling “American” Pressed 
Steel Hand Trucks if users had not bought and repeated. 


















Users repeated for one reason only. 


It was quickly evident that a trial order demonstrated 
that “American” Pressed Steel Hand Trucks were not 
only as light as wooden trucks, but were stronger, longer 
wearing and fairly priced to make a better investment. 


Viewed from this angle, it is no wonder that in this short 
space of time, so many houses should have taken up the 
sale of “American” Pressed Steel Hand Trucks. The 
“open territories” are becoming less and less. Perhaps 
yours is one of them. The best way to find out is to write. 


THE AMERICAN PULLEY COMPANY 


Manufacturers of Steel Split Transmission Pulleys, 
Pressed Steel Shaft Hangers, Pressed Steel 
Hand Trucks and Pressed Steel Shapes 


4200 Wissahickon Avenue Philadelphia, Pa. 


AMERICA 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 





When writing to Advertisers please mention Mitt Superits. 














The Ferry Patented Process 
Guarantees Bolts of Highest 
Quality and Workmanship 


WENTY years ago Tom Ferry perfected a 

better way of making bolts. Since then, Ferry 
Process Products have won an enviable reputa- 
tation among automobile manufacturers and bolt 
users throughout the entire world. These same 
products are available for your customers. 








The Ferry Patented die compression 

principle of forming heads clean cut, ) : 

smooth and true — machined to yp unequalled 
precision accuracy — close tol- appearance. 
erances— heat treatment — r . 
pyrometrically controlled We maintain one of 
_shatenbedl talibine- F the most complete and 
iin il then Ge, : up-to-date metallurgical and 
inten teeth, Zp experimental laboratories in 
pendability, | the country for the analysis and 
uniformity, , heat-treating of steels, which is at 
aaa , your disposal at all times. 


There is a certain satisfaction in stocking 

Ferry Products—you know you are really serv- 

ing your customers with a nationally known prod- 
uct that means repeat orders. 


“If it's upset—it must be heat-treated” 


The Ferry Cap & Set Screw Company, Cleveland, Ohio 


PROCESS SCREWS 























